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Eveready Columbia—the most 
famous of battery names 


WHEN a customer enters a dealer’s 
store to purchase dry batteries, he 
comes equipped with the knowledge 
and often with the experience that 
“Eveready” and “Columbia” on a bat- 
tery mean “best quality.” Eveready 
Columbia advertising is making users 
ask for them by name more and more 
frequently. When buyers say: “Give 
me a good dry cell,” Eveready Colum- 
bias are usually what they mean. Ex- 
perienced dealers know there’s no sell- 


ing needed on Eveready Columbias. 
Nor do you have to coach your trade 
in “how to push them across.” Their 
name and known quality guarantee the 
dealer immediate sales and long-lasting 
satisfaction to consumers. It is not a 
boast, but an actual fact, that no elec- 
trical, radio, hardware, auto accessory, 
marine supply, implement or general 
store has a complete stock of merchan- 
dise unless Eveready Columbia Dry 
Batteries are carried. 


Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, INC., New York—San Francisco 


Atlanta Chicago 


Dallas Kansas City 


Canadian National Carbon Co., Limited, Toronto, Ontario 


EVEREADy 


COLUMBIA 
Dry Batteries 


-they last longer 
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HE prize contest to be run in 

CONTENTS IE Sap and’ August and described 
fully on page 10 of this issue is of 
Page particular interest to all jobbers’ 

Electrical Jobbers’ Sales in 1924....... salesmen. Here is an opportunity to 
* make some extra money during the 

The Results of an Investigation made by the JoBBErR’s Sage! RR Tee ie 
MAN Showing the Scope of the Merchandising Work Done Peat wien aanee py FY ee 

by the Industry—An Annual Feature. desirable. A relaxation of effort is a 

: natural tendency during these two 
Summer Sales Prize Contest Sotwen icine hot months and we are willing to 
A Co-operative Movement Initiated Si the Jopper’s SALEs- contribute,prize money in your inter- 
MAN to Increase Sales During the Months of July and Au- est to stimulate your sales during this 
gust, 1925. period. A familiar figure on the bed 
How the Jobber Can Sell Appliances to Central Stations—By pest - night . 1s “Use Men Beery 
A. H. Jaeger who in fact sticks closer than a por- 

A New Era Is Opening in which the Central Station will one syanetey ~cordliagy as ae SS 
Figure as a Dealer of First Magnitude—This Dealer the he is most elusive, and it takes con- 
Jobber Can Sell if He Reaches the Proper Man with Con- siderable hustling to catch the old 
structive Ideas. gent in the fall, if we don’t get a toe- 

: hold on him in the summer. We've 

Giving a Salesman Free Rein—By W. E. Clow, Jr travelled a great deal in our time 
Ingenuity and Initiative Make Good Salesmen Like Good with jobbers’ salesmen, and if that 
Soldiers—Put Petty Curbs on Them and You Develop old boy had ears, 
Goose-Steppers. 





they certainly 
would be pretty well singed from the 
Charm—The Good Will of the Individual—By Dr. Frank Crane... a pe sees te: = Bat, ‘he 
eae é ‘ can be caught and when he is the old 

It Is the Atmosphere of What You Are. ‘ ing ee 
gents pays like a good old soldier and 

Program of 17th Annual Convention of the Electrical  oaely. pays well. 

Jobbers Association -- The entries are being received in a 
An Association With a Code most satisfactory fashion, and even at 
A Brief Account of the Formation, Organization, and a — ~ wo - we peer 
Accomplishments of the Electrical Supply Jobbers Asso- oe ee sie Byte 
elation. already entered ask your sales man- 
ager to enter your name now. ‘The 
Code of Ethics manufacturers listed whose products 
As Approved by the Electrical Supply Jobhere Association will be eligible in the prize contest 
at Its Meeting in Cleveland, November 20-22-24. will be those whose lines you are sell- 


‘ ing every day. It only means a little 
Hints for Your Customers extra effort on your part to win one 
Market for Electrical Supplies or more of the prizes and at the same 

time means that you will cut down 
Jobber Notes the lead “Old Man Bogey” has on you. 
Electrical Applicances Sales managers have proved very 
enthusiastic about this contest. A 
thorough appreciation of what it means 
Manufacturers’ News aa to all is realized, so let’s go and let's 


go fast. 
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Its armor makes it safe 
anywhere; its flexibility 
and the fact that it lies flat 
without twisting, makes 
it a big time and money 
Saver on any wiring job. 


PITTSBURGH, PA. 





National Metal Molding Company 
Tap 1478 FULTON BUILDING 


ini 


Represented in All Principal Cities (x32) 


A NATIONAL METAL MOLDING PRODUCT ) 


OS Ga ties 





“See! It’s flat, lies snug 
on the surface without 
twisting, and we can 
plaster right over it.” 


Ovalflex is thin and flexible. Lay 
it on the surface—any surface—and 
the ordinary coat of plaster will com- 
pletely cover it. A shallow groove in 
the plaster is all that is needed to 
make extensions in finished walls. 
And in new work, simply lay Oval- 
flex directly on the surface of brick 
or tile walls—no chipping or cutting 
necessary—and cover the job with 
plaster. 
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Editor’s Page 


What Can Lawfully Be Done to Poor- 
pay Customers 


N important decision was rendered by the 
A United States District Court of New 
York, on May 4, 1925, when Federal 
Judge Bondy ruled that members of a trade 
association may agree to refuse credit to poor- 
pay customers. In his decision the court said 
that such practice “does not go beyond reason- 
able requirements to correct abuses which have 
crept into the trade.” 

As pointed out by the National Electric 
Credit Association, this decision is the first de- 
cision of any United States court holding that 
the members of a trade association may agree to 
withhold credit from customers who have not 
paid bills due members, which are undisputed 
and long overdue. In fact it is the first decision 
in any court in which this issue has been 
squarely decided. ; 

The Fur Dressers and Fur Dyers Associa- 
tion, Inec., of New York, issues monthly, to its 
members, a confidential list of all customers 
whose accounts have been unpaid for a period 
exceeding 50 days, provided the account ex- 
ceeds $100.00 and is undisputed. The rules 
provide that members shall do business only on 
a cash basis with concerns so listed. It was 
charged that this was a conspiracy in restraint 
of trade and the dissolution of the Association 
had been demanded. The main attack was 
directed against the circularization of the un- 
paid accounts list and the agreement of the 
members of the Association to do business only 
on a cash basis with those whose names ap- 
peared on the list of unpaid accounts. Mem- 
bers of the Association who violated this rule 
were disciplined as provided in the by-laws. 

The court ruled that “not every agreement 
which suppresses competition or restrains trade 
is illegal. Only such agreements and combina- 
tions as unreasonably suppress competition or 
restrain trade are illegal.” 

It is interesting, in connection with the above, 
to note a condition which has faced a group of 
southern electrical supply jobbers. Among 
other things that this group does, or rather is 
supposed to do, is for each member to send in to 
a central point a statement of all outstandings 
undisputed over 90 days past due, This state- 
ment shows two lists, one the amount 90 days 
overdue as of the first of the month, and the 
other list the total due. 

One member of this group took the trouble 


to have added up a list of the outstandings for 
these several jobbers as of April 1 and reported 
that it reached the appalling figure of $315,000, 
90 days or more past due. 

Furthermore, it did not show the total num- 
ber, because no doubt there were many jobbers 
who had some “pet” accounts and did not re- 
port them, and then again many jobbers do not 
report accounts under $50.00. 

Undoubtedly this or similar groups of job- 
bers, as well as associations, will find in Judge 
Bondy’s decision much that is encouraging in 
relation to steps that collectively may be taken 
to curb the nuisance of the habitual poor-pay 


type of customer. 
* * * 


The Urge of Desire 


66 HE standards of living are sort of built 
up in layers,” said Herbert Hoover, 
speaking before a group of advertising 

men, and how true that is. “The lower layers 
are the plainest, food, clothing and shelter. 
Primeval nature herself stirs up enough emo- 
tions through hunger, cold and storms to keep 
‘desire’ vividly active in this end of the seale of 
living. But the moment we have got beyond 
this stimulus the advertiser has full swing in 
stimulating ‘desire’ for better food, better cloth- 
ing, ‘better shelter, entertainment and so on 
over the whole range of the ten thousand and 
one things that go to make up superimposed 
layers of rising living standards. ‘These upper 
layers have been added to, widened, and become 
more general because of advertising.” 

If Mr. Hoover had said nothing more, he 
would have left a meaty message behind him. 
It is the “desire” for all the better things of life 
which have made advertising and salesmanship 


what it is today. 
A into the great beyond. Before his death, 

he made a request that when he died, he 
wanted the pall bearers to be six of his creditors. 
In doing so he explained that the creditors car- 
ried him so far, they may as well carry him the 
rest of the way. 

Speaking of credits and enthusiasm, the 
marked improvement in the credit situation as 
reported on page 37, by the National Electrical 
Credit Association is certainly gratifying. 


= 2? 2 


Finishing the Job 


VERY prominent business man passed 


Glance over the table. 
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you can almost 
see the artist 


UST as Music Master’s re-creation of radio 

signal is so true, so natural and so vivid, 
that the artist seems to stand there, playing for 
you—just so, Music Master sells so fast and at 
such a liberal margin, that your dealers can 
pretty nearly see their Music Master profits in 
hand when they give you their orders. 


Music Master’s supremacy in radio amplifica- 
tion is based on these three things: 


—precision instrument as accurately con- 
structed as a fine watch. 


- 


fata 


—heavy cast aluminum tone chamber that 
develops sound waves without distortion. 


—wood bell—get it, WOOD BELL!—for only 
wood delivers vibrant, resonant, natural, 
life-like tone of brilliant musical quality. 


The Musical Instrument of Radio 
There IS no Substitute 


Music Master’s outstanding eminence as the 
Model vit $35 fastest-selling, quickest-moving item now in 
; ech radio, is grounded in Music Master Quality, 
which never has been, is not now, and never 
will be sacrificed to “Price.” 






Model VI & 
14” wood bell 30 


Sell Music Master Quality to your dealers, 
Consent Mhesie Shas ie and your dealers and their customers will 


place of headphones. No = §$’TAY SOLD on Music Master for you. 


adjustments. No batteries. 


Prices of all models slight- 


ly higher in Canada. Music {Master Corporation 


Makers and Distributors of High-Grade Radio Apparatus 











Model VIII, mahogany Model V, metal cabinet, 


cabinet with full-$9 nahogany finish, $ 
floating wood bell 35 wood bell tg 18 F Tenth and Cherry Streets 
Chicago PHILADELPHIA Pittsburgh 


Canadian Factory: Kitchener, Ontario 
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Electrical Jobbers’ Sales in 1924 


Results of an Investigation Made by THE JOBBER’s SALESMAN Showing 
the Scope of the Merchandising Work Done by the 
Industry—An Annual Feature 


HE third annual investigation conducted by Tue 
Jopper’s SALESMAN, to ascertain the amount of 
business done by electrical jobbers, has been com- 
pleted for the year 1924. As in the past, it represents 


the only complete assembly of figures for the industry as 
a whole that is available. The 


possible a survey which to all intents and purposes is 
a very accurate picture of sales throughout the industry 
in 1924. The results are shown graphically on the next 
page as well as by a table, which permits comparison with 
the two preceding years. 


For those interested in the 





work is undertaken at no small 
amount of labor and expense 
in an endeavor to inform all 
those interested, inside or out- 
side of the industry, of the 
really important place occu- 
pied by the electrical jobber in 
the distribution of electrical 
products. 

Sales of the electrical sup- 
ply jobbing industry in 1924 


HE ‘Trend 


investigated. 


over 1923. 





slightly downward over most 
of the list of 40 key products 
On, the average, 
it represented a falling off in 
volume of about 10 per cent 
There were a num- 
ber of notable exceptions, how- 


method employed in securing 


these estimates, it may be 


for 1924 was stated that they are secured 
on a percentage basis. All job- 
bers asked to 
make a report of the amount 
of their sales in the 40 key 
products the next 
page and also for their total 
gross sales in all lines. Mani- 


festly it would be impossible to 


of record are 


shown on 








were somewhat less in dollars ever, where very marked in- secure reports from all of the 
and cents than in 1923. Tak- creases were shown, particularly 700 jobbers of record, even if 
ing into consideration 40 key in radio, residential lighting their records were maintained 
products, 1924 sales were 94 equipment and dry batteries. in a way to enable them to fur- 
per cent of those of the year nish the information. But a 
before. Total sales, including very large number do report 
these key products and _ all annually — all kinds and de- 


others, were $573,000,000 in 1923 as against $513,000,- 
000 in 1924, In other words, total 1924 sales were 89.5 
per cent of total 1923 sales. 

To the average jobber, these percentages are not news. 
Business started fairly well at the beginning of 1924, 
but the usual summer break came early and lasted long, 
as will be remembered. While there was a very gratify- 
ing volume in the fall, it could not quite make up the 
deficit. 

In presenting again this year its statistics of business 
done by the electrical supply jobbing industry of the 
United States. Tue Jopper’s SALESMAN wishes first to 
acknowledge its indebtness to the great number of job- 
bers who co-operated. This co-operation has made 








grees of jobbers—more than sufficient to give an accurate 
cross-section of the industry as a whole. 

When the reports are in, the average amount of sales 
per jobber for each individual line is secured as follows: 
Suppose, there are a total of 200 jobbers reporting. And 
for example, suppose that 125 report sales of safety 
switches amounting to $1,250,000. 
by 125 would give $10,000 as the average sales per job- 
ber. But to multiply $10,000 by 700, the total number 
of jobbers, would manifestly be unfair, because this 
method would assume that every one of the remaining 75 
jobbers heard from, but giving’ no figures on safety 
switches, had sold them during the year in the same ratio 
But some of the 75 reported no 


This amount, divided 


as those reporting sales. 
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Chart showing relative values 
of sales of 40 products in 1924, 
from the right hand column of 
the tabulation on the adjacent 


page. 








Radio Sets and Parts 
























_Rubber Covered Wire 
Condu/t 


ME, 0-50 Devices a 

















My Listed 









S 
WG 
a8 
7 
= 2. 
Qa 
~ £ yv 
~“ oN 
. <<: 
€E SR 
Q Ws < 
> + & ~S 
> ares iT) 
eu 8 x S 
So Nu Q 
eS Wy w > 
=. Hy & c > > 
eee ~ Xx © GW 
<< 9 $ 
52 Bau <2 
ae i Qs 
Ly XW Qo 
@o PSs ties 
Sec et eee, 5 
RPHvvsaognr 
SH oKHTYUASSYV 
eS ELLE IEG 
2 8 re sEOSs , 
Sr SPsgE & Los o 
Tse ugst SLGSusxve 
sSOstysye 
Lr > S 9 
RSTFP& FlHE 
8 2.3 ae 
Ow PSPs 
SES Ot 
“SE 8 § 
™ 
“6G 





Cothes Washers 


Poles 
Panelboards, Pr & Lthg Equip. 





sales because the figures were not available, some because 
they had sold none. Therefore, to multiply 700 by 10,- 
000, would represent one extreme. The other extreme 
would be to divide the $1,250,000 reported by the 125 
jobbers by 200 to obtain an average. This method would 
assume that every one of the 75 leaving a blank after 
safety switches sold none whatever. This again would 
be unfair. 

Neither of these extremes would give an accurate aver- 
ago so the mean of the two was taken as the average 
which would most closely approximate the true one. 

In securing the estimate of total sales, $513,000,000, 
a still closer result could be arrived at, for a great many 
jobbers who could not report sales by products could 
give the total sales of all products and consequently there 
was a greater number from which to draw an average. 


Inspection of the comparative figures in the table is 
interesting. As stated in the opening paragraph, there 
was a general falling off in sales in 1924, amounting to 
about 10 per cent over the whole gamut of products. 
There were certain outstanding instances where material 
gains were made, however. For instance, residential 
lighting fixtures gained nearly one-third in volume over 
1923. This is not unexpected, in view of the standard- 
ized methods of manufacturing and merchandising which 
are drawing more and more jobbers into the fixture busi- 
ness on a basis which permits of real sales work. 

Dry battery sales in 1924 were about 214 times those 
of 1923, explained by the fact that dry batteries in radio 
work received a remarkable impetus in 1924. 

Radio is still the spectacular one among all of the 
products, climbing up until last year it very nearly 
stood two to one over its nearest competitor—incandes- 
cent lamps. Everyone has been watching this new-comer, 
radio, very carefully and at the same time has been 
questioning the electrical jobber’s ability to maintain his 
position in relation to its distribution. 

The estimate here arrived at, taken in conjunction with 
findings attributed by the press to the Radio Corp. of 
America, answers this question in (Turn to Page 137) 
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Product 1922 Sales 
Radio Sets and Parts.............. Ges Se $43,570,000 
Incandescent Lamps ............. sacle teten dsc. -iudh ateeren ene 
eer Core eee. ee 36,750,000 
ed, pelt ahaa ese 
RN i thE ncchge ocinanascetipldconiesndighdii OE ae 27,500,000 
Co eee ........ 27,000,000 
Residence Lighting Equipment............................ 10,526,000 
pe Se ee ee Pen Ce 15,000,000 
Transformers, Insulators and other Central 
Station Distribution Equipment -..................... 19,092,000 
All Other Heating Devices except those listed 
RC Le ee Reo OA SU Lee ee 12,960,000 
Dry Batteries ....... 8 Senet eet Ome ot Creare Toe eee eee 
CORRE SIP ities el, . 9,476,000 
Pa meee eee, 2 2... S.. 12,450,000 
Commercial Ltg. Equipment................................ 10,900,000 
Power Motors & Controlling Equipment............ 12,928,000 
See en ee ae ee 7,091,000 
GIN IID, did cbbnededadnevigttnnihnteiciplinaieaniginnnn .... 933;778,000 
CS IN, i inihedcb legiphinkiggecrngb ashen 14,054,000 
OG ink, Ribs i teeth tinea tinhcnticticledg ntptss hee bacentbn 9,755,000 
Panel Boards, Power & Lighting........................ 4,076,000 
eee ann pea 8,842,000 
(Be eR LIS EOE Se SEE ma LIMON Aah he, AMIE BS 52 ES, ES 
Storage Batteries -.......... Lie OE Ra eS 4,573,000 
Se CEO ne recsn<erenrne tin sthnecitennet wove 1,741,000 
I OD iii ies ntiewepepecieemeoyp torres 7,887,000 
II ina hepsi an scsentnemensecnterenavess nancial gael 
Measuring & Testing Instruments............ ec 3,854,000 
_ TURE! TROON SRE NaaRe Ae irk Pree im ° 3,067,000 
Coan | THR si cilia 844,000 
Ventilating Equipment .................-.-.-.-2.------0-.--+0 1,344,000 
Fractional Bi. FP. “ieters..... a... 2,166,000 
ites We Te... aes 2,500,000 
Pie Blame GI nape. ec eee ont 946,000 
ee Og nS ol oS a ne 358,000 
gn | | EE eee ar 500,000 
Reremaliae. EN anne erin Siig nacional 1,291,000 
Vibrators and Hair ‘Dryers.....................-...-------+ 526,000 
Fanm: Lighting Syubems: ......—-.—..icscmece---cie--- 280,000 
Viedot Ray: Maechines ...:- 2.2205. tee 291,000 
Dish Washers ..................-.-.--- ES SR ae 1,828,000 


1923 Sales 
$97,178,000 
69,169,000 
46,783,000 
45,947,000 
35,808,000 
22,871,000 
14,059,000 
16,037,000 


13,575,000 


12,806,000 
5,893,000 
13,995,000 
12,465,000 
15,825,000 
13,269,000 
9,751,000 
9,195,000 
15,213,000 
7,046,000 
8,505,000 
10,143,000 
5,430,000 
869,000 
8,300,000 
5,870,000 
3,193,000 
2,538,000 
645,000 
922,000 
1,706,000 
1,189,000 
123,000 
567,000 
360,000 
1,270,000 
567,000 
113,000 
226,000 
85,000 


Sales of Electrical Supply Jobbers in 40 Key 
Products for 1924 as Contrasted 
With 1922 and 1923 


1924 Sales 


$116,051,000 
61,389,000 
45,987,000 
36,414,000 
31,586,000 
21,551,000 
19,112,000 
18,324,000 


16,221,000 


15,766,000 
15,000,000 
13,589,000 
11,393,000 
11,020,000 
10,287,000 
9,380,000 
8,774,000 
8,334,000 
7,816,000 
7,005,000 
6,271,000 
5,900,000 
4,827,000 
4,323,000 
4,132,000 
4,129,000 
3,683,000 
2,358,000 
1,883,000 
1,814,000 
1,782,000 
1,362,000 
1,208,000 
931,000 
810,000 
807,000 
685,000 
669.000 
474,000 
154.000 
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Summer Radio—Some Dealers’ 
Objections and the Answers 


While There Are Good, Better and Best Seasons, Radio Nevertheless Is 
Merchandise of Year-Around Application 


HERE is no doubt that the jobber’s salesman in 

his endeavors to induce the dealer to make more 

earnest endeavors to sell radio equipment during the 
summer months meets half-hearted response and even 
an exactly opposite view in many instances. Many argu- 
ments, at first blush quite convincing, can be advanced by 
the dealer to indicate that any special effort in the sum- 
mer is wasted. But there are equally convincing answers 
that can be given, as in any controversy. 

Recently Tue Josper’s SALESMAN received a letter 
from Mr. Thomas F. Hatfield, well-known contractor and 
dealer in Indianapolis, which is printed below. He gives 
his views on why the dealer ought practically to dis- 
continue his efforts during the summer. 


It is probable that similar arguments are handed to 
jobber every day. They can be met con- 
vincingly, it is believed, and to help every salesman in 
his work to promote summer THe Josper’s 
SALESMAN decided to lay Mr. Hatfield’s letter before 
good authority and then to print the arguments on the 
other side. The man selected was Mr. P. G. Parker, 
newly appointed Chicago district manager of the Radio 


salesmen 


sales, 


Corporation of America, and his answer is also printed 
helow. 

This was not done to start any controversy, but merely 
as a means to clarify the situation in the minds of job- 
ber salesmen who come up against these arguments on 
the part of the dealer and wish to know the best answers. 





To rue Eprror or Tur JoBBer’s SALESMAN: 

After reading your article “Radio and That Summer 
Slump,” (May issue) and the comments of various job- 
bers interviewed on this subject, would it not be in line 
for a distributor-dealer like myself to give his version 
of summer radio and impartial criticism of the letters 
submitted by Messrs. Cole, Barry, Neu and Day? 

In the first place, I wish to go on record as the man- 
ager of a company who does not believe in radio for 
summer use, ‘and in taking this stand, I wish to outline 
my various reasons as follows: 

(1) In selling radio to the public during the summer 
months when reception is poor, if not horrible, do you 
think a radio customer will be pleased with the reception 
he receives or be entirely dissatisfied with summer radio 
in its distorted form? Will he, on hearing a vast amount 
of crackle, buzz and distortion, figure that if this is radio 
he would much rather buy the newest and latest phono- 
graph records and obtain the most satisfactory results 
from the phonograph he purchased years ago? 

(2) Did you ever see a high-class department store 
offer furniture, white 
dresses, etc. in the middle of winter? You most assuredly 


garden hose, hammocks, lawn 
did not because they are highly seasonable goods and 
can only be displayed and sold when the demand is there 
for these goods. 

(3) 


viewed on this “Radio and That Summer Slump” con- 


Can any of these gentlemen who were inter- 


scientiously say that their radio men have even earned 
their salary, let alone their expenses, selling radios dur- 
ing the summer months? 

A careful analysis of my own salesmen’s expenses 
over this period convinces me that they have been a total 
loss to our company and will continue to be a total loss 
for all times to or until that time 
the various radio manufacturers in the country find 
some means of eliminating the electrical disturbances 
and static that are so detrimental to radio reception from 
April to October. 


come comes when 


In summing up these various points and taking into 
consideration the fact that electrical merchandising is 
rapidly traveling towards the line that has been drawn 
by dry goods merchants over a period of 50 years, do 
not think it advisable to adopt the 
methods these dry goods merchants have used so success- 


yeu seasonable 
fully in the past, and during this summer slump merely 
keep in touch with our dealers through special mail cam- 
paigns, flyers and form letters until that time comes when 
our radio experts will have found a remedy for this well- 
known summer disturbance. 

I know this letter will meet with the severest criti- 
cism of my fellow competitors and jobbers, but having 
enjoyed the rise and fall of the radio business for the 
past five years and having, with countless other com- 
petitors and friends, suffered burned fingers and healing 
vintments over this same period, I am firmly convinced 
the stand I have taken and will continue to take for 
scme time to come is a justifiable one and one that will 
invite friendly criticism or censure of the severest kind. 

Tuomas H,. Hartrievp. 





To tHE Eprror or THe Jopper’s SALESMAN: 

I have read with a great deal of interest one of the 
letters which you received in response to your editorial 
entitled “Radio and That Summer Slump,” which ap- 
peared in the May issue of Tue Jopser’s SALESMAN. 
Believing that you may be interested in the viewpoint of 
one who does not agree that radio sets should be classed 
I shall endeavor to answer the 
three questions listed in the above-mentioned communica- 
tion in the order in which they appear: 

(1) When radio receivers were first placed on the 
market, reception during the summer months was not all 
that could be desired. Broadcasting stations were few 
and not very powerful; radio receivers lacked select- 
ivity; their regenerative powers interfered with recep- 
tion and loud speakers distorted tones. Taking all 
these points into consideration, it is not surprising that 


as “seasonable goods,” 
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radio sales slumped in the summer time. Conditions have 
changed, for progress has been made in the last 18 
Broadcasting stations are more numerous and 
more powerful.. .This together with greatly improved, 
very selective and non-regenerative receivers’ has made 


months, 


warm weather reception a source of real pleasure. Radio 
listeners no longer relegate their receivers to the attic 
when summer arrives any more than they drain the radi- 
ators and crank cases of their automobiles and jack them 
up for the winter at the first sign of snow. 


The owner of a radio set and a phonograph will not 
prefer new phonograph records to radio reception any 
more than he will continually prefer a book to his daily 
newspaper. Radio is a constant source of information 
and entertainment—ever changing and ever new. It, 
therefore, holds the individual’s interest more easily than 
does the listening to the latest records. 

(2) It does not seem logical to make a comparison 
between the sale of strictly seasonable merchandise such 
as garden hose, hammocks, summer dresses. etc, and radio 
sets. They are entirely different classes of merchandise. 

Seasonal goods, of course, must be featured in their 
season—but radio, because of its utility, is in demand 
at all times. All-year-round programs, which include 
music, lectures on a great variety of subjects and timely 
information of economic value are being broadcast by a 
large number of stations. As interesting current events 
or great disasters are not confined to any special season 
or seasons, neither can the radio receivers 
through which the public is kept informed and enter- 
tained be confined to any portion of the year. People 
want what radio offers during all seasons—a fact which 
is demonstrated by the large number of people who take 
receivers with them on automobile trips; to their summer 
Any man can make a seasonal prod- 


sale of 





homes, camps, etc. 
uct out of any commodity which has an all-year-round 
utility—by simply supplying the demand when it is 
greatest. And it is generally the case that those who 
practice such methods have very little success in the sale 
of any particular item for they do nothing to create or 


develop a market by educating the public; they rather 
prefer following in the lines of least resistance by selling 
merchandise for which a demand has been created. 

(3) 


subject of traveling men earning their salaries and ex- 


Distributors who have been interviewed on the 


penses during the summer report that they have found 
it profitable to keep their radio salesmen working the 
entire year. If such were not the case, the sale of radio 
receivers would drop to the zero ‘Mark: as soon as the 
first warm wave arrived. Distributors are not selling 


radio receivers for any sentimental reason-—and it is, 
therefore, reasonable to suppose that the sale of radio 
sets has made the employment of specialists during all 
Most of those 


who are engaged in the sale of radio equipment to dealers 


seasons of the year a profitable venture. 


have learned that the question is not “How much can 
the dealer buy?” but “How much can _ he sell?” Realiz- 
ing this, they no longer send their representatives out 
with only the idea of taking orders in mind, but rather 
fcr the purpose of showing dealers how to sell what they 
have in stock. Constructive work always brings its own 
reward, and the permanent success of any concern in the 
sale of radio apparatus is in direct proportion to the 
quality of the constructive work which they perform. 

We would wait a long time for sales if we had to wait 
until manufacturers could 
or static. It is just as impossible for man to 
climinate static as it is for him to do away with lightning 
and thunder. Static is, to the best of our 
knowledge, a product of nature and has to be overcome 
rather than eliminated. 


eliminate electrical disturb- 


ances 


present 


More powerful broadcasting stations and improved re- 
ceiving apparatus have resulted in better reception and 
It is estimated that 
every home in the United States is within 500 miles of 
at least one or more broadcasting stations and with the 


consequently less sales resistance. 


increased range of broadcast reception the owner of a 
radio set will 





except under unusual conditions—receive 
the timely information and programs broadéast from at 
ieast one station. P. G. Parker. 





Summer Radio to Remain Popular 


By E. E. BUCHER, Sales Manager Radio Corp. of America 


HE advent of more powerful 
broadcasting stations, making 
for an increased signal strength in 
the receiving set; distinct improve- 
ments in receiving sets providing 
better reception; the development of 
real portable receivers which may 
be readily carried about and used 
anywhere; special summer-time pro- 
grams especially arranged for sum- 
mer-time folk whether at home or 
away at the summer resort or camp; 
a growing appreciation on the part 
of the 
summer-time conditions call for just 


average radio listener that 
a little more care in tuning the re- 


ceiver so as to obtain clean-cut en- 








tertainment; and last, but certainly 
the fact that the 
public simply cannot get along with- 


not least, radio 
out its radio entertainment in sum- 
mer as well as in winter—all these 
factors have brought about the 
dawn of summer-time radio. 
So this shall 


radio entertainment along with our 


summer we have 
golf, tennis, swimming, boating, mo- 
toring, camping and other forms of 
outdoor diversions. Packing up the 
radio receiver and putting it away 
with the first signs of warm weather 
Most of us 


our radio re- 


is a thing of the past. 
will continue to use 
(Turn to page 148) 
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Summer Sales Prize Contest 


A Co-operative Movement Initiated by THE JOBBER’S SALESMAN to In- 
crease Sales During the Months of July and August, 1925 





Open to Salesmen of Electrical Jobbers Whose Names Have Been 
Duly Entered for This Contest by. Their Sales Manager 
or an Officer of the Company. 





CONDITIONS OF THE CONTEST 


(1) The contest will be run for two months—July 
and August—virtually two contests. 
(2) Tue Josper’s SatesMan will give cash prizes 


of $25.00 each to the jobber salesmen, duly entered, 
who make the greatest sales of the products of a certain 
list of manufacturers during the month of July, and cash 
prizes of like amount for greatest sales of the products 
of another certain list of manufacturers during the month 
of August. 

(3) 


eligible in the prize contest for July will be those who 


The manufacturers listed whose products will be 


list their products in a special two-color “Contest” insert 
in THe Jonper’s SatesMAN for July. Those eligible for 
the August part of the contest will be those listing their 
products in a similar insert in the August issue. 

(4) 
1 and end July 31; the August part will begin August 1 


The July part of the contest will begin on July 


and end August 31. 


(5) Records for the highest salesman in each cf the 
competing lines (total gross sales for the month at job- 
bers’ sales prices) must be signed and submitted by the 
sales manager or an officer of the company to reach the 
offices of THe JopBer’s SaLesMAn by noon August 10 for 
the July part of the contest and by noon September 10 
for the August part of the contest. 


(6) In the event of a tie in gross sales, on the part 
of two or more salesmen, for the products of any 
manufacturer in either half of the contest, the full amount 
of $25.00 will be paid to each tying contestant. 


(7) On or before June 30 and on or before July 31, 
each sales manager who has entered salesmen will re- 
ceive a list of the manufacturers and of their products 
that are eligible for prizes during the July and August 
periods of the contest, respectively. 


GENERAL 


Co-operative effort between the manufacturers using 
the inserts, the jobber’s salesmen making special sales 
effort on the products of those manufacturers and THE 
JopBer’s SALESMAN in contributing the prize money, 
may confidently be expected to combat to a very con- 
siderable extent the tendency toward slack sales during 


the hardest two summer months. 


An announcement of this contest has been made by 





letter to the sales managers of all of the electrical jobbers. 
Entries are coming in at a very rapid rate. 

In case any sales manager has neglected to fill in and 
mail the entry blank it should be done at once. If the 
blank has been mislaid, a request should immediately be 
made for another and this detail taken care of, for no 
prizes will be awarded to salesmen whose names have not 
been formally entered by their sales manager or an officer 
of the company. 
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How the Jobber Can Sell Appli- 


ances to Central Stations 


A New Era Is Opening in Which the Central Station Will Figure as a 
Dealer of First Magnitude—This Dealer the Jobber Can Sell if He 
Reaches the Proper Man With Constructive Ideas 


By A. H. JAEGER 


Manager Appliance Division, Edison Electric Appliance Co. 
Member Appliance Committee, N. E. L. A. 


IONEERING in the sale of electrical household appliances is over. When a woman goes into a 

store now to buy a percolator she no longer wonders or asks: “Will it explode?” What the 
industry is facing at present is the problem of merchandising. Central station managers now look 
upon this as a major problem. They are going more strongly into appliance retailing than ever ‘n 
the past—not to compete with somebody else, but to try and give adequate retail outlets in their 
communities. The central station, therefore, represents simply another and a very large retail store. 
As such it can be sold by the jobber who goes after it in the right way. But the right way 
means definite plans and merchandising methods, about which Mr. Jaeger has some interesting things 


to say.—Editorial Note. 


Electric Light Association will be in convention 

at San Francisco. One of the major problems 
that will be discussed there will be the sale of electrical 
household appliances. The appliance committee will 
report that 3314 per cent of the residential load today 
is that of electrical lamp 


G riectie after this is being read, the National 


thousand lots or carloads in the larger communities. If 
he will do this he will find the doors of the central sta- 
tion open to him, and his suggestions will be listened to 
with interest. To illustrate: 

I am a jobber, we will say, who has an appliance de- 
partment with a capable man at the head of it. I visit 
the central station com- 
pany once a week. I know 





socket appliances, but that 
less than 4 per cent of the 
homes wired are now ade- 
quately applianced or any- 
where near it. 

Every jobber can, there- 
fore, make up his mind 
that the central stations 
from this time on are go- 
ing to go more aggressively 
after appliance load and 
make greater endeavors 
to increase their own appli- 
ance sales than ever be- 
fore in the history of the 
industry. The next ques- 





the purchasing agent well. 
He gives me arders for 
appliances as his requisi- 
tions come in. I service 
these orders well and feel 
that I am close to this 
company and doing a good 
job. But I am kidding 
myself. In view of the 
larger things that are 
coming—the situation fac- 
ing the central station in- 
dustry as stated above— 
the time has come for me 


as a jobber to “talk of 


tion is: Where is the job- A SA jobber or a jobber’s salesman, many things” and _ they 


ber coming in? In view 
of the svndicating of 
properties, the tendency 
toward buying direct from 


show your central station merchan- 
dising manager a plan that will aid 
him in accomplishing these four things 


will not be cabbages and 
kings either. 

What I must do, then, 
is to go to the man in that 


“cc ~ * > 

the manufacturer, can the and the “buying direct” bugaboo need central station company 
jobber sell the central sta- not worry you much. ; = who is responsible for 
tion? It is my belief that (1) Sell appliances in quantities by appliance sales and who is 
he can and he will, but thorough, carefully worked-out mer- right now crying for help 
with this proviso. He chandising plans and reaching out in every 
must go to the central (2) Increase appliance load. direction for ideas. That 
a Mp ge ote (3) Obtain fair net profit on sales. im ae - the 
that will move electrica ae : : appliance department. 

4) Reduce sales expense to a I 

(4) P . The officials of this de- 


appliances in large quan- 
tities—not by dozens or 
by the gross, but by 


reasonable figure. 





partment manager’s com- 





any are putting up to 
° fo] 
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him four things —and believe me they weigh heavily 
upon him. 

(1) The sale of appliances in quantities from now 
on to increase that 4 per cent of adequately applianced 
homes up to 100 per cent. 


(2) Increase the appliance load. 
(3) Obtain a fair net profit on sales. 
(4) Reduce sales expense to a reasonable figure. 


When I go into this manager, therefore, I keep these 
four things to the front of my mind. He may 
I can buy cheaper elsewhere, di- 


say: 
‘What is your price? 
But I answer, now that I have the courage of my 
convictions: “That is of relative unimportance. What 
I am here for today is to take up with you a plan whereby 
we together will sell 2000 toaster stoves in this com- 
munity in the next 30 days at so many doilars net profit 
to your department and adding so many kilowatt hours 
of load per vear to vour lines—all this at a reasonable 


rect.” 


expense,” 

That is what I mean by saying that the jobber from 
now on must be prepared to go to his central station 
prospect or customer with a real plan to help him. If 
this is done, and followed through, in my belief no ques- 
tion of syndicate buying, or direct purchases from the 
manufacturer need stand in his way in getting his fair 
share of big appliance business from the central stations. 
They will stand in his way, as they do now, only in 
picking up small, routine orders where av extra five or 
10 may turn the business one way or the other, at the 
will of the purchasing department. ‘All right, where’s 
the plan?” you say. 

That’s up to the jobber, or his department head or 


some. clever jobber salesman. But this much may be said: 


There are scores of good plans that have been worked 
in the past, by central station companies or individual 
manufacturers that have plenty of usefulness left in them 
or can be revamped to meet local conditicns. Moreover 
it is not necessary that the jobber be self-sufficient in the 
matter of ideas for campaigns. His supplier is equipped 
to supply ideas and in most cases even the necessary 
ammunition all carefully prepared—amailings, newspaper 
advertising, follow-up and al] that goes toward making 
a successful campaign. The jobber’s part is to get to 
the right man, to merchandise the manufacturer’s cam- 
paign plans, and get them started. That involves some 
work but it results in carloads, not dozens. 

As individual buyers, the central stations represent 
big volume. This is the condition that naturally causes 
many of them to seek direct connections with the manu- 
facturer, plus the fact that some manufacturers who do 
not have or strongly believe in the jobber policy are 
soliciting their business direct and trying to sell them 
on this idea. But the jobber has a valuable service to 
offer the central station as I have outlined above, which 
some of them appreciate. Many more would if the 
jobbers themselves made a special effort to sell them on 
their service and their place-in the industry. Selling 
the central station merchandising items is entirely differ- 
ent from selling them the general supply lines, 

Your contact and standing with the central stations 
generally, and particularly with the purchasing agent, 
plus your service, quality of materials, and prices, de- 
termine your share of their supply business. 

Your contact with the commercial or merchandise 
manager, your ability to work out definite sales plans 
and ideas, to give helpful mer- (Turn to Page 137) 





Charter Members of the E. S. J. A. 


N THE special insert, page 17 of this issue, a partial list of the charter members 
of the Electrical Supply Jobbers Association is given in the opening paragraph. 

Through an oversight it was not explained that this is not the whole list of the 
original members who are still engaged in the electrical jobbing business. In addi- 
tion to them there are the following charter members: 

H. P. Andrae, Julius Andrae & Sons Co., Milwaukee. 

F. M. Bernardin, B-R Electric Company, Kansas City. 

J. J. Cooper, Mountain Electric Co., Denver. 

L.. K. Cushing, Illinois Electric Co., Chicago. 

L.. Griesser, Republic Electric Co., Cleveland. 

C. B. Hawley, Inter Mountain Electric Co., Salt Lake City. 

C. A. Harding, Illinois Electric Co., Chicago. 

W. J. Hartwig, W. J. Hartwig Company, Detroit. 

W. R. Herstein, Wesco Supply Company, Memphis. 

G. W. Johnston, Mid West Electric Co., Omaha. 

W. W. Low, Electric Appliance Co., Chicago. 

Max McGraw, The McGraw Company, Omaha. 

C. 'T. McKinstry, Erner Electric Co., Cleveland. 

L.. F'. Philo, 'Tel Electric Company, Houston. 

I.. A. Schwab, Monarch Elec. & Wire Co., Chicago. 

H. L. Walker, Henry L. Walker Company, Detroit. 
W. G. Nagel, W. G. Nagel Electric Co., Toledo. 
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Giving a Salesman Free Rein 


Ingenuity and Initiative Make Good Salesmen Like Good 


I 


ness entirely different 
from ours. His company 
has about 60 salesmen 
and they do a business in 
their line of approxi- 
mately the same volume 
as we do. He was very 
enthusiastic about the 
method they employ in 
handling their sales force 


and told me at great 
length of the various 
schemes they practiced 


tending toward the result 
of giving each one of 
their salesmen full in- 
formation in regard to 
the necessary procedure 
under every conceivable 
set of circumstances 
which might arise in the 
securing of an order or 
in the treatment of a 
given account, 

He explained their 
elaborate system of 
keeping in perpetual 
touch with every activity 
of each through 
daily reports, route 


man 


sheets and daily expense 


accounts and, in fact. 
gave me to understand 
that no salesman they 


had could make a move 
of which the home office 
was not fully informed. 
He dwelt at great length 
n how each salesman 
schooled to report 
the details of every situ- 
ation with which he was 


was 


‘onfronted to the home office for advice before acting. 
in other words, he gave about as complete and perfect 
n example as you can imagine of a sales force which 
might be represented by a group of chess men on a 
hecker board; no one could move in any direction unless 


WAS talking to a man the other day who holds 
the position of sales manager of one of our large 
wholesale houses here in Chicago in a line of busi- 


Soldiers—Put Petty Curbs on Them and 
You Develop Goose-Steppers 


By W. E. CLOW, JR. 


Vice-President and Sales Manager, James B. Clow & Sons 
President, National Pipe and Supplies Association 


office. 








AMES B. CLOW & SONS are not 
J only one of the largest plumbing sup- 
ply jobbers in the country, but their 
activities are fully as extensive in the field 
of waterworks supplies. They employ 
55 salesmen who are under the supervision 
of W. EK. Clow, Jr.,,;when they need super- 
vision, which Mr. Clow says is seldom. 
Both sales managers and salesmen of 
electrical supply jobbers will be interested 
in what he has to say about ingenuity and 
initiative. 














by scheming and thinking for himself. 


propelled by the player of the game; namely, the home 


I was unable to comment with any enthusiasm on the 


various things he said as 
I could not but 
think his 
system was from the one 
which I believe in and 
try to employ. While | 
do not want to overlook 


help 


how different 


in any way the assist- 
ance and help that the 
home office can and 
should always give the 
sales force, I am firmly 
of the opinion that both 
the house and the sales- 
men are best served in 
the long run by the adop- 
tion of a method of 
handling salesmen which 
results in causing each 
salesman to think for 
himself. In the first 
place, I think such su- 
pervision as my friend 
suggested results in be- 
littling any sales force, 
as it is not human nature 
to think for yourself if 
your house tries to do all 
your thinking for you. In 
the the 
most qualities 


last analysis, 
requisite 
in any salesman are in- 
genuity and _ initiative 
and one cannot develop 
ingenuity without 
After all, only 
the man or the ground 
can follow the details of 


any given job and can 


thought. 


judge best how to make 
the 
the 


moves in 
the 


necessary 


game to land 


order, and if he is to be skilled at the game he must 
develop ingenuity and he can only develop this ingenuity 


I remember once 


one of our good salesmen saying to me that he would 
rather lose an order or two than have it landed for him 
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by someone from the home office, because he claimed 
that the experience which he gained from losing the order 
would be valuable in helping him to secure future orders 
when assistance from the home office was impossible. 

We want each one of our salesmen to think about the 
various problems with which he is confronted from day 
to day in much the same way as we at the home office 
think about the general problems of our business. We 
are convinced that when each of the men who represent 
us is able to think for himself to the best advantage, we 
will then have an ideal sales force. I do not care how 
efficient or how exacting or how thoughtful the men at 
the home office are, they cannot think and scheme as in- 
telligently as the man right on the ground if that man 
has been taught to think for himself. We are long dis- 
tant from the actual scene as far as any given sale is 
concerned, and if we can feel that in each case we are 
represented by a man who has been schooled carefully 
in the art of thinking for himself, we are going to be in 
a more advantageous position than the concern whose 
representative is chiefly guided from the home office. 

We tell our salesmen what to do, but it is up to them 
to think and scheme as how to do it. 

Of course, we exercise control over our men. For in- 
stance, we do not let them run riot on prices, but in 
general we do want them to so train themselves by the 
loose rein given them, that they will be able to build 
up their confidence and their ingenuity to the point where 
they will always be in a position to know on “which side 
of the fence the cat is going to jump” without depending 
upon the house for help. 

Another point involved here is the practice of some 
department managers of going out and landing a “juicy” 
order for the salesman. We do not approve of this 


method of co-operation. There is nothing which keeps 





a salesman more keyed up in his work than the securing 
of good, substantial orders through his own efforts only. 
While it is desirable for the sales manager or the de- 
partment manager to meet a salesman’s customers when 
possible, it does not prove to be sound judgment to jump 
out when a large contract is available and secure it. A 
salesman properly schooled can secure it himself without 
such assistance, and the feeling of satisfaction developed 
on his part will result in a great dea] more business for 
the house in the future. 

The subject of compensation is, in my estimation, the 
most important phase of sales work, for if a proper 
scheme of reimbursing a salesman for his efforts is 
arranged the other problems of the sales manager become 
minor. 

A system, of course applicable to the particular kind 
of business involved, must be found which gives to the 
salesmen a more direct incentive than the old fashioned 
salary and expense account. To accomplish this, a sys- 
tem must be found that enables a salesman to visualize 
a profit to himself in connection with every sale made. 
“Hope of reward” is one of the fundamental traits of 
human nature, and all salesmen are very human. Given 
this direct incentive, a salesman will earn more for him- 
self, at a no greater sales cost to the house, as his greater 
earnings will be a result of larger sales. At least this 
has been our experience. 

We compensate our men on the basis of a share of the 
gross profits in their territories whether taken personally 
or .sent in direct, provided, of course, there is some indi- 
cation that they have worked on the transaction. To say 
that “we compensate our men on the basis of a share of 
the gross profits in their territories” is not a nice way 
There is a vast dis- 
(Turn to Page 145) 


of saying we pay them commission. 
tinction between the two and it 
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Fishing 
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© 1925, R. Fullerton Place. 


Dear Folks: 


before his faith grew cold. 


whales are known to be. 
to them, they’re satisfied to wait. 
they keep on fishing there, their bait a foolish wish. 


in Ambition, too. 
Earth, not floating in the Skies. 


caught a whale of a success. 








When Simple Simon went a fishing in his mother’s pail, he threw his line and sinker in and thought he’d 
catch a whale. How long he kept on fishing there, we never have been told, but probably it wasn’t long 


He might have tried a bigger place, a river or a brook, and still he never would have caught a whale 
upon his hook. To catch a whale you have to goa fishing in the sea, in other words, you have to go where 
Some folks go fishing for success without the proper bait, and when it doesn’t come 
They know success was never seen in places where they fish, and yet 


Success is found in Honesty, in Work that’s hard to do. It’s found in Courage, Faith and Strength, and 
It’s never found in Laziness, in Moans or Groans or Sighs; it’s always close to Mother 


Don’t do as Simple Simon did, it’s just a waste of time, you'll enly find your hook is wet or covered with 
some slime. But throw your line in places where you know there’s happiness, and soon you'll find that you have 


Cordially yours, 
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Charm—the Good Will of 
the Individual 


It Is the Atmosphere of What You are 
By DR. FRANK CRANE 


Brothers was sold by their widows to bank- 

ers for from $146,000,000 to $152,000,000. 
This price included the payment of at least $50,- 
000,000 for good will and is the largest amount 
ever paid for that item 
in this country. Dillon, 
Read & Co., the suc- 
cessful bidders, com- 
peted with J. P. Mor- 
gan & Co., who wanted 
to get the Dodge busi- 
ness to combine it with 
the General Motors Co. 
which already controls 
the Chevrolet, the 
Buick, the Oakland 
and the Cadillac. It 
was one of the keenest 
and most gentlemanly 
battles in modern bank- 
ing history. The bank- 
ers who bought the 
business evidently ex- 
pect to make their 
money out of it by sell- 
ing the securities which 
will be open to the 
public. 

It all illustrates the 
fact that the best part 
of a business is the in- 
tangible. Not so very 
long ago the two 
Dodge brothers along 
with Henry Ford were young mechanics. The 
Dodge boys made parts for Ford. They soon 
became his partners and sold their stock hold- 
ings to Mr. Ford in order to get enough capital 
for their own plant. They succeeded amazingly. 
All their money was turned back into the busi- 
ness and the stock has been closely held and 
never been on sale. They were great believers 
in constant and generous advertising. It all 


| * ce aie the business of the Dodge 
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illustrates what good will means to a business. 
And what good will means to a business is what 
charm means to a personality. 

There are many rules for success. We are 
told that we must be this and that and we must 
cultivate certain quali- 
ties in order to succeed. 
But after all, the best- 
liked person is the per- 
son who has that in- 
tangible thing called 
charm. Charm is like 
culture. But whereas 
culture can be attained 
by direct effort, charm 
can only be attained in- 
directly. It is the flavor 
of a man. It comes 
from cultivating and 
practising kindness, 
sincerity, integrity and 
nobility. 

Charm is the atmos- 
phere of what you are. 
It is the radiation one 
gives out as he goes 
through the world. It 
cannot be put on. It is 
a thing inherent in us. 
Yet it has most, per- 
haps, to do with our 
success, certainly with 
the opinion that others 
have of us. 

Everybody likes a 
person who is charming and nobody likes a per- 
son who has no charm. 

Charm can be attained by cultivating the 
right kind of thoughts and living the right kind 
of life. 

It is the unconscious radiation that comes 
from all of us. We have more or less of it, in 
direct proportion to the manner in which we 
live our lives, 
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Program of Seventeenth Annual Convention 


ELECTRICAL SUPPLY JOBBERS ASSOCIATION 


The Homestead, Hot Springs, Va. 
June 1 to 5, 1925 






























Monday, June 1 9:30 A. M. 
Executive Commirree MEETiINcs Address by Albert Wahle, president of The Albert 
2:30 P. M. and 8:30 P. M. Wahle Co., New York 


Subject: “The Distribution of Lighting Fixtures’”’ 


Address by W. J. Canada, field secretary, National 
Fire Protection Association 


Tuesday, June 2 
MERCHANDISE COMMITTEE MEETINGS 


2:00 P. M. 
4A Wire Conductors (W. I. Bickford, Ch.) Subject: “Codes and Ordinances 
tC Incandescent Lamps (G,. E. Cullinan, Ch.) Address by Joseph A. Fowler, president of the 
tE Fan Motors (L. L. Hirsch, Ch.) Fowler Electric Co., Memphis, Tenn., and 


president of the Association of Electragists. 


tF Household Motor Driven Devices (F. D. Van : 
International 


Winkle, Ch.) 
1G Wiring Devices (J. L. Owen, Ch.) Subject: “Contractor-Dealer Probleins’’ 
tK Lighting Fixtures and Reflectors (G. W. 

Johnston, Ch.) 


3:30 P. M. Thursday, June 4 
4B Conduit Fittings (J. C. Schmidtbauer, Ch.) 
4D Heating Devices (H. F. Thomas,-Ch.) 


GENERAL MEETING—OPEN 


tI Dry Batteries and Flashlights (GE. Culli- heediek oan 
nan, Ch.) fe . Address by Alvin E. Dedd, manager Domestic Dis- 
tN Radio (C. Wheeler, Ch.) Sa tribution Department of the Chamber of Com- 
5:00 P. M. merce of the United States 
SH Bare and Insulated Wire (F. H. Stewart, Ch.) Subject: “The Present Confusion of Distribution 


4J° Pole Line Hardware (W. S. Bissell, Ch.) and pee. ays. tout ’ F ‘ 
Exscowrs Commeted Stein Address by W. R. Herstein, vice-president of the 


8:30 P. M. Wesco Supply Co., Memphis 
Subject: “Comparison of Electrical Supply Deal- 
ers’ Business with Other Lines” 








Wednesday, June 3 ated : : 
Cece 0s ibiciiiiinis iia Address by Earl Whitehorne, commercial editor of 
YENERAL MEETIN \XECUTIVE SSIONS - 3 : 

3 z the “Electrical World’ 


9. > FQ. 
2:00. P. M. and{8:80; P. M. Subject: “The James H. McGraw Awards” 
ATLANTIC, AND CENTRAL Divisions 











4:30 P. M. Friday, June 5 
Thursday, June 4 GENERAL MEETING—OPEN 
GENERAL MEETING—OPEN ' 9:30 A. M. 
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An Association With a Code 


A Brief Account of the Formation, Or- 
ganization and Accomplishments of the 
Electrical Supply Jobbers Association 


HIS year is the seventeenth in the history of the Electrical Supply Jobbers 

Association, under the present name and organization. It was reorganized, 

December 9, 1908 at Niagara Falls, Ontario, Canada. ‘There were 37 charter 
members. Of that number there are now engaged in the jobbing business the fol- 
lowing: Frank H. Stewart, W. E. Robertson, W. L. Adams, C. P. Hill, E. B. 
Latham, E. C. Graham, Chas. W. Leveridge, H. R. Worthington, C. B. Price, 
C. P. Seott, V. C. Bruce Wetmore, George L. Patterson, H. C. Lucas, Frank R. 
Elliott, and G. W. Provost. Membership of the Association now numbers 135 main 
houses. ' 

‘Two meetings are held each year—one about the first of June, called the annual 
meeting and the other in the fall, which is called the semi-annual meeting. 

Aside from these two meetings, the Association carries on much of its work 
through a large, though not unwieldy, committee organization, which is presented 
on the succeeding pages. 

There are three divisions of the Association, Atlantic, Pacific and Central, each 
with a chairman. Affairs of the Association are guided by an executive committee, 
and the active management is assumed by the officers—F ranklin Overbagh, general 
secretary, E. Donald Tolles, secretary of the Atlantic Division, and special repre- 
sentative, Albert H. Elliot, secretary of the Pacific Division and Dana T. Ackerly, 
counsel. 

It would be difficult to enumerate all the advantages of the Electrical Supply 
Jobbers Association to its members, and to the electrical jobbing industry. It 
would be equally difficult to point to any single accomplishment as the outstanding 
one of its active career. Specifically, it has been instrumental in making material 
savings to the electrical industry in simplifying the methods of packing and box- 
ing electrical goods. It has saved its members the equivalent of large sums of 
money by devising systems for handling orders with greater dispatch and econ- 
omy. It has developed a uniform accounting system which has likewise resulted in 
substantial savings. Group insurance for members has been secured on motor cars. 

Aside from these specific examples, and many others that might be mentioned, the 
greatest general benefit of this Association to its membership is undoubtedly the 
all-around business education which it affords those who avail themselves of the 
opportunity. The meetings that are held twice a year bring jobbers together from 
practically every state in the Union. ‘They discuss the broad problems of the 
industry. Men who are competitors at home, meet, not as friendly enemies, but 
as real friends. 

The Electrical Supply Jobbers Association has added dignity to the electrical 
jobbing industry and provided a foundation of stability. ‘There is no doubt that 
through the efforts of the Association the industry has achieved a higher stand- 
ard, and were the Association to have no monument erected to its name, other than 
the “Code of Ethics” adopted at Cleveland in 1922, and given in full on a succeed- 
ing page, its existence would be warranted. 
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Electrical Supply Jobbers Association 


Officers and Complete Committee Organization, 1925 








EXECUTIVE COMMITTEE 














W. I. Bickford E. C. Graham J. L. Owen V. C. B. Wetmore Clarence Wheeler F. H. Stewart 
Atlantic Div. Atlantic Div. Atlantic Div. Atlantic Div. Atlantic Div. Atlantic Div. 





F. S. Price J. C. Schmidtbauer G. W. Johnston W. W. Low H. F. Thomas F. D. Van Winkle 
gy Central Div. Central Div. Central Div. Central Div. Central Div. 
x cio 





ff 








L. L. Hirsch W. S. Bissell T. E. Bibbins R. J. Holtermann F. M. Bernardin G. E. Cullinan 
Central Div. Central Div. Pacific Div. Pacific Div. At Large At Large 
Ex Officio Ex Officio 
OFFICERS 

















f 


Franklin Overbagh E. Donald Tolles Albert H. Elliot Dana T. Ackerly 


General Sec’y & Treas. Sec’y Atlantic Div. Sec’y Pacific Div. Counsel 
411 S. Clinton St. Special Representative 502 Flatiron Bldg. 32 Liberty St. 
Chicago, Ill. 165 Broadway San Francisco, Cal. New York, N. Y. 


New York, N. Y. 
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F. S. Price, 








DIVISION CHAIRMEN 








Atlantic Div. 


160 Pearl St. 


Boston, 


Mass. 





W. S. Bissell, Central Division 
812 La Fayette St. Toledo, O. 








R. J. Holtermann, 
Pacific Div. 
260 Fifth St. 


San Francisco, Cal. 








H. F. Thomas 


H. F. Thomas, Chairman, Northwestern 
Elec. Equip. Co., St. Paul, Minn.; F. M. 
Bernardin, The B-R Elec. Co., Kansas 
City, Mo.; W. I. Bickford, Iron City 
Elec. Co., Pittsburgh, Pa.; E. C. Graham, 
National Elec’l. Sup. Co., Washington, 
D. C.; Franklin Overbagh, General Sec- 
retary, Chicago, Ill. 





NO. 2—FINANCE 


COM. 





Control and direction o 


f dis- 


position of funds of the 


Association. 











NO. 3—AUDITING COM. 








Auditing of the 


Books of the 


Electrical Supply Jobbers 


Association. 


G. W. Johnston, Chairman, Mid-West 
Elec. Co., Omaha, Nebr.; J. C. Schmidt- 
bauer, Julius Andrae & Sons Co., Mil- 
waukee, Wis. 





G. W. Johnston 








NO. 4—MERCHANDISE COM. (4A to 4N) 


The Merchandise Committee is divided into 12 sections as charted 
The work of these sections has to do with increasing the 
efficiency and simplifying the mechanics of distribution. 


below. 














4A—WIRE 





CONDUCTORS 











W. I. Bickford 


W. I. Bickford, Chairman, Iron City 
Elec. Co., Pittsburgh, Pa.; W. L. Adams, 
Union Elec. Sup. Co., Providence, R. I.; 
W. H. Coleman, Southern Elec. Co., 
Baltimore, Md; W. J. Drury, Western 
Elec. Co., New York, N. Y.; W. J. 
Kranzer, Crannell-Nugent & Kranzer, 
Inc., New York, N. Y.; L. A. Wooley, 
L. A. Wooley, Inc., Buffalo, N. Y.; R. M. 
Laird, R. M. Laird Elec. Co., Minne- 
apolis, Minn.; W. H. Rush, Luetkemeyer 
Co., Cleveland, O.; H. O. Smith, Hard- 
ware & Supply Co., Akron, O. 











4B—CONDUIT FITTINGS 





J. C. Schmidtbauer, Chairman, Julius 
Andrae & Sons Co., Milwaukee, Wis.; 
C. H. Carey, John Y. Parke Co., Phila- 
delphia, Pa.; J. GC. Davidson, Hendrie & 
Bolthoff Mfg. & Sup. Co., Denver, Colo.; 
W. J. Drury, Western Elec. Co., New 
York, N. Y.; V. G. Eastman, Erner & 
Hopkins Co., Columbus, O.; C. B. Hall, 
Illinois Elec. Co., Los Angeles, Calif.; 
J. G. Johannesen, Sibley-Pitman Elec. 
Corp., New York, N. Y.; A. C. Kinzel, 
Republic Elec. Co., Cleveland, O.; J. R. 
McNaughton, McNaughton-McKay Elec. 
Co., Detroit, Mich.; Paul Tefel, Tafel 
Elec. Co., Louisville, Ky. 








Continued on Next Page 








Y 


J. C. Schmidtbauer 





































THE JOBBER'SfA}SALESMAN 














Merchandise Committee (Continued ) 




















4C—INCANDESCENT LAMPS 








G. E. Cullinan, Chairman, Western 
Elec. Co., New York, N. Y.; A. J. Cole, 
The McGraw Co., Omaha, Nebr.; E. C. 
Graham, National Elec’l Supply Co., 
Washington, D. C.; D. E. Harris, Pacific 
States Elec. Co., San Francisco, Calif.; 
H. M. Gansman, H. C. Roberts Elec. Co., 
Philadelphia, Pa.; H. C. Downing, Down- 
ing Elec’] Co., Des Moines, Ia.; J. C. 
Schmidtbauer, Julius Andrae & Sons Co., 
Milwaukee, Wis.; F. S. Price, Pettingell- 
Andrews Co., Boston, Mass. 


G. E. Cullinan 








4D—HEATING DEVICES | 


H. I. ‘Thomas, Chairman, Northwestern 
Elec. Equip. Co., St. Paul, Minn.; Geo. 
Baily, formerly Varney Elec’| Supply Co., 
Indianapolis; J. H. Burns, McCarthy 
Bros. & Ford, Buffalo, N. Y.; W. S. Bis- 
sell, F. Bissell Co., Toledo, O.; I. L. 
Faucett, James Supply Co., Chattanooga, 
Tenn.; J. J. Cooper, Mountain Elec. Co., 
Denver, Colo.; E. A. Hawkins, Western 
Elec. Co., New York, N. Y.; C. C. Hillis, 
Electric Appliance Co., San Francisco, 
Calif.; O. F. Rost, Newark Elec. Supply 
Co., Newark, N. J.; J. R. Spurr, So. New 
England Elec. Co., Hartford, Conn.; A. F. 
Thacher, Alpha Elec. Co., Inc., New 
York, N. Y.; V. C. B. Wetmore, Wet- 
more-Savage Co., Boston, Mass. 








H. F. Thomas 

















4E—FAN MOTORS 





I.. L.. Hirsch, Chairman, Electrical 
Supply Co., New Orleans, La.; H. F. 
Hobson, S. W. General Elec. Co., Dallas, 
‘Yex.; W. S. Blue, Cclumbian Elec’! Co., 
Kansas City, Mo.; J. J. Cooper, Moun- 
tain Elec. Co., Denver, Colo.; E. M. 
Keatley, Virginian Elec. Co., Charleston, 
W. Va.; W. A. Kennedy, Sibley-Pitman 
Elec. Corp., New York, N. Y.; A. EK. 
Loeb, Avery & Loeb Elec. Co., Colum- 
bus, O.; W. M. Perry, Perry-Mann Elec. 
Co., Columbia, S. C.; Percival Stern, In- 
terstate Elec. Co., New Orleans, La.; 
H. R. Worthington, Florida Elec. Sup. 
Co., Jacksonville, Fla. 


L. L. Hirsch 








4F—HOUSEHOLD MOTOR 
DRIVEN DEVICES 











F. D. Van Winkle, Chairman, Post- 
Glover Elec. Co., Cincinnati, O.; E. A. 
Hawkins, Western Elec. Co., New York, 
N. Y.; W. J. Jockers, St. Paul Elec. Co., 
St. Paul, Minn.; C. J. Litscher, C. J. 
Litscher Elec. Co., Grand Rapids, Mich.; 
I’. H. Stewart, F. H. Stewart Elec. Co., 
Philadelphia, Pa.; F. L. Furgeson, Hes- 
sel & Hoppen Co., New Haven, Conn.; 
J. A. Duncan, Illinois Elec. Co., Chicago, 
Ill. 


F. D. Van Winkle 











4G—WIRING DEVICES, PORC. 
AND GLASS INSULATORS 











J. L. Owen, Chairman, E. B. Latham 
& Co., New York, N. Y.; J. L. Buchanan, 
Wesco Supply Co., St. Louis, Mo.; V. G. 
Eastman, Erner & Hopkins Co., Colum- 
bus, O.; KE. F. Hardy, Central States 
Elec. Co., Kansas City, Mo.; F. S. Hardy, 
F. S. Hardy & Co., Boston, Mass.; C. E. 
Listenwalter, Listenwalter & Gough, Los 
Angeles, Calif.; M. A. Oberlander, West- 
ern Elec. Co., New York, N. Y.; C. Me- 
Kew Parr, Parr Elec. Co., New York, N. 
Y.; R. V. Pettingell, R. V. Pettingell 
Elec. Sup. Co., Boston, Mass.; W. A. 
Re Qua, Re Qua Elec. Supply Co., New 
York, N. Y. 








4H—BARE AND INS. WIRE 











I’, H. Stewart, Chairman, F. H. Stew- 
art Elec. Co., Philadelphia, Pa.; A. J. 
Cole, The McGraw Co., Omaha, Nebr.; 
N. W. Graham, Graham-Reynolds Elec. 
Co., Los Angeles, Calif.; F. W. Greusel, 
G-Q Electric Co. Milwaukee, Wis.; 
F. S. Hardy, F. S. Hardy & Co., Boston, 
Mass.; A. C. Kinzel, Republic Elec. Co., 
Cleveland, O.; J. J. Leahy, J. J. Leahy 
Eleec’] Sup. Ine. New York, N. Y.; 
J. L. Ray, Western Elec. Co., New York, 
N. Y.; G. W. Shimp, Novelty Elec. Co., 
Philadelphia, Pa.; H. L. Walker, Henry 


[.. Walker Co., Detroit, Mich. F. H. Stewart 








Continued on Next Page 
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Merchandise Committee (Concluded ) 











4I—DRY BATTERIES 
AND FLASHLIGHTS 














G. E. Cullinan, Chairman, Western 
Elec. Co., New York, N. Y.; H. R. Car- 
roll, Carroll Elec. Co., Washington, D. C.; 
L. L. Hirsch, Electrical Supply Co., New 
Orleans, La.; G. K. Heyer, Western Elec. 
Co., New York, N. Y.; F. A. Kirkland, 
Dunham, Carrigan & Hayden, San Fran- 
cisco, Calif.; C. J. Litscher, C. J. Lit- 
scher Electric Co., Grand Rapids, Mich.; 
H. I. Sackett, H. I. Sackett Elec. Co., 
Buffalo, N. Y.; F. H. Stewart, F. H. 
Stewart Elec. Co., Philadelphia, Pa. 





G. E. Cullinan 





4J—POLE LINE HARDWARE 














W. S. Bissell, Chairman, F. Bissell Co., 
‘Toledo, O.; C. C. Campbell, Superior 
Supply Co., Bluefield, W. Va.; A. J. 
Cole, The McGraw Co., Omaha, Nebr.; 
H. C. Downing, Downing Elec. Co., Des 
Moines, Ia.; W. P. Hoagland, Western 
Elec. Co., Chicago, Ill.; H. R. Noack, 
Pacific States Elec. Co, San Francisco, 
Calif.; E. A. Rumsey, Rumsey Elec. Co., 
Philadelphia, Pa.; J. B. Terry, Terry- 
Durin Co., Cedar Rapids, Ia. 





W. S. Bissell 





| 


4K—LIGHTING FIXTURES 
AND REFLECTORS 


G. W. Johnston, Chairman, Mid-West 
Elec. Co., Omaha, Nebr.; W. G. Clarke, 
A. T. Knowlson Co., Detroit, Mich.; H. 
J. Gorke, deceased, Syracuse, N. Y.; 
W. M. Hogan, Duluth Elec. Supply Co., 
Duluth, Minn.; J. L. Kline, Western Lt. 
& Fix. Co, Los Angeles, Calif.; J. G 
Johannesen, Sibley-Pitman Elec. Corp., 
New York, N. Y.; P. E. Moock, Moock 
Elec. Sup. Co., Canton, O.; R. F. Power, 
Philadelphia Elec. Co., Philadelphia, Pa.; 
J. L. Ray, Western Elec. Co., New York, 
N. Y.; H. I. Sackett, H. I. Sackett Elec. 
Co., Buffalo, N. Y.; J. R. Spurr, South- 
ern New England Elec. Co., Hartford, 














G. W. Johnston 


! 
4N—RADIO 














C. Wheeler, Chairman, Wheeler-Green 
Elec’] Sup. Co., Rochester, N. Y.; O. 
Avery, Avery Loeb Elec. Co., Columbus, 
O.; H. L. Bargion, Montana Elec. Co., 
Butte, Mont.; W. R. Herstein, Wesco 
Supply Co., Memphis, Tenn.; E. C. Gra- 
ham, National Elec. Supply Co., Wash- 
ington, D. C.; G. B. Hill, Doubleday-Hill 
Elec. Co., Pittsburgh, Pa.; C. C. Hillis, 
Electric Appliance Co., San Francisco, 
Calif.; J. P. Martin, Wm. Hall Elec. Co, 
Dayton, O.; L. T. Milnor, Milnor Elec. 
Co., Cincinnati, O.; G. L. Patterson, Stan- 
ley & Patterson, Inc., New York, N. Y.; 
J. J. Perry, Carter Elec. Co., Atlanta, 
Ga.; L. F. Philo, Tel-Electric Co., Hous- 
ton, ‘T'ex.; F. S. Price, Pettingell-Andrews 


C. Wheeler 




















Conn. Co., Boston, Mass.; H. L. Walker, H. L. 
Walker Co., Detroit, Mich.; H. S. Wilson, 
Alpha Elec. Co., New York, N. Y. 
NO. 5—NATIONAL MEETING PROGRAM COM. 
H. C. Downing, Chairman, Downing Arrangement of the programmes 


I’. Bissell Co., Toledo, O.; F. 
Pettingell-Andrews Co., Boston, Mass. 





H. C. Downing 


Elec’! Co., Des Moines, Ia.; W. S. Bissell, 
S. Price, 


for the two meetings of the 
Association that are 
held each year. 











NO. 8—CO-OPERATIVE RELATIONS COM. 








This Committee functions with 
respect to better co-operative 
relations with the other 


branches of the 
electrical in- 
dustry. 


W. E. Robertson, Chairman, Robert- 
son-Cataract Elec. Co., Buffalo, N. Y.; 
G. E. Cullinan, Western Elec. Co., New 


York, N. Y.; E. C. Graham, National 
Elec’l Sup. Co. Washington, D. C.; 
W. R. Herstein, Wesco Supply Co., 
Memphis, Tenn.; O. F. Rost, Newark 


Elec’l Sup. Co., Newark, N. J.; F. D. 
Van Winkle. Post-Glover Elec. Co., Cin- 
cinnati, O. 


W. E. Robertson 
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NO. 10—CHAMBER COMMERCE U.S. A. COM. 








Acts as a representative of the E. C. Graham, Chairman, National 
Electrical Supply Jobbers As- Elec’l Sup. Co., Washington, D. C. 
ciation in the Chamber 
of Commerce of the 


United States. 





E. C. Graham 








NO. 11—NATIONAL FIRE PROTECTION ASS’N COM. 











Tl. J. Creaghead, Chairman, Creaghead Represents the Association on the 
Engineering Co., Cincinnati, O.; W. A. electrical committee of the 
Kennedy, Sibley-Pitman Elec. Corp., New National Fire Protection 
York, N. Y. Association. 





T. J. Creaghead 








NO. 12—FREIGHT CLASSIFICATION COM. 











Studies data compiled by freight G. E. Cullinan, Chairman, Western 
bureaus, making available to Elec. Co., New York, N. Y.; F. S. Hardy, 
all members information on F. S. Hardy & Co., Boston, Mass.; C. B. 
changes affecting the Hawley, Inter-Mountain Elec. Co., Salt 
electrical industry. Lake City, Utah. 





G. E. Cullinan 








NO. 13—NEW PRODUCTS COM. 











T. J. Creaghead, Chairman, Creaghead ‘ 

Engineering Co., Cincinnati, O. Makes a detailed study of such 
new electrical products as are 
of the nature of radical 

changes or departures 
from established 
types or 
standards. 





T. J. Creaghead 











NO. 14—COM. ON COMMITTEES 















I’. M. Bernardin, Chairman, B-R Elec. 

: : Co., Kansas City, Mo.; W. I. Bickford, 

Nominates the candidates for all Iron City Elec. Co., Pittsburgh, Pa.; 

committee appointments. Clarence Wheeler, Wheeler-Green Elec’l 
Co., Rochester, N. Y. 





F. M. Bernardin 

















NO. 16—INSURANCE COM. 








J. L. Owen, Chairman, E. B. Latham 


& Co. New York, N. Y.; F. S. Hardy, Has to do with liability, accident 
F. S. Hardy & Co., Boston, Mass.; C. P. and fire insurance in con- 
LaShelle, W. R. Ostrander & Co., New nection with motor 

York, N. Y. cars. 





J. L. Owen 
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W. I. Bickford, Chairman, Iron City 
Elec. Co., Pittsburgh, Pa.; F. M. Ber- 
nardin, B-R Electric Co., Kansas City, 
Mo.; H. M. Gansman, H. C. Roberts 
Elec. Sup. Co., Philadelphia, Pa.; G. L. 
Patterson, Stanley & Patterson, Inc., 
New York, N. Y.; F. D. Van Winkle, 
Post-Glover Elec. Co., Cincinnati, O. 





W. I. Bickford 











NO. 17—CATALOG COM. 











Makes investigations with a view 
to the reduction of cost in 
printing electrical job- 
bers’ catalogues. 











NO. 19—COM. ON DEALER CO-OPERATION 








The purpose of this committee is 
to study the economics of 
electrical distribution. 


W. R. Herstein, Chairman, Wesco Sup- 
ply Co., Memphis, Tenn.; W. G. Nagel, 
W. G. Nagel Elec. Co., Toledo, O.; L. F. 
Philo, Tel-Electric Co., Houston, Tex.; 
O. F. Rost, Newark Elec’! Supply Co., 
Newark, N. J.; J. R. Spurr, Southern 
New England Elec. Co., Hartford, Conn. ; 
J. B. Terry, Terry-Durin Co., Cedar 
Rapids, Ia. 





W. R. Herstein 





E. C. Graham, Chairman, National 
Elec’! Sup. Co., Washington, D. C.; W. I. 
Bickford, Iron City Elec. Co., Pittsburgh, 
Pa.; J. L. Buchanan, Wesco Supply Co., 
St. Louis, Mo.; G. W. Johnston, Mid- 
West Elec. Co., Omaha, Nebr.; W. G. 
Nagel, W. G. Nagel Elec. Co., Toledo, O.; 
J. L. Owen, E. B. Latham & Co., New 
York, N. Y.; F. S. Price, Pettingell- 
Andrews Co., Boston, Mass.; J. L. Ray, 
Western Elec. Co., New York, N. Y.; 
F. D. Van Winkle, Post-Glover Elec. 
Co., Cincinnati, O. 





E. C. Graham 








NO. 20—SIMPLIFICATION COM. 








The function of this committee 
is to study the problem of 
elimination as far as pos- 

sible of the duplication 
of electrical products 
and devices. 








NO. 21I—NEW MEMBERS COM. 











This committee has in charge in- 
vestigation of member- 
ship prospects. 


C. Wheeler, Chairman, Wheeler-Green 
Elec’] Co., Rochester, N. Y.; J. C. 
Schmidtbauer, Julius Andrae & Sons Co., 
Milwaukee, Wis.; C. R. Harrison, Rob- 
bins Elec. Co., Pittsburgh, Pa.; W. G. 
Nagel, W. G. Nagel Elec. Co., ‘Toledo, O. 


C. Wheeler 











NO. 26—OPERATING EXPENSE COM. 








H. F. Thomas, Chairman, Northwestern 
Elec. Equip. Co., St. Paul, Minn.; F. M. 
Bernardin, B-R Elec. Co., Kansas City, 
Mo.; W. I. Bickford, Iron City Elec. Co., 
Pittsburgh, Pa.; W. S. Bissell, F. Bissell 
Co., Toledo, O.; E. C. Graham, National 
Elec. Supply Co., Washington, D. C.; 
F. S. Price, Pettingell-Andrews Co., Bos- 
ton, Mass. 





Makes detailed studies of the ex- 
penses of the Association 
organization and rec- 
ommends changes 
where de- 


sirable. 
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Code of Ethics 


As Approved by the Electrical Supply Jobbers Association at Its 
Meeting in Cleveland, Nov. 20-24, 1922 


ELIEVING that the complications arising in modern business 
competition from differences of talent, character or custom 
can be to a considerable extent overcome if those who are en- 

gaged in the same line of business will publicly acknowledge and 
then endeavor to live up to a system of basic principles of right ac- 
tion, the Electrical Supply Jobbers Association, in national conven- 
tion assembled, has adopted this “Code of Ethics” as a guide to those 
who are now or may hereafter become engaged in the business of job- 





bers and distributors of electrical materials. 


Secrion 1. It is the function of a 
jobber to provide the most efficient yet 
most economical means for offsetting 
the natural obstacles which oppose di- 
rect communication between the pro- 
ducer and the consumer of electrical 
materials. 


SECTION 2. Realizing that the func- 
tion of a jobber is entirely that of serv- 
ice in one form or other, we recognize 
also that the measure of our success will 
he determined by the degree to which 
the service rendered by us affects favor- 
ably the safety, convenience and con- 
tentment of those to whom, in the final 
analysis, it is addressed, namely—the 
publie. 


SEcTION 8. Second in importance 
only to our duty to the public we ac- 
knowledge our duty to the electrical in- 
dustry, of which we must hold ourselves 
worthy representatives. 


SECTION 4. In accepting recognition 
as an important and inseparable branch 
of a great industry, we acknowledge the 
resulting responsibility that we must by 
careful study attain a sympathetic un- 
derstanding of: (a) the functions per- 
formed by all other branches of the elec- 


trical industry, and (b) the problems 
with which such other branches find 
themselves confronted—to the end that 
we may intelligently and effectively 
support any effort which has for its ob- 
ject to increase the ability of the entire 
industry to serve the public more effi- 
ciently and economically. 


SecTION 5. Bearing in mind that 
only through use of the highest quality 
of electrical materials can the public be 
properly safeguarded, and consistent 
with our desire to be representative of 
the highest type of business enterprise, 
we shall purchase and sell only mate- 
rials which we believe are representa- 
tive of the safest and most widely ap- 
proved practices in the industry. 


SEcTION 6. Knowing that perma- 
nent success in any line of human effort 
comes only to those who develop their 
talents, character and business in ac- 
cordance with the laws of honor and 
fairness, we shall endeavor to be guided 
by those standards, always recognizing 
that a simple but infallible guide to 
right action is found in the practice of 
measuring all our own words and ac- 
tions by what we would wish others to 
say or do if positions were reversed, 
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Hints for Your 


A Cash and Carry Plan 


URING the first warm days of summer the house- 

wife is always glad of an excuse to come down 
town to shop, and that is one of the reasons that a 
dealer in Fort Wayne, Indiana, sold 1,100 cookers in 
100 days by advertising a cash-and-carry plan. In this 
way you can suggest that your dealers get rid of a stock 
of cookers. There was no house-to-house canvassing, or 
any time payment. But he offered an incentive for the 
buyers to be on hand at the opening of the sale, for the 
first cooker to be sold would go at $3.75 and the next 
24 at an increase of 15 cents each, and so on until the 
sale price of $4.95 was reached. You can imagine that 
there was a line waiting for the store to cpen! 


None of these cookers was wrapped. That was a 
part of the publicity. All these women left: the store 
with a bright metal cooker under their arms. Others 
that had not thought of coming to the sale, stopped their 
friends, found out about the sale and came to it. An 
electrical dealer in a department sale was attracted by 
one he saw brought into his store, and he immediately 
went over and placed a large order with the electrical 
dealer. 


Now Comes the Bride 


INCE one-sixth of all the weddings in the country 

take place in June, this is the month to take sug- 
gestions of bride’s windows to your dealers. It may 
not be possible for them to have a life-sized figure of 
a bride for their window displays, but if they want 
one, they might follow the example at a Wisconsin 
merchant who found that a local department store was 
glad to lend him a figure dressed in all the bridal finery 
for a simple card of acknowledgement in the electrical 
window. The Eastern Texas Electric Co. arranged an 
effective window with a large red heart as a substitute 
for the bride, and a great bunch of roses and red stream- 
ers in the front. This served as a background for a 
tastily arranged display of a floor lamp, two percolator 
sets, two toasters and a waffle iron. The percolator 
set was placed in the center on a box covered with 
black velvet, which set off the silver effectively. 


A California dealer has a number of signs which he 
uses in his June bride window—and the bride by the 
way is no more nor less than a kewpie doll standing 
in front of a cut-out paper house. His signs read, 
“For her future happiness’; “For the modern home”; 
“Gifts that endure.” 


Customers 


For the Month of June 


Cunningham’s Electric Shop in Detroit always accom- 
panies its window displays with corresponding advertise- 
ments. When it dresses up its window for the June 
bride, it has an advertisement something like this. 

“Give the bride something electrical and you will give 
her a gift of beauty as well as of practicability. 

“May we offer as suggestions—a percolator, iron, 
toaster, grill, table stove, flashlight, waffle iron, curling 
iron. 

“You will find all of these at Cunningham’s Electric 
Shop.” 

Realizing that brides-to-be, or newly weds, were 
excellent prospects for future sales, a dealer in New 
Jersey made a special price on electric appliances to 
these brides. He asked each to present at his store her 
wedding certificate, which was not to be more than two 
months old. In order to get the names of prospective 
brides for his mailing list, he made arrangements with 
some of the girls in offices and factories to furnish 
him with such lists with the understanding that they 
could get a special price at his store on certain electrical 
articles, 


A Penny Sells the Washer 
OUR dealers will be glad of this novel idea for a 
direct-by-mail campaign. It was used with unusual 
success by the Monterey Electric Shop of Monterey, 
Calif. A penny was enclosed in the following letter to 
each prospect: 
“Dear Mr. Smith: 

You probably grateful for this penny 
because we know you can’t do much with it. It won’t 
buy much food, neither will it go very far on your 
laundry bill. It won’t even buy a newspaper these days, 
but— 

It will pay for enough electricity to do almost a 
week’s washing. Maybe it never occurred to you that 
a penny could relieve friend wife of that dreaded, back- 
breaking job of washing or that it would really save so 
much on your household expenses.” 

The letter continued to tell of the easy-payment 
arrangement that could be made, and invited the man 
and his wife to stop at the store and see the washer. 


won't feel 


Another dealer used the idea of the penny enclosure 
to sell electric fans. He figured out the cost of the 
operation of different sized fans in the terms of one 
cent. He told the prospect that a 9-in fan would 
eperate for three hours for one cent; a 12-in. fan two 
hours for one cent; a 16-in. fan (Turn to Page 148) 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Jobbers, on Market and Price Conditions for 22 Key Products 














EASTERN STATES* 


CENTRAL STATES* 


WESTERN STATES* 












































































































































































































































MARKET PRICES MARKET PRICES MARKET PRICES 
Apr. 15 to General Apr. 15 to General Apr. 15 to General 
COMMODITY May 15 Trend May 15 Trend May 15 Trend 
& | bm o | & 

aja lalelaifaialelale|ealalaield|. 
Transformers, insulators, distribution equipment 4/13 8 0 | 95 0 md 6 5 0;18] 0 2 6 5 0; 13 0 
Poles and pole-line hardware ............... --/ 5110/18] OO} 21] GH 2] 8] 4] O}] 18] 1 2/ 8| 4] 0/13] 1 
Switchboards and accessories .............0.05- 1/14/15] O}so| off 1] 5] 8] of 14] off 1] 5] 8] of 14] o 
Motors and control apparatus ................. 2/19|}12| 9} @2] 11 1 6; 8] OO} 12] 8 ey BO}. Oya Sad 
ESPN NOD, 6. o6:5 0056s or ceanwensSs veseaun 18 | 17 8 4 83 5 8 9 1 0; 18 0 8 9 1 0 | 16 2 
WU MRMMOIIOON, 65.55 dsc o,0 cbs o0re acces Eee 12 | 33 + 0 | 29 | 10 9 7 1 0} 15 9 7 1 0; 15 ted 
ee ee ee eee 15 18 4 md $4 /| 38 Pee 9; 1 i? od oi} 8] 9] 1 Bad Svcd ad 
POR 555 5.008%ss coed se Meee hs ahs 10 | 28 4 Todd 36 1 6} 11 1 0 | 16 1 6} 11 1 0; 17 Tm 
i, Gy eben Oh ic i. ov tc a ihc cote 10; 23} 5] O}; 8] 30 6142) 111151288 Ba th 23 eA ‘endl 
Wome WMO. 2555.054 ace iegicwis Saw ene ates 4/8 16 0} 11] 27 2) 14 2 1 ie 14 2/14 2 1 Gad ae 
RIB soo a-0's Skee nae we tk Bale S eeee = 10 | 26 8 0 | 36 8 8 | 12 Bs} 0; 19 1 3 | 12 8 0; 17 1 
Inceeiriel SOROS «55s. RR oe Sen oak 4} 22) 11 0 | 87 0 1 | 10 7 0} 18 0 1} 10 7 0} 18 0 
Commercial lighting units..................... 4};19/10] 0|] $81] 1 £1.16 [STO TeyT 6 2110) @Tf @1 16 T.0 
Residential lighting units...................... oi Sis ‘bid 25) @ S112 81 81 364 1 S138) 87 Ot) 
Street lighting equipment...................... S1 711 Oat 1 1 3.1200 8 ae 0} 8/10} 0; 18] 0 j 
sanaiases toe. i tmemaa tt 4/24/10] 0|84; 4]/ O| 7] 9] Of 14] 2] oO} 7] 9] 0] 14] 2 
Motor-driven appliances ............ 6 seeees 2] 16] 11 0 | 29 0 0} 4) 10 0 | 14 0 0 4/10 0 | 14 0 
POR 5 os cS ew eer ewete nee ae eee 5] 16] 15 0; 864 0 8 2} 12 0 | 16 1 $ 2); 12 0 | 16 1 
GIS i 5 56s esa bshGdcaee eae teen eee 0 5 | $2 01} 18 | 24 0 2| 14 0; 11 5 0 2| 14 0; 11 5 
Flashlights and batteries...................... 7 | 2 8} 0| 387 0 0;12] 6 0;18; 0 0; 12 6 0; 18 0 
Telephone equipment. ...................2005 0}; 3/15] 0/18] Oo oT SE 6i Crm @ rT 67 87 ‘St 11 - 0 
PEELE LE: 1 9 | 14 1' 2) 2 | 0 2\ 4 0' 6 0 0 2 4 0; 6 0 



































“Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; 


Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, 8. Dakota, Nebraska, Kansas, Okla- 


homa and Texas; Central States all between. 
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The Contortionist of the 





Rubber Covered Family 


Pull for all your life on “U. S.” Royal Portable Cord. Take a sample, if 
you have nothing better. Draw a knot in the middle as tight as you can 
get it. Put one end in a vise and pull for all you’re worth. Leave it knotted 
for a week, if -you like. Give it a few healthy licks with a hammer. 


When you get through giving it a hatful of stiff tests like these, then take 
a knife and cut through the rubber to the conductors. You will find them 
in the same state of unruffled perfection as in any other piece you care to 
inspect. 


“U. S.” Royal Portable Cord is the contortionist of the rubber covered 
family. Twisting it, kinking it, yanking it through tight places, rolling 
heavy loads over it, won’t hurt either its rubber jacket or the copper con- 
ductors. It is still just as ready for a full day’s work as ever. 


This flexibility, toughness and tensile strength are easy to demonstrate. 
Add to them “U. S.” Royal’s unusual aging quality, which is partly due to 
the way it throws off dirt, water, oils and acids, and you have plenty of 
weight to put behind straight-from-the-shoulder selling talk. 


A sample will give you an intimate knowledge of these selling points— 
send for it. 


United States Rubber Company 


1790 BROADWAY, NEW YORK CITY 


COMPLETE STOCKS CARRIED IN THE FOLLOWING CITIES: 


Atlanta Cincinnati Indianapolis Philadelphia Seattle 
Baltimore Cleveland Kansas City Pittsburgh Spokane 
Birmingham Columbus Minneapolis Portland, Ore. St. Louis 
Boston Denver New Orleans Rochester Syracuse 
Buffalo Detroit New York Salt Lake City Toledo 
Chicago Houston Omaha San Francisco 


Also makers of “‘U. S.” Paracore Wires and Cables 


OTT 
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Changes in Personnel 

Mr. J. A. Kahn, president and 
general manager of the Capital Elec- 
tric Co., Salt Lake City, Utah, was 
elected director of Columbia Trust 
Company of Salt Lake City, Utah. 

E. C. Armstrong has replaced P. 
E. Matteson as sales manager for the 
Inter-Mountain Electric Co., Salt 
Lake City, Utah. Mr. Armstrong 
was formerly sales manager of the 
Apex Appliance Co., Chicago. Mr. 


Matteson has returned to New York. 


The electric service department of 
the Syracuse Supply Co., Syracuse, 
N. Y., is now in the charge of B. J. 
Spencer. 

R. A. Barnard is 
sales manager of the Varney Elec- 
trical Supply Co., Indianapolis, Ind. 
B. E. Cotharin, lighting specialist of 
the Western Electric Co., Indian- 
apolis, Ind., is now a member of the 
lighting department of the Varney 
Electrical Supply Co. 

The Lappin Electric Co., Milwau- 
kee, Wis., has appointed Sanford 
Baum sales and advertising manager. 

J. Campbell was recently appointed 
purchasing agent for the Indianapolis 
Electrical Supply Co., Indianapolis, 
Ind. Mr. Campbell was formerly 
assistant to Mr. Fitchley, who is now 
in charge of the sales department. 

E. M. Harvey has been made secre- 
tary of the Woodill & Hulse Electric 
Co., Los Angeles, Calif., succeeding 
W. H. Tune. F. C. Doyle has been 


from sales 


now assistant 


promoted salesman _ to 
manager. 

H. Rodgers Jackel is now Brook- 
lyn branch manager for the Sibley 
Pitman ~ Electric Corp., replacing 
John F. Parks who has gone into 


business for himself. 
* * ¥* 


Moock Building Warehouse 

The Moock Electric Supply Co., 
Canton, Ohio, is completing a new 
steel and brick fireproof warehouse, 
which will occupy a floor space of 
10,000 square feet. It will be located 
at 5th street and Pennsylvania rail- 
road, and will be used for rough and 
heavy materials. 


Fla., on June 1. 




















Ferguson Still With Varney 

It was incorrectly reported in the 
May issue that O. L. Ferguson was 
no longer with the Varney Electrical 
Supply Co. of Indianapolis, Ind. As 
a matter of fact, he is still with the 
company, having been merely trans- 
ferred from Evansville to Indianap- 
olis, and is now credit manager and 
auditor for both the Indianapolis and 


I. vansville houses. 
* * * 


Florida to Open Miami Branch 

The Florida Electric Supply Co., 
Jacksonville, Fla., is now making 
preparations to open a branch ware- 
house at 120 N. E. 20th St., Miami, 
A complete stock 
will be carried in this branch, which 
will be in charge of F. L. Johnson. 

















_____—__,- _§Ae ___—«___________+}| 


This interesting organism is none other 
than Chas. E. Browne, president of the 
American Electrical Supply Co., Chicago. 
The photograph was taken just as he de- 
bouched from the American building onto 
the sidewalk. He was supposed to be leav- 
ing on important business in a great rush, 
but the day was so pleasant and so ideal 
in every way for the world’s greatest out- 
door sport that we felt we knew exactly 
where he was going. 








New Jobber in Grand Rapids 

The Ackerman. Electrical Supply 
Co., 825 Scribner street, Grand 
Rapids, Mich., has been organized 
with a capital stock of $100,000 to 
offer an efficient service in wholesal: 
electrical supplies covering western 
Michigan from Traverse City south 
and as far east as Owosso. It began 
operations March 2 in the former 
Richards Manufacturing Co’s. build- 
ing. 

The company, it was announced at 
the opening, will not handle radio 
equipment, but will specialize in 
electrical contractor’s supplies. The 
building which it recently acquired 
contains 26,500 sq. ft. of floor space 
All men in the stockroom are prac 
tical electricians of considerable ex 
perience who understand the needs 
and technicalities of the trade. 


Officers of the organization are: 
President, William Ackerman; vice 
president and general manager. 


Walter J. Ackerman; secretary and 
treasurer, J. C. Huyge; assistant 
manager, M. L. Reed. 

Walter Ackerman has served 18 
in the electrical contracting 
business. Mr. Huyge spent 
years with a large local electrical 
concern as auditor and credit man, and 
will continue in this capacity with the 
new company. Mr. Reed has had 10 
vears’ experience, part of the time as 


years 
nine 


buver. 

C. M. Rozema, formerly with « 
prominent Detroit concern, will travel 
in the northwestern part of the terri 
tory, and Edward A. Shaffnit, an ex 
perieneed electrical salesman, wil! 
have the southern part. 


oa 


Roberts Enlarges Store 


The H. C. Roberts Electric Suppl; 
Co., Syracuse, N. Y., is increasine 
its store department to three titres 
its present capacity. A new front ani 
entrance also is being built. Wher 
the entire work is finished satisfactor\ 
facilities will be at hand to give th 
contractors much better service tha’ 
they have had in the past. 








- wet 
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GuPerSERvIce/ 


JUNIOR 


It is the little things that count when a 
woman buys an electrical washer. She 
knows that all washers will work. She 
wants to see the features—the little extras 
that make one machine easier to use than 
another. 


That is one of the reasons back of the 
selection of Super Service Junior, by the 
Vulcan Manufacturing Company, for their 
Faultless Washer. 


Super Service Junior will not kink. Its 
outer wall of rubber is impervious to mois- 


—he.. 


--another selling feature Cagne Faultless 





.. 





ture and affords complete protection 
against shocks. Wiping with a damp cloth 
removes all dirt and restores its glistening 
black surface. Strong —long wearing — 
there is no other cord made as Super Serv- 
ice Junior is—vulcanized under tons of 
pressure. 


Here is a cord that is not just another cord 
but an added selling feature for the Fault- 
less Washer. If you manufacture or sell 
an electrical appliance, it would pay you to 
write for a sample of Super Service Junior 
today. 


ROME WIRE COMPANY 


Mills and Executive Offices: Rome, N. Y. Diamond Branch: Buffalo, N. Y. 
San _ Francisco New York Boston Chicago Detroit Cleveland Los Angeles 
J.G. Pomeroy, Inc. 50 Church St. Little Bldg. 14 E. Jackson Blvd. 25 Parsons St. 1200 W. 9th St. J.G. Pomeroy, Inc. 
51 Federal St. 336 Azusa St. 
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News of the Salesmen 

L. W. Forby, formerly with Terry- 
Durin Co., Cedar Rapids, Ia., and 
also a partner in the Ideal Electric 
Co., of Creston, Ia., has been em- 
ployed as a special electrical sales- 
man by the Brown-Camp Hardware 
Co., Des Moines, Ia. 

A recent addition to the electrical 
department of the Southern Equip- 
ment Co., San Antonio, Tex., is F. C. 
Schmidt. 

The Cabell-Irby  Co., 
Miss., has added a new salesman in 
the of J. A. Featherstone, 
formerly with the Piedmont Electric 
Co., of Ashville, N. C. 

The Syracuse Supply Co., Syra- 
om, Bots added H. A. 


Schwarz to its outside selling force. 


Jackson, 


person 


has 


Two new men have been taken on 
by the Wholesale Electric Co., 817 
St., San Wok 
Hopkins will represent the company 


Mission Francisco. 


as an industrial salesman in the San 


J. E. Crombach 
will sell radio and electric material in 
Oakland, Calif., territory. 

The Long Island territory of the 
Parr Electric Co., Brooklyn, N. Y., 
will be covered by J. W.. O’Brien 
who has recently become connected 
with the company. 

Charles Wicker has been employed 
as an outside man by the East» Coast 
Electrical Supply Co., N. Y. 

Two new countermen, H. C. Cosby 
and F. T. Fitzgerald, have been se- 
cured by Charles E. Hayes Co., 
Springfield, Mass. 

The Electric Appliance Co., Chi- 
cago, has employed W. H. Jennings 
to travel the northern Illinois terri- 
tory. 

George Hooker has joined the sales 
force as counter salesman of the 
Interstate Electric Co., Shreveport, 
La. He was previously superinten- 
dent of the Electric Light Lines at 
Monroe, La. 


Francisco territory. 





Five-Year-Old Business Going Strong 

















Wm. T. Walker and Samuel .Bord- 
man of the Franklin Electric Co., 
Philadelphia, although still young men 
have spent a combined total of 38 
They 


started in business a little over five 


vears in the electrical business. 


years ago at a time when material 
was scarce and many manufacturers 
working 24 hours a day could not 
supply the demand. In the face of 
a general prediction that the. business 
could not prosper, it has shown excep- 
tional growth and its yearly sales are 
now reported to exceed a million. 





From an organization of five, it 
now employes 35 people, including 10 
traveling salesmen and specialists in 
the appliance and radio departments. 
Its modern four-story, double build- 
ing, purchased on its fifth anniversary 
and located “Electrical Row” 
stands out as a beacon in that section. 
Special attention is directed to the 
display of merchandise so as to make 
it convenient for both the dealer and 


on 


his customer to make selections under 
the best conditions. 


Wakem & McLaughlin, Chicago, 
have hired a new salesman in the per- 
son of A. P. Krier. 

W. A. Butler. will travel eastern 
Illinois for the Kiefer Electrical 
Supply Co., Peoria, Il. 

Jim Hartman of the Commercial 
Electrical Supply Co.. Detroit Mich., 
has been promoted from counter to 
city salesman, 

M. Kimball, for the past several 
years with the Doubleday-Hill Co., 
Pittsburg, Pa., has joined the Blue 
Stone Electrical Co., of Pittsburgh, 
Pa., as purchasing agent. 

The Woodill & Hulse Electric Co., 
Los Angeles, Calif., has taken on 
four new salesmen. They are: Frank 
Kreitman, J. R. Cutler, Herbert 
Price and C. S. DeHart. 

A. R. Trussell, formerly salesman 
in the El Paso territory of the South- 
west General Electric Co., Dallas, 
Tex., has been transferred to the 
Tulsa office; replacing M. T. Mason, 
who has been transferred to the 
Dallas office. 

J. G. Parker was transferred from 
the city sales department, Dallas, 
Tex., to Fort Worth territory. R. R. 
Morgan has resigned from the com- 
pany. 

The Lappin Electric Co., Mil- 
waukee, Wis., has hired F. H. Ling- 
nor to represent them as an outside 
salesman. ad 

Everett D. Coble is now one of the 
city salesmen for the Kubec Electric 
Co., Chicago. Mr. Coble has had con- 
siderable jobbing experience and is 
well known to the Chicago boys. 

FE. L. Kunde now sells radio for the 
G-Q Electric Co., Milwaukee, Wis. 
His experience has been confined to 


Milwaukee. 
* * 


Nickerson Falls for the 
Matrimonial Stuff 

C. N. Nickerson, sales manager of 
the Milhender Elec. Co., Boston, to 
keep pace with his company, which 
has taken over the adjacent five-story 
building, increased his own menage 
by taking unto himself Miss Grace 
C. Sheehan as his bride at Winthrop 
recently. They visited New York. 
Philadelphia and Washington, and “C. 
N.” looks the happy man he fully de- 


serves to be. 
* &@ * 


Turtle & Hughes Move 
Turtle & Hughes, formerly located 
at 446 Canal street, New York, have 
moved to larger quarters at 6-8 
Varick street, New York. 
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Ask Every Dealer 


“Have You the New Hotpoint Catalog?” 


BELOW ARE SOME OF 
THE NEW 1925 ITEMS 

























The new Hotpoint catalog has just been mailed 
to all your dealers whose names we have on file. 


It is the finest catalog we have ever produced. It 
shows over 120 items, all being sold every day. 
Included in these are many new items recently 
added to the line — exceedingly popular, low 
priced, quick turnover appliances. 


This catalog will sell your dealers for you when 
they need merchandise between your calls. So 
make it a point to ask each Hotpoint dealer you 
call on if he has received his copy. If not, see 
that he gets one. 


EDISON ELECTRIC APPLIANCE CoO., Inc. 
5612 West Taylor Street : Chicago, Illinois 


BOSTON  - NEW YORK - CLEVELAND - ATLANTA - CHICAGO 
ST. LOUIS -* SALTLAKECITY .- ONTARIO, CALIF. 
Factories: Chicago, Illinois, and Ontario, California 
In Canada: Canadian General Electric Company, Ltd., Toronto 


















G-10—Triplex Grill 
$13.50 











THE COMPANY WITH A REAL JOBBER POLICY 
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Doings of the Crescent Clan 
Bill Mueble of the Crescent Elec- 
tric Supply Co., at Madison, Wis., 
when called on the other day and 
asked the time honored “how business 
was” responded by saying it might 
be a lot better, but that he had sold 
three cars of poles the week before, 
which made him more or less mad. 
Bill also gave out some information 
about the Iowa “Crescent” boys in 
that Tom Kelley, formerly sales man- 
ager at Dubuque, was now manager 
at Davenport and that Carl Lindberg 
one of the regular salesmen, was now 
sales manager at Dubuque. 

Both the boys are to be congratu- 
lated and it might be remarked that, 
as Napoleon, or some bird of like ilk, 
said, every soldier carried a marshal’s 
baton in his knapsack, so does every 
jobber’s salesman carry a sales man- 
ager’s job in his portfolio. 

* * * 


We Saw It First 


In the May issue the unpardonable 
error was made of putting the wrong 
name under a cut. Stewart Walters 
of the Illinois Electric Co. was pic- 
tured on page 70—and it was a classy 
L. W. Crannell’s name was 
put under it. At this writing neither 
of the gentlemen has entered a pro- 


picture. 


test, though same is expected daily, 
and probably there will be h.t.p. 








Varney Secures Red Cross 
r 

An interesting side-light on the 
recent tornado which swept through 
Illinois and Indiana was the action 
of the National American Red Cross 
in placing an order with the Varney 
Electrical Supply Co., Evansville, 
Ind., for complete telephone equip- 
ment for the town of Griffin, Ind., 
which had been completely destroyed. 
This material was donated by the 
Red Cross to G. H. Stephan, who 
owned the telephone exchange at 
Griffin. 

* * # 
Men Prominent in Associations 

W. L. Perry, secretary-treasurer, 
and sales manager of the Perry-Mann 
Electric Co., Columbia, S. C., has been 
elected secretary of the Electrical 
League of Columbia, S. C. 

L. Sager, of the Sager Electrical 
Supply Co., Boston, Mass., has been 
appointed an official of the Swamp- 
scott Club. 

C. R. Musladin, sales manager of 
the Alexander & Lavenson Electrical 
Supply Co., San Francisco, has been 
made chairman of the reception com- 
mittee of the Electrical League there. 

H. C. Wall, president of the Inde- 
pendent Supply Co., Fort Wayne, 
Ind., is president of the Fort Wayne 
Radio Trades Association. 
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Nobody is going to get away with any- 
thing who deals with this chap. He has 
a brain that works fast, he has the level 
brows of a fighter and if we were experts 
in reading the signs we could tell you what 
the bulge just above the bridge of the nose 
stands for. Not being experts, we will 
just say that he is F. C. Rieker, assistant 
to the president of Otto Reiman, Inc, 
Chicago. 
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You don’t have to look long at this picture to locate one of the best known men 
in the electrical industry, none other than Perry Boole, vice-president G-Q Electric 


Co., Milwaukee, Wis., comfortably seated in the swivel chair. 


Perry was chairman 


of the subcommittee of the Electrical Home Exhibition recently held in Milwaukee, 


Wis., by the Electrical Development Association. 


He is surrounded by the follow- 


ing members of his committee: N. C. Christopherson, secretary; H. Schwind, H. 


Szeck, I. L. Illing, P..Polacheck, P. W. Sprecher, and J. A. Mueller. 





Roberts and Westinghouse 
Give Dinner 

The H. C. Roberts Electric Supply 
Co., Syracuse, N. Y., the Westing- 
house Electric Mfg. Co., together 
with the Westinghouse Lamp Co., 
gave a merchandising exhibit and 
dinner on April 24, at the Onondaga 
Hotel at Syracuse, N. Y., which more 
than 500 invited customers from the 
territory attended. The exhibit was 
held from 2 P. M. until 6 P. M. on 
the roof garden of the hotel. At 6:30 
a dinner and an entertainment was 
given which was attended by more 


than 700. 
ee 


Penn Gas Changes Name 

The Penn Gas & Electric Supply 
Co., Allentown, Pa., has changed its 
name to H. Coleman Co., and is now 
located at 40 N. 7th St., Allentown, 
Pa. This company has discontinued 
its gas appliances and will handle 
radio in its place. While the per- 
sonnel remains the same, the retail 
department has been dropped. The 


new company will engage in whole- 
sale distribution of lighting fixtures, 
appliances and radio apparatus. 
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Chicago, June, 1925 


THE HIGH LIGHTS OF MINNEAPOLIS these signs is 35’ high. The individual 
letters are 8’ from tip to tip and there 


are twelve hundred and fifty-five 25- 


IT’S SOME LIGHTING no visible support for the flaming white watt lamps in each sign. 


message that pierces the sky. Each of (Turn to last page please.) 





























At Minneapolis, Minn., the industrial 
night silhouette is illuminated by six 
large electric signs erected on the mill- 
ing plant of Washburn-Crosby Com- 
pany, millers of Gold Medal flour. 
This company believes that advertising 
can work as well at night as by day, 
and the group of electric signs used 
by them gives the Gold Medal flour 
message to thousands of people who : 
find occasion to be out of doors after Pg 
twilight. ‘<< eo 
The Minneapolis milling district is re cin. nr . 
located on the banks of the Mississippi Co Wiper « 
River at historic St. Anthony Falls, and 
is in the industrial and geographical 
center of the city. Washburn-Crosby 
Company’s mills are literally at a cross- 
roads and their signs have an unusually 
good publicity value. The illuminated 
bulletins blink in turn to crowds in the 
business district, to traffic on the main 
artery of travel between Minneapolis 
and St. Paul, and to night arrivals on 





the many railroad lines that lead into Sy VE at eee 


the city. 

The slogan ‘‘Eventually—Why Not 
Now?” is known the world over. The 
central “Eventually” sign of the mill 
group is the one that is most familiar. 
An exact duplicate of the original hand 
writing used in this slogan, this sign 
is 65’ long, 30’ high and uses six 
hundred and twenty-five 25-watt lamps. 

The long signs that flank the center 
flash are two of the largest bulletins in 


: use in the Northwest. These signs are See 3 

180’ long and 16’ high. Each one is - | OLD MEDAL FAdnS 
illuminated by a row of forty Benjamin 
| Elliptical Angle Reflectors, equipped 


with 300-watt lamps along the top and 
by torches at the ends each of which 
have fifty 25-watt lamps. 


The twin Gold Medal foods signs on 
, the No. 1 elevator are considered by 
: many as the most valuable of the group 
‘ from an advertising standpoint. These 





signs are higher than the others and are 
so constructed that at night there is 


Night Silhouette of Washburn-Crosby Plant 




























34 THE J OBBER’S fA) Sat. ESMAN 








The Benjamin Reflector 





SOME NICE WORDS ABOUT 
CLE-RA-TONE SOCKETS 


W. N. Gladson, dean of the College 
of Engineering, University. of Arkansas, 


Fayetteville, says: 
“Referring to your letter of January 


2 TI am glad to say I have tried out 





WM. MAHONEY 
Sales and Publicity Mgr. 
Benjamin Electric, Ltd. 


your Benjamin Cle-Ra-Tone sockets for 
radio tubes with good success. I believe 
the spring supports aid very materially 
in keeping the mechanical vibration out 





GUY CAMPBELL 
Managing Director of 
Benjamin Electric, Ltd. 


of the tubes. They are also a great 
help in protecting the tube from shock, 
thereby increasing its life. The con- 
struction of your socket saves the 
necessity of putting rubber or other 
forms of cushions under the socket. 
They are neat in construction and are, 


withal, very satisfactory sockets.” 











The Sales Organization of Benjamin Electric, Ltd. 
The British Benjamin Company 


Here we have photos of the Ben- 
jamin Sales Organization in Great 
Britain. 

Guy Campbell, the Managing Direc- 
tor of Benjamin Electric, Ltd., is Eng- 
lish born and American trained. He is 


a real live wire and the Tottenham 


plant is expanding rapidly under his 
direction. 

The English Plant, located at Totten- 
ham, handles all business from the 
United Kingdom and the British Empire 
except Canada. It also handles Con- 
tinental and African business and 
Western Asia. 


ELLIPTICAL ANGLE REFLECTOR SOLVES UNUSUAL LIGHTING 
PROBLEM 





A Benjamin.Elliptical Angle Reflector, with 1000-Watt Lamp, Mounted on Steel Standard 
Wilson Avenue Crossover, Elevated Railway, Chicago, Ill. 
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WE GET A COMPLIMENT! GLASSTEEL DIFFUSERS BETTER THAN 
(coms Gs Novthmestonn ‘Bell Telephone DAYLIGHT 


a. 








Omaha, April 20, 1925 An Unusual Exemplification of the Advantage of Correct 
Refer to File 6SG Artificial Lighting 
Benjamin Electric Mfg. Co. 
120-128 S. Sangamon Street, 
Chicago, Il. 
Gentlemen : 

Just a note at this time to advise 
you that we have for a long time con- 
sidered the Benjamin 163-P lamp guard 
as our standard and want to say that 





we have just received a sample of the 
162 and put it to as severe a test as 
was possible and more than was reason- 
able. 


OR rea 9:95 
PON SOON AAR 
Rectan 





No. 162—Fibre Hand Portable Lamp. 


While we have had trouble in the 
past with the 163-P lamp guard due to 
the fact that the lamps would break 
off where they went into the socket, 
we feel that this trouble has been over- 


+ 


come in the 162 due to the guards which 





Day View in Gymnasium, Crane High School, Chicago 


fits close around the side of the lamps mg 


Ps 


and which take the strain off from the 
socket. 

We threw the 162 guard on the floor 
and abused it in every unreasonable 
manner imaginable that a lamp guard 
should not be abused and aside from 
the fact that in some way we _ broke 
the porcelain socket, it is in perfect 
condition. 

We feel that you have made a 
decided improvement over the 163-P 
and have arranged with the W. E. Co. 
to standardize on them. 

Yours truly, 
H. G. STORRS, 
Superintendent of Supplies 


MAKING SHOW CASE LIGHT- 
ING SALES 


AK. Heumann, one 1% the go-getters Night View, Taken with Light from Glasstee! Diffusers, 
of the Public Service Company of Crane High School, Chicago 
Northern Illinois, Evanston — branch, 


writes as follows: “I find it easy to display your kit A SUGGESTION SEE THE 








A recent note in your periodical the on showcase lighting and our customers ' 
“Benjamin Reflector” mentioned the are interested to see it. I found quite DOCTOR : 
fact that you are interested in knowing a number of good prospects lately The medical director of most large 
how we lighting salesmen succeed in which, without doubt, will result in industrials is generally greatly interested 
selling your products, sales. in lighting because of the effect of the 

I didn’t have as much time to Last week nated Mr. J. T. Kalwitz illumination on the employee's health. 
specialize showcase reflectors lately came out to assist me in pushing ; . 
pecialize on showcase pygeey cs aid a Pv 1 p * ng the He can generally bring pressure to 
as | wanted, although I fully realize sale of showcase lighting. 1e first ; 
7 ; inted s a: > = bear in the larger plants at least to 
how important it is for our company two demonstrations we made resulted WIS ; 

3 ‘ : : P the point in interesting the management. 

to get the additional load that can be in sales and I certainly am anxious to 





derived out of same. make the best of it.” Make it a point to see the Doctor! 
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(Continued from Page 1.) 


bulletin on the No. 
somewhat _ isolated 


The illuminated 
2 elevator, while 
from the main group, is an important 
unit in Washburn-Crosby Company’s 
night display. 100’ long, 
16’ high and is illuminated by a row 
of twenty Benjamin Elliptical Angle 
Reflectors equipped with 300-watt lamps 
and by two end torches each of which 


This sign is 


contains seventy-five 25-watt lamps. 


All told in the six night signs used 
by Washburn-Crosby Company on its 
Minneapolis milling plant there are one 
hundred 300-watt lamps and thirty-four 
hundred and eighty-five 25-watt lamps. 


The power consumed in running all the 
signs is one hundred and seventeen kilo- 


watts. Washburn-Crosby Company’s 
night advertising begins at dusk and 


continues until midnight, and comprises 
not only the largest group of night 
signs but the most extensive electrical 
display in Minneapolis. 


P.B. Hansen, stellar sales- 
man cf the Western Electric 
Company at Minneapolis, 
negotiated the sale of the 
100 Elliptical Angle Reflec- 
tors. 





P.B. HANSEN 


NOTES FROM HERE AND THERE 


The Erner Electric Company, Cleve- 


land, O., has moved into larger 
quarters at 1430 West Ninth Street. 
Here’s the Erner lineup: J. M. Bate- 


man, general manager and sales man- 
ager; J. “A: 


Milner, assistant sales 


manager; Carl Fisbee, lighting engi: 
neer: E. <A. Brunswick, industriai 


Betke, purchasing 
agent; Sid Kitchen, E. H. Kuhn, H. 
M. Stafford, department. The 
sales force include W. W. Adams, Con 
Teasy, Urban Hoeffler, Frank Baxter, 
Ray Johnson, Ray Miller, Ben Boyn- 
ia Schaible, H. 
The 


salesman; George 


sales 


ton, Tom Murray, G. C. 


M. Bentley and Dick Ranigh. 


three last-named are newcomers. 
x ok 
Another addition to the organiza- 


Piedmont Electric Com- 
pany’s Asheville, N. C., is 
H. M. Felder, who takes up the duties 
of cashier. Mr. 


tion of the 


force at 


Felder has for the 
been cashier of the 


Southern State Bank in Asheville and 


past two years 
therefore comes to the Piedmont or- 
with an that 


will be of great help in handling his 


ganization experience 
duties. 

Piedmont reports having moved into 
its new offices and warehouse in 


Asheville 


in shape to handle the biggest volume 


and is getting all matters 
of business in its history. 

x ok x 
The 


Pearl 


Wetmore-Savage Company, 76 
Street, Boston, has acquired the 
business of the Foster-McDonald Com- 
pany, 176 Congress Street, Boston. The 
purchasing company will retain the per- 


sonnel of the other concern. 
* * * 
The Coghlin Electric Company, 


Worcester, Mass., is planning to re- 
locate, with improved facilities to 
take care of a gradual expansion. 
“ae Sot 
C. Klaus of the Klaus Radio and 
Electric Company, Eureka, Ia., is spend- 
ing the summer in Switzerland. 


Tom McDonough, Benjamin resident 
representative in Seattle, Wash., now 
has a private Radio call number. It 
is TAA. His first message was from 
A. R. Willson, Radio Supervisor for the 


Montana Electric Company, Butte 
Mont., and read: 
“From @NT via 7OT to 7AA—Mc- 


Donnough—greetings from Wilsoa—Cle- 
Ra-Tone sockets still in the lead. 


Signed 7NT." 


A GENTLEMAN 


A gentleman is a man who is clean in- 
side and out, who looks neither up to the 
rich nor down cn the poor, who can lose 
without squealing and win without brag- 
ging; who is considerate of women, chil- 
dren, and old people; who is too brave to 
lie, too generous to cheat; who takes his 
share of the world, and lets others have 
theirs. 


BEG YOUR PARDON 


In the May issue of the Reflector we 
stated that the electrical engineer in 
charge of the Missouri Pacitic Railroad 
job at Little Rock, Arkansas, was S. D. 
Moore. This should have been L. D. 
Moore. ; 





WESTERN ELECTRIC 
NOTES 


A. D. Hammond, formerly Lighting 
Specialist at Atlanta, Ga., has been 
made sales manager at the new house 
at Miami, Fla. This office opened on 
March 12. 

* * & 

W. A. Worthington, 
traveling South Alabama 
has been transferred 
Lighting Specialist. 
sey, formerly 


formerly 
territory, 
to Atlanta as 
Charles I. Kin- 
Atlanta junior city 
been transferred to 
South Alabama territory, and J. All- 
ston Taylor is assigned to North Ala- 
bama territory. 
ee 6 


salesman, has 


W. I. Burt is now pushing sales of 
Benjamin products in Denver for the 
Western’ Electric Company. Mr. 
Burt, a former dealer-contractor, is 
fully equipped to give the dealer-con- 
tractors the information that will as- 
sist them to do a better job and make 
more profit. 

* * 

Electric at Dallas is one 
of the livest branches of this big or- 
ganization. To parody the slogan of 
a famous southern newspaper “They 
cover Texas like the dew” and they 
are filled with the laudable ambition 
to light the Lone Star State with 
Benjamin Reflectors, of which they 
carry a complete stock in Dallas in 
order that they may 
tomers fast service. 


© ¢ 


BENJAMIN SIGNAL CAMPAIGN 
GOES OVER BIG 


The Benjamin Signal Campaign to 
5,000 Industrials has opened with a rush. 
Inquiries for Signal equipment have 
been running about 50 a day. 

The first letter of the-series was 
sent out May 9, the second May 23. 

The next letter will go in the mail 
on June 6 and the last of the series on 
June 20. : 

Inquiries are being forwarded to 
Benjamin Distributors for 
by salesmen. 


Western 


give their cus- 


follow up 





you like it or not. 





Thank God every morning when you get up that you 
have something to do which must be done—whether 
Being forced to do your best will 
breed in you temperance, self-control, diligence, strength 
of will, content, and a hundred other virtues which the 
idle never know—Charles Kingsley. 
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Lighting Primers Free for 
Distribution 

The Lighting Educational Commit- 
tee has decided to distribute its sur- 
plus stock of home lighting primers, 
free of charge. These primers con- 
tain the latest information on better 
home lighting and can be distributed 
to the public, especially in districts 
where only a portion of the people 
received these primers through tiieir 
children. 

Orders for any quantity can be 
made as long as the stock lasts and 
all orders will be sent express col- 
lect. 

Companies or persons desiring 
these primers should communicate di- 
rectly with The Lighting Educational 
Committee, 680 Fifth avenue, New 
York. 


* * * 


Manhattan Has Song Writer 

The Manhattan Electrical Supply 
Co., Chicago, has a real composer and 
song writer in Sinclair Randall, one 
of its salesmen. Sinclair recently 
composed a lullaby which was ren- 
dered by Ford and Glenn of WLS 
Chicago in their usual inimitable fash- 
ion. 

According to his friend, McGivern, 
who is entirely responsible for the 

















Who is the Olympic timber? Why none 
other than that sterling sprinter Harry 
Hewitt of Manhattan Electrical Supply 
Co., St. Louis, Mo. Harry, who has been 
with Manhattan for 17 years, was at one 
time quite a champion at 100 yards. To- 
day he has cut his distance down a little 
but is still the undisputed champion of 
the electrical industry at any distance 
up to and including 10 yards. The Man- 
hattan boys will back him against the 
world at that distance. 


above information, Mr. Randall also 
claims to be the composer of the 
famous army song of nobody being 
the equal of the infantry, ete. Sin- 
clair is very anxious for a new war, 
so his muse may again be awakened. 


* * * 


Marked Improvement in Credit 
Situation 

The accompanying tabulation shows 
the number of delinquent accounts re- 
ported to the National Electrical 
Credit Association by member manu- 
facturers and jobbers during March, 
1925, and April, 1925, as compared 
with the same months the previous 
year, together with the total amounts 
and average amounts of the delin- 
quencies. 


Branch Number of 
and Accounts Total Average 
Month Reported Amount Amount 


Central Division 
March, 1924... 941 $ 99,989.14 $106.26 


March, 1925....1085 128,857.54 119.67 
April, 1924.... 871 110,826.40 185.04 
April, 1925.... 964 107,660.66 111.68 
New York 

March, 1924.... 445 68,022.00 1538.00 
March, 1925.... 462 69,232.00 150.00 
April, 1924... 471 64,648.00 1388.00 
April, 1925.... 554 66,989.00 120.00 


Philadelphia 


March, 1924... 233 26,163.85 112.29 
March, 1925.... 220 29,488.68 133.81 
April, 1924... 221 25,818.95 114.54 
April, 1925.... 298 80,265.58 101.56 
New England 

March, 1924... 46 4,708.60 102.36 
March, 1925... 77 7,516.66 97.62 
April, 1924... 35 4,442.94 126.94 


April, 1925.... 118 10,466.92 88.70 
Pacific Coast 
March, 1924... 12 
March, 1925... 28 
April, 1924... 31 
April, 1925.... 19 

* * * 


Fixture Men at Atlantic City 

Following is a condensed program 
of the convention of the National 
Association of Lighting Equipment 
Dealers, held jointly with the Na- 
tional Council of Lighting Fixture 
Manufacturers, the Illuminating 
Glassware Guild and the Associated 
Lighting Equipment Salesmen, at the 


1,175.31 97.94 
1,868.54 81.24 
3,869.93 124.84 
1,570.74 82.67 


Ambassador Hotel, Atlantic City, 
June 17-19. 
Opening remarks by Chairman 


H. I. Sackett, president of the H. I. 
Sackett Electric Co., Buffalo, who is 
also vice-president of the National 
Association of Lighting Equipment 
Dealers. 

Ten minute talks follow, by Fred 
R. Farmer, president of the Beards- 
lee Chandelier Mfg. Co.; C. H. Fer- 
ris, assistant business manager of the 
Illuminating Glassware Guild, and 








= 








It would appear from this picture that 
Wesley E. Schultz of the Julius Andrae 
& Sons Co., Milwaukee, is well up on the 
subject of piscatology. The fish were two 
16-lb. Northern pike, caught at Leona 
Lake. 





Charles Michalson, president of the 
Associated Lighting Equipment Sales- 
men. 

On the 18th there will be a general 
discussion of dealer problems, led by 
Charles E. Scott, president of the 
Detroit Mantel & Tile Co., and on 
“Salesmanship and the Lighting 
Equipment Dealer,’ led by Fred R. 
Smith, president of the Fred R. Smith 
Co., Scranton, Pa. 

The National Council of Lighting 
Fixture Manufacturers will have ses- 
sions of their own on the 17th 
and 18th. 

On the 19th there will be another 
joint session for the discussion of in- 
dustry problems, a feature of which 
will be a talk by James Krieger, editor 
of Lighting Fixtures and Lighting, on 
“Industry Solidification.” 


Middle States Changes 
Quarters 


The Middle States Electric Co.., 
formerly located at 26 N. Clinton 
street, Chicago, has moved to larger 
quarters at 560 W. Monroe street, 
Chicago. P. W. Greene, president and 
treasurer, states that the expansion of 
business demanded more room. The 
large floor space now secured and 
which is already well filled with 
offices, stock rooms and_ shipping 
room, certainly bears out his state- 
ment. 
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Yundt’s Crew Uses Live Bait 

C. G. Yundt, sales manager of the 
Kubec Electric Co., Chicago, is quite 
a believer in weekly sales conferences. 
“Make ’em shorter, but 
says C.G. He gets the gang in every 
Monday afternoon at 4:30 and they 
talk over plans for the week. They 
run over the different lines and pick 
out one or two items to sell during 
the week. Each man carries a sam- 
ple, if possible, and concentrates on 
this concrete proposition with each 
Mr. Yundt says 
that the boys are heartily in favor of 


sweeter,” 


customer he calls on. 


this and use it to great advantage as 
an opening wedge. It’s a good idea 
to be passed along. 
* * & 
Southern Electric to Construct 
Warehouse 

A $60,000 warehouse is to be 
erected soon by the Southern Elec- 
tric Co., Richmond, Va. The _ build- 
ing, which will be located at Fourth 
and Canal streets, will be three stories 
high and wil! cover an area of 67 by 


110 feet. 
* * * 


Murphy Looks Far Ahead. 


It is understood from a more or 
less reliable source that E. Freeman 
Murphy of the Western Electric Co., 
Chicago, has just returned from a 
rather extended tour of the eastern 
district and reports prospects encour- 
aging for another electrical Christ- 


mas. 
oc 


Gee in Association 
The Gee Electric Co., Wheeling, 
W. Va., has been elected to member- 
ship in the Electrical Supply Jobbers 
Association. 





Office of Otto Reiman, President. 





Reiman’s New Building a 
Model 


Twenty-one years ago Otto Reiman 
started in business in Chicago as an 
electrical jobber. He had no capital 
and was barely able to rent quarters 
in an office at $5 a month. With 
literature in his pocket and courage in 
his heart he went out and took orders. 
On the strength of the orders he was 
able to buy the goods on credit. He 
next delivered the goods on his own 
strong back, for he had a backbone 
that was both morally and physically 
sound. 


On the twenty-fifth of last April, 
this same Otto Reiman celebrated his 
twenty-first anniversary by moving 
into his own new building at 756 W. 
Adams street. This building was 
erected at a cost of $180,000, all made 
out of the business which in the in- 
terim had been slowly built up on 
Lake street. The annual sales of Otto 
Reiman, Inc., now approximate the 
million mark. A brother, Milton Rei- 
man, came into the concern 15 years 
ago. Both brothers are at present ac- 
tively engaged in the business, Otto 
as president and Milton as vice-presi- 
dent, general manager and sales man- 
ager. 

The new building is 50 by 190 ft.; 
two stories (foundation to carry three 
more) and no basement. The last is 
a feature to be remarked. The Rei- 
mans hate basements because base- 
ments soon become catch-alls, full of 
junk that just naturally hides itself 
and does not get sold. Stuff that does 
not move excites them not a bit, so 
they cut out the basement, except a 
small underground room for the heat- 





ing plant, employing a Johnson oil 
burning system. 

The front part of the building is of 
mill construction and the rear of con- 
crete. Between the two entrances is 
a very attractive show window, above 
which was worked out a unique sign 
arrangement—an idea of Milton Rei- 
man’s, which is particularly good. As 
the company concentrates on handling 
only nationally advertised goods, the 
names of the most prominent of these 
lines were placed in square panels 
above the window as seen in the 
picture on page 40. All of these 
are not readable in the reproduc- 
tion of the photograph—from left 
to right they are: National X-Ray; 
Square D; Edison Lamp; Robbins & 
Myers; Economy Fuse; Bryant, P&S 
and Arrow; Eveready and Columbia; 
Hot Point and American Beauty; 
Benjamin; Riddle and Toledo Deco- 
rative Lighting. 

The main offices and store are on the 
first floor front, with plenty of good 
daylight—airy and commodious. The 
president’s office is in the front and 
back of that the vice-president’s. Both 
are shown in the pictures, which were 
taken the day of the opening. Ad- 
joining the president’s office and in 
the front is the store, exceptionally 
well equipped with steel shelving and 
counters with linoleum tops. All the 
shelves are capped, with no exposed 
rivets. This steel work was done to 
order by the Van Dorn Iron Works. 

On the same level is a ladies’ rest 
room very comfortably furnished. 

Then you go up a few steps into the 
main-floor stock room, which is raised 
to truck level. At the rear entrance 
of this is the unloading platform ca- 














Office of Milton Reiman, Vice-president and 


general manager. 
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Another addition to the list of Connecticut’ Bakelite Installations 


HOTEL METROPOLE 


Cincinnati ie Ohio 


Connecticut Toggle Switches and Connecticut- 


Bakelite Plates were selected for installation 


CONNECTICUT TOGGLE 


| in this modern hotel. : SWITCH WITH 

| CONNECTICUT-BAKELITE 

| Architect—H. L. Stevens Co., Chicago, IIl. — 

: ‘ Nen-Tarnichi 
Electrical Contractor — Standish Electric Co., ee eee 


Genuine Bakelite 


Dy : Absolutely Shock-proof 
| Cincinnati, O 


THE CONNECTICUT ELECTRIC MFG. CO. 


Main Office and Factory, Bridgeport, Conn. 
New York Chicago San Francisco 


CONNECTICUT A-1 DEVICES 
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Front Of New Reiman Building Showing Arrangement Of Signs Of Nationally 
Advertised Products. 


pable of handling four trucks at once 
under cover. 

At the side of the main stock room, 
but on ground level, is the pipe room, 
into which a truck may be driven, or 
in which a car may be parked. On 
each side, in compartments separated 
by structural steel work, the pipe is 
stored vertically. 

The main stock room is also fitted 
with and a_ steel 
A straight steel 


steel shelving 
shipping counter. 
the package 


down from the second floor. 


chute brings goods 


A two- 





ton electric elevator 
building. 

The main feature of interest on the 
second floor is the fixture display 
room, which is illustrated. The com- 
pany is sole distributor in Chicago of 
the Riddle line, samples of all the 
numbers being permanently wired, so 
that each can be turned on indepen- 
dently. So large is the room that 


serves 


there is plenty of separation between 
the fixture units and there is none of 
the confused appearance characteris- 
tic of so many display rooms. 





Fixture Room In the New Reiman Building. 





the 


The opening of this new building on 
April 25 was an unusually elaborate 
affair. The rooms in front had more 
the appearance of a florist’s shop. The 
Riddle company sent six men and 
Newton Riddle personally came on 
from Toledo to be present. Practically 
all of the suppliers had representatives 
at the opening. In the evening, Otto 
Reiman gave a banquet at the Congress 
Hotel for the employes at which 40 


people were present. 
. i. & 


Sands Runs Original Exhibit 

The Sands Electric Co., Wheeling. 
W. Va., with the co-operation of the 
owner and al] parties connected with 
the construction and interior deco- 
rating of the Hearnlee Apartments, 
Woodsdale, W. Va., conducted an 
eight-day display of electrical equip- 
ment. Clothes washers, refrigerators 
ranges, ironers, clothes dryers, and 
all smaller heating appliances were 
exhibited with highly successful re- 


sults. 
* & 


New Houston Jobber 

The Caywood Electric Co., 2309 
Main street, Houston, Tex., is the 
latest company to come into the elec- 
trical jobbing business. 

C. J. Caywood is president, E. A. 
Hester is vice-president and X. C. 
Umphres is secretary-treasurer of the 
company. 

% * * 
Coopers Join Trade Trip 

G. W. Cooper and D. J. W. 
Cooper of the United Electric Co., 
Wichita, Kans., were active’ in 
Wichita’s annual trade trip, which 
just took place. The route covered 
during the week was over the Pan- 
handle of Texas and what is com- 
monly known in that locality as the 
North Plains. 


* * * 


Mample Pleased. with Election 

L. G. Mample, assistant sales man- 
ager, Northwestern Electric Equip- 
ment Co., St. Paul, Minn., was well 
pleased with the last election in Fari- 
bault, Minn:, when the final result 
showed that his friend, C. W. Turner, 
an electrical contractor of Faribauit, 
was elected mayor. 

* & # 
Krich Sails for Europe 

Harry Krich, president Krich Light 
& Electric Co., Newark, N. J., sailed 
for Europe on May 14. Mr. Krich 
intends to tour the continent during 
June and July. 










une, 1925 THE JOBBER'S{A|SALESMAN 41 

















| “AT THE OLD HOMESTEAD” 


On the following pages is presented an ex- 
hibit of electrical products arranged for the 
- | seventeenth annual convention of the Elec- 
trical Supply Jobbers Association at the 
Homestead Hotel, Hot Springs, Va., June 
1 to 5, 1925. 
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Hot Springs, Va. June 1 to 5, 1925 
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The Only Distinct Improvement in 

the Design and Performance of the 

Screw Shell Type Fuse Since It Has 
Been in Use. 


Lconomy Fuse az 


oe) = 3 (or. Sei! 


Hot Springs, Va. GaN June 1 to 5, 1925 
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ECONOMY 
CARTRIDGE 


FUSES 





The Pioneer of Safe and Dependable 
Renewable Fuses Using Bare, Inex- 
pensive Renewals. Many Millions 


Now in World-Wide Use. 


fanufact uring Co. 


out 


Hot Springs, Va. KFA June 1 to 5, 1925 
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Inland Was The First 
Line Sold Exclusive 


We believe in the electrical job- 
ber. 















We know that illuminating 
glassware can be sold through rec- 
ognized channels in large volume. 


We have established a very defi- 
nite sales policy, fair to all, which 
recognizes the electrical jobber and 
which will be adhered to posi- 
tively. 


We know that the electrical job- 
ber has a definite place in the in- 
dustry and that there are certain 


WE DO NOT 


Inland Glas¢ ( 


OMantutfacturers of 


oy 
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to Offer a Complete = a . A | ha 
ly Through Jobbers al CJ 


functions which he alone can per- 
form, 





ws 








We know that a quality product Sapper rte memes 
can be produced at a low cost pro- 3 <a 
vided a sufficient volume permits Tk . fi} 
quantity production. The Inland 7 A 
factory is laid out and planned for 
quantity production. Organiza- 
tion, equipment and experience, 
all the elements required are pres- 
ent in the Inland Company. 


These facts together with our 
definite sales policy of maintained 
prices make this line the safest and 
most profitable in the industry. 





SELL TO DEALERS 





sJCompany 


¢ Guminating | Glassware 
° lllinois 


Hot Springs, Va. KA June 1 to 5, 1925 
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No Wonder 
Silverlite Is 


A Hit 


HE fact of the matter is that you'll find every shot with 
Silverlite Reflectors is a bull’s-eye. They are new and 


different from any other reflectors. 
Look at the score. Count the points. 


Where else can you find an all metal, unbreakable reflector 
of such proven efficiency. The proof is established by actual 
use in hundreds of windows all over the country, besides 


many exhaustive laboratory tests. 


Silverlite is a hit. You can’t deny that. Let us send you 
complete details—charts—light curves, information about 


the complete line. 


We would also like to tell you how with only 14 your usual 
reflector stock, Silverlite Reflectors give you your usual 


assortment. 
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SCORE 





One metal with two faces. Reflecting 

surface is pure silver not an alloy—not 
1 All Metal plated. Back is pure copper electro- 
lytically applied to silver. 





Nothing but elaborate and_ involved 
Unbreakable chemical action can separate the metals. 
Will not peel nor crack. 





Every Silverlite Reflector has instantly 
° adjustable neck making possible alter- 
Extension Neck nate use of 3 different size lamps in each 


reflector. Neck fits 314” holders. 





is at a minimum. Can be washed. 





More liberal discounts. No loss from 
Profitable breakage. Only '4 usual stock neces- 
sary. No extra parts. 





We guarantee the silver reflecting sur- 

face indefinitely. If one is ever found to 
Guaranteed crack or peel, we will gladly replace it 
free of charge. 


BP pe agesce.c0r IP FRINK Inc. 


- 24th Street and 10th Ave., New York 


2 
3 
4 Efficient Because no glass is used light absorption 
5S 
6 

















Chicago, Ill. San Francisco, Cal. Seattle, Wash. St. Louis, Mo. 
Boston, Mass. Cleveland, O. Buffalo, N. Y. Atlanta, Ga. 
Detroit, Mich. Portland, Ore. Birmingham, Ala. Pittsburgh, Pa. 
Cincinnati, O. Washington, D. C. Philadelphia, Pa. Los Angeles, Cal. 


Canada—Associated with The Robert Mitchell Co., Ltd., 64 Belair Ave., Montreal 
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LOUD SPEAKER 
(Solid Mahogany ) 
Price * 30 
d Adjustable Air Gap~ 
NoExtra Batteries Required~ 
Manufactured by_ 


DicroGRAPH Propucts CorPorATION 
220 West 4224 Street, New York,NY. 
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DICTOGRAPH 


This newest and latest 
Dictograph Loud Speaker 
development, the Dicto- 
grand Console is made of 
solid mahogany and is an 
aristocrat of loud speakers. 


Beautiful lines—beauti- 
ful finish and unusual re- 
producing values make this 
console loud speaker one 
which every jobber can sell 
with his higher grade re- 
ceiving units. 


The Dictogrand Console 
has an improved adjustable 
air gap. No extra batteries 
are required. These points 
all lower sales resistance. 


DICTOGRAPH 


220 W. 42nd Street 
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PRODUCTS 


Jobbers, if you want an 
unusual loud speaker that 
will sell unusually well, we 
recommend our latest and 
most extraordinary Dicto- 
orand Console. 



























THE DICTOGRAPH LOUD 
SPEAKER 


? d ; d (Portable Model) Type R 12 
It’s destined to be a peers ag call 
ber Bell, mounted on Non-Vibra- 

ting Die-Cast Tone Arm connected 


big seller and the job- Se a aan teas ot 


carefully worked out to give a rich, 
musical tone. The DI RAPH 


. 
P ed Air-G 
bers who get in on the a elec Sealed 
The same sound-producing unit 
as used in Type R6. Small, com- 


ground floor will be pact and of beautiful design. 
the ones to make big : : 
sales. 





Let us show you the 
jobber plan we have 
which enables you to 
compete with lower 
priced loud speakers. 


THE ARISTOCRAT HEAD SET 
3,000 Ohms, Type R 3. 

Extra large mahoganite ear-caps, with head-band and 
cords to match. Pole shoes wound with No. 44 gauge 
enameled wire. Extremely light weight—10 ounces. 
Very sensitive, well constructed, no distortion or rattle. 






















3/3 THE DICTOGRAND UP- 
7 RIGHT LOUD SPEAKER 


Type R 6 


One - Piece, Hand - Etched, 
Hard Rubber Horn, 24 inches 
high, with 12-inch Bell, se- 
curely mounted on Ebonized 
Oval Metal Base. Full Nickel 
Trim. Stands firmly on Heavy- 
Rubber Padded Base and well 
balanced throughout. 

The DICTOGRAPH Patent- 
ed Air-Gap Adjustment Dial 
on top of base and very acces- 
sible. The interior mechan- 
ism made scientifically rigid 
and of proper resistance to 
operate without distortion on 
three to eight-tube Receiving 
Sets using high Voltage “B 
batteries. PRICE......$25.00 











































PRODUCTS Corp. 


New York City 














THE DICTOGRAPH PHONO-UNIT 


The Phono-Unit makes a complete Loud Speaker out 
of any phonograph. It gives wonderful results with all 
types of radio receiving sets employing at least two 
stages of amplification. No extra batteries are required, 
connection being made directly to the output terminals 
of a receiving set through a four-foot moisture-proof 
cord. 
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Efficiency Specifies It! 


Hyperion Glass is supreme in 
lighting: 


Because: It Eliminates All of 
the Glare. 


Because: It Diffuses All of the 
Light That is Fit to 
Use Where the User 
Needs it. 


| feetnoon aaah glass is the adequate compensation of years of experiment and re- 
search. It is the reward of our Chemists’ persistent, intelligent and constant striv- 


ing for not merely a GOOD glass, but the BEST glass. 


Hyperion glass is BEST FOR THE OFFICE, BEST FOR THE STORE, BEST FOR 
THE SCHOOL and BEST FOR THE HOME. Wherever a luminaire made from Hy- 
perion glass is installed, it is a constant insurance against shadows, against glare, 
against inefficient lighting, an insurance that never lapses. 


Architects and Illuminating Engineers everywhere are constantly specifying it for 
every type of commercial and residential illumination, because they realize that the 
BEST light demands the BEST medium of illumination and because they know that 
EFFICIENCY demands it and 


Efficiency Specifies It! 
HYPERION GLASS IS SUPERIOR GLASS 


GILL GLASS COMPANY, INC., 
AMBER & VENANGO STS., 
Philadelphia, Pa. 
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Built for the Bathroom 





|X the days of our fathers, the Bathroom was a cheerless and depressing room, done in 

rather funereal furnishings and psychologically repellent to the seeker after cleanliness. 
Today, however, arrayed in brighter colors, from the tiled and gleaming walls and 
shining accessories to the white enamelled tub, it wears a happy and almost joyous air 
and is constantly and persistently suggestive of that cleanliness which is next to Godli- 
ness. 


In keeping with the modern aspect of the Bathroom and in harmony with its usual 
and dominant characteristics, we have designed efficient and appropriate luminaires 
on which the TILE DESIGN IS MOLDED INTO THE GLASS, thus enabling them to 
harmonize easily with, to complement and to complete the furnishings of most bath- 
rooms. The enclosing units, No. 682 and No. 303, are manufactured in Hyperion 
glass, the most efficient lighting glass ever developed, and are designed for general il- 
lumination. They diffuse a radiant but a mellow light from which all glaring rays are 
filtered and the tile design emphasizes and enhances the usual cheerfulness of the room. 
No. 301 and No. 302 are suggested for auxiliary illumination and in combination with 
either of the units illustrated provide at once the most efficient and appropriate illumi- 
nation for the bathroom. 


Our tiled luminaires immediately suggest their peculiar appropriateness and their 
popularity is evidenced from the fact that many thousands of them have been shipped 
to every city and state in the Union, to Mexico, South America, to Australia and the 
British Isles. 


Use For the Bathroom Luminaires Built For the Bathroom 





HYPERION GLASS IS SUPERIOR GLASS 


GILL GLASS COMPANY, INC., 
AMBER & VENANGO STS., 
Philadelphia, Pa. 
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NOW COMES THE 
















atic 








pees Metal Molding Company intro- 
duced the flat metal raceway for surface wir- 
ing known everywhere today as Metal Molding. 
This neat, inconspicuous raceway is familiar to 
electrical workers in every land. 


Now, the pioneer builders of “The Standard for Surface 





£ Wiring” announce an important improvement which re- 

Less tools,no close duces labor of installing so materially that you can work 

cutting requ ired quicker, easier and cheaper than ever before and thereby 
increase your profits. 


The cap and base of the two, three and four-wire mold. 
‘ing now comes to you assembled but can be quickly 
taken apart if fishing is not desired. 





A new clip device eliminates punching holes. 








A new push-fit method eliminates exact cutting—there 
is more than a half inch play. 





Requires only one Fewer tools are required on the job. 
line of devices ~ Two sizes of molding are adaptable to one line of fit- 
and boxes Y tings—a reducer (No. 300) takes care of that. 








There is only one-size twist-out and it comes clean. 


And the surface of both molding and fittings will take 
and hold any type or color of paint to match suz- 
roundings. 
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‘Kor the Man on the Job” 


OW comes a combined Handbook and 
Catalog, a handy little pocket-size vol- 
ume, complete in itself. It describes and 
lists both sizes of molding and all devices 
and fittings. It also gives shipping weights, 
prices, etc., and in addition offers a wealth 


of information about installing National 
Metal Molding. 


It is especially written “for the Man on 
the Job,” and will show you the way to 
better, quicker and neater surface wiring. 
It’s Free. Send for your copy today. 


National Metal Molding Company 


WORLD'S LARGEST PRODUCERS OF ELECTRICAL 
CONDUITS AND FITTINGS 
1478 Fulton Building, Pittsburgh, Pa. os 
Represented in All Principal Cities ‘ 
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[A neat single tube 
for two wites ~ 

















One size twistout 
that comes out ~ 














Now Metal Molding” | 
al be fished eastly 
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"UNIO 3 
RENEWABLE FUSES 



































The products easiest to sell 
are those which possess a local 
and national reputation for 


. 
2 worthiness. 
WML “4 Mi Ty entant E 


WA “Union” Renewable Fuses 
ow and “Gem” Sectional Switch 
Boxes are two standard lines 
which have won the confidence 
of the electrical trade and 
kept it for nearly thirty-five 
years. Their quality is guar- 
anteed and your contractor: 
dealers and their customers 
know their value and trust: 
worthiness on the job. | 


= 


Few parts and simple con- 
struction make “Union” Re: 
newable Fuses easy to renew. 


MA __ re y ; 
RRR ATE) TF ) 
\ SRK) SEER 
| \N WK 
AY \ 
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Manufacture 
Materials 


Laflin and 15th Streets 






~ - ‘ ee m. 
|. PRINT IN BINDING 


w 
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CEM’ SECTIONAL 


be 














Their heavy, rugged design 
enables them to withstand the 
greatest number of blowouts 
and consequently, the “Union” 
is known as a good dependable 


fuse. 
‘**Gem’’ F Box 







“Gem” Sectional Switch 
Boxes are recognized as the 
standard boxes by every con- 
tractor and wireman in the 
country. They are the original 
make and contain numerous 
refinements of design, theirs 
exclusively. 


It’s a logical conclusion that 
both the “Union” and “Gem” 
Lines are best for greater and 
more profitable sales. 


'G. COMPANY 


trical Protecting 
duit Fittings 


CHICAGO 





‘‘Gem’’ XB Box 


7 
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EVEREADY 


Radio Batteries 


~they last longer 





SELLING Eveready Radio Batteries to the trade 
is easy work for any salesman. Quality and adver- 
tising have made Evereadys the dealer’s friend and 


the consumer’s standby. 


This means quick turn- 


over to jobbers and good orders for salesmen. Sold 
to the trade exclusively through jobbers. 

























EVEREADY 


COLUMBIA 
Dry Batteries 


~they last longer 


JOBBERS everywhere know how 
quickly Eveready Columbia Dry 
Batteries sell to the trade. Dealers 
everywhere know how quickly they 
sell to consumers. Users everywhere 
know their long-lasting qualities by 


experience and from the powerful 
advertising campaign that blankets 
the country. Quick sales and fre- 
quent turnover make Eveready Co- 
lumbias mighty profitable. Sold to 
the trade exclusively through jobbers. 








j 
i 
| 








NEW YORK 


NATIONAL CARBON 


Atlanta 
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Canadian National Carbon Co., 
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EVEREADY 


FLASH LIGHTS 
iy BATTERIES 


—they last longer 








WHEN you think of flashlights and batteries, you 
naturally think of Eveready . . . for three excellent 
reasons: 1. The superiority of these products; 2. The 
predominance of the national advertising; 3. The 
prestige of the manufacturer. 
Eveready Flashlights and Batteries are manufac- | Sa 
tured and guaranteed by the National Carbon Com- et IRS lik with the Zoo- 
pany, Inc. Sold to the trade exclusively through sre vat Cats and Lmprore atl mates 


i longer battery life. Especially designed Eveready- 
jobbers. Mazda bulbs, the bright eyes of the flashlights, 
likewise last longer. 








MAZDA 
MINIATURE LAMPS 


EVEREADY and Mazda are the two names that mean 
most in illumination to the American public. 
That’s why Eveready-Mazda Automobile Lamps 
and Eveready-Mazda Flashlight Lamps are essen- 
tial for everyone who sells or services automobiles 
and flashlights. Sold to the trade exclusively 
through jobbers. 


Gar Mw? Aw Fy... eC. 


imited, Toronto, Ontario Dallas Kansas City SAN FRANCISCO 
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Re ceptacles 
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-rorcelain heceptacies 
| 
1] 
| 
] 
1} 
| | 
1] 
| 
° 
Porcelain Shade Holder Feature | 
The Porcelain Shade Holder and Porcelain | 
Ring are threaded to turn on the Lamp 
Shell— making a rigid Unit of the Cover 
and Interior. | 
For 3% and 4” Boxes For 31(” Boxes Only 
All-Porcelain Shade Holder All-Porcelain Shade Holder P&S 921 
= a Pt Std Trade Std. With Fesucieie Ring | 
1 »¥ ve INO. ‘ ] » r. J % S > » r. ~ - i} 
|| For Metal ShadeHolders 849.6 ft. Conds... ee. "ae enee......:..... ee ries | 
| $56 Short Chain.............. 50 eg 50 } 
ME UNS o's occ os ween os 50 WY ME sus once cava cvs es 50 i] 
| Porcelain Ring Porcelain Ring | 
CO OS oh Sas SO 980°. 60t: Cond.:.........: 50 
S5e Short Cham............:.. 50 920 Short Chain......... 50 
. at | rte arene 50 Ee PENN 6 we recewice a 50 
For 3% and 4” Boxes Deep Recessed Back 
Groove for Metal Shade Holder All-Porcelain Shade Holder 
829 6 ft. Cord..... ; ae 50 869 6 ft. Cord........ - 10 
830 Short Chain..... 50 870 Short Chain..... - fe 40 
860 Keyless....... 50 871 Keyless..... ; ants 40 
Write For Complete Information 
We do not supply Glassware 
| Pas mour, Ine 
| P&S 849 ass & Sey ? es P&S 869 | 
| With Porcelain Solvay Station Syracuse, N e Wa With Porcelain || 
4, Shade Holder Shade Holder 
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“MAKES THE 
AND HELPS 


There’s every argument for the qual- 
ity of Hubbard Pole Line Hardware 


eirce Specialties and none against 


But a complete line of quality products 
ot enough for you, we realize. 


A Hubbard double 
Bo-Arrow fixture 
carrying a high volt- 
age line. 


A Hubbard Pole Bal- 
cony and Telephone 
material. 


& 


A Secondary Line using Peirce 
Secondary Racks, running on the 
same pole with four primary wires 
on the cross arm. 


HubbDalid wove 


PITTSBURGH ” OAKLAND, CAL. CHICAGO 





Hot Springs, Va. ‘JA June 1 to 5, 1925 
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BARD 





HARDWARE” 
YOU SELL IT TOO. 


Therefore, with national display ad- 
vertising, catalogs, house organs, direct- 
by-mail literature and personal solicita- 
tion we help you sell these lines of 


100% jobber policy. 





A House Service Connection using These illustrations show some of the many pieces 
two No. 1621 Peirce All Porcelain of literature that we put out to help you sell Hub- 
type wireholders. bard Pole Line Wiedanee and Peirce Specialties. 


JHubbar 


PITTSBURGH ” OAKLAND, CAL. CHICAGO 
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13 years ago this reflector shape 
was originally placed on the mar- 
ket by us. 

Today —it is going stronger 
than ever! 

The test of any product is the 
service which that product, and 
thecompany back of it,renders you. 

X-Ray Reflectors have been giv- 
ing satisfaction since 1897, when 


scientific lighting first began. 
Each succeeding year has seen im- 
provements. 


This is our pledge: That the future 
will bring even bigger and better co- 
operation from us. 


CurTIis LIGHTING, INC. 
1113 West Jackson Boulevard, Chicago 


31 W. Forty-Sixth St., New York 
3113 W. Sixth St., Los Angeles 


Hot Springs, Va. EIA June 1 to 5, 1925 
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TRADE MARK REG. 











Reflectors 
“for Indirect Ligh 

















No. 4801 


URTIS LIGHTING, Inc., has kept pace 
with every development in every 
branch of direct and indirect lighting. 


In the development of X-Ray “Eye Com- 
fort” Fixtures we have made a packaged 
product. Each of two luminaires, one with 
washable cream finish of steel and the 
other an opal glass bowl containing the 
X-Ray Reflector of correct design, can now 
be had packed complete in an individual 
carton ready for installation. 

This manner of distribution simplifies 
handling by both jobber and dealer. It 
saves time, eliminates breakage and keeps 
stocks in order for rush delivery. 
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No. 5801 


URTIS LIGHTING, Inc., co-operation is more than an assertion. 
It’s a reality being proven every day by our branches in Chicago, 
New York and Los Angeles, and by our resident engineers located in 


all the principal cities. 


These men help you sell—that’s their job and a part of our co-opera- 


tion with X-Ray distributors, past, present and future. 


Curtis Lighting, Inc. 


31 W. Forty-Sixth St. 
New York 
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THE WIDE RANGE of practical shapes and sizes and many other ee 
sive features which Sterling Reflectors provide for more efficient illumin- 

ation in SHOW WINDOWS, SHOW CASES, FLOOD LIGHTING, COVE 

and GENERAL INTERIOR LIGHTING has met with the enthusiastic a> 
approval and unanimous endorsement of the trade. 


Among Salesmen, Jobbers, Deal- 
ers and Contractors Sterling 
STIPPLE Reflectors have brought 
about new and greater opportu- 
nities for an ever increasing vol- 
ume of more satisfactory and 
more profitable sales. 


STERLING STIPPLE Reflectors sell 
readily because of exclusive con- 
struction which makes: them the 
. most improved types and as such 
they afford the greatest possible 
measure of service and satisfaction 
in lighting efficiency and economy. 
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June, July and August 
are Months of 
Opportunity forYou 


The months of June, July and August are execptionally 
good ones for the selling of Sterling Reflectors because it is 
during this period that improved illumination for show win- 
dows, showrooms, etc., is receiving careful attention in 
preparation for the Fall season of sales. 


This means that for the next two or three months you will 
have unusual oprortunity to solicit your prospects on 
Sterling STIPPLE Reflectors in a manner, and at a time 
when they undoubtedly will be in a most receptive mood 
to buy. 
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Reflector & Illuminating Co., 
575 W. Washington Blvd., 
Chicago. 
Please send complete catalog of Sterling STIPPLE 
Reflectors, Selling Ideas and other helps which will 


assist in speeding up sales. 
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New Catalog 
No. 25 


32 PAGES 
Printed in Two Colors 


200—FIXTURES ILLUSTRATED—200 


Every Contractor a Prospect 


Nationally Advertised in All the Leading 
Trade Journals 


\ 


x 












Our line needs but little introduction by your 
salesman, as the electrical contractor, which is 
your field of distribution, is familiar with our 
products that have stood the test for years. 


From Coast to Coast and Foreign Countries 


INCREASE YOUR SALES 
with HERWIG PRODUCTS 


WE CAN DUPLICATE ANY OF OUR FIXTURES IN SOLID BRONZE 
1753-59 SEDGWICK STREET CHICAGO, ILL. 


Get Your Copy Now! 


Hot Springs, Va. EFA June 1 to 5, 1925 
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No. 152 No. 141 ‘ 
No. 129 4x6 CYLINDER No. 236 





OfAe Herwist Co. 


1753-9 N. Sedgwick ae — Chicago, III. 
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BUSS “eneose 
The Handiest a in the World @ 


Not just another lamp 


BUT a selling Idea « « 


The Clamp-O-Set is the most modern form of lighting— 
flexible illumination. Selling them is selling people a better 
way to use light. 


For the user it is his individual light to be used exactly 
as he likes. 


For the dealer itis a leader 
—a Magnet, bringing old 
and new customers in to 
buy. 

For distributors,and their 
salesmen, it is an item of 
ready dealer acceptance. 
Sales and profits are sure. 
Even in summer they sell. 


Hot Springs, Va. ey June 1 to 5, 1925 
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Hot Springs, Va. 





~LECTRICITY 


lights the world 


HE nights of kerosene, gas—and gloom are 
"| ponies Every day sees more buildings 
wired for electricity. The owners want 
better light, more comfort, faster production. 
They know they can get it from electricity. 


That’s why they come to you for advice. 


They 


now have confidence in electricity. 


Thousands of contractors are using DURABILT 


Products. 


These men know the value of safety. 


They are also wise to the extra profit DURABILT 


Products give them. 


They have found that their 


wiremen can work faster with these materials. 


They’re easier to install. 


building. 


It costs less to wire a 


That’s why, for safety and profit; you should 
“Light the World” with DURABILT Products. 


DURADUCT 


has the original single wall. Its 
tube can’t be clogged. Every 
foot of it is exactly the same 
diameter—no small places to 
bind the wire or bunch up the 
braid. 

The roller-bearing wireway 
reduces friction. Long lengths 
slip through freely. 

That’s what makes DURA- 
DUCT faster fishing. 


DURACORD 








. the pioneer of heavy-duty cords, 


is tough, long wearing. Its 
longer life lies in the interlock- 
ing weave. Every thread is held 
in place. The cover can’t 


loosen, chafe orfray. The rub-. 


ber insulation is protected 
against water, grease, oil and 
light. None of these can pene- 
trate the woven cover of DUR- 


ACORD. 


DURAFLEX 


is a safe armored conductor. 

It’s built from start to finish 
in our own plant. It’s tested 
and retested. We make sure 
the inside is safe. 

You yourself can see the out- 
side quality. Easycutting, 
quick stripping, ‘‘dead’’ flexi- 
bility—these are the visible 
signs of the goodness of DURA- 
FLEX. 


DURAWIRE 


gives you a safe, easily worked 
wire. 

It’s insulated with a wall of 
tough rubber. This is tested 
at voltages far above service 
requirements. That insures 
electrical safety. 

Flexible cords are sealed in 
rugged cartons. No dust nor 
dirt can reach the coil. You 
can use every foot. It stays 
clean. 








TUBULAR WOVEN FABRIC CO. 
PAWTUCKET, R. I. 
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VITRIFIED POTTERY 


SALES BOOSTERS 


pa (Protected by Patents Issued and Pending) 















They do not tarnish or corrode. 
Always easy to clean. 


HESE fixtures have the beauty of the 
Potter’s Art combined with their utili- 


tarian value. 











The fixtures are finished in a brilliant white 
| —"S glaze and beautiful endurable colored pot- 
- i Pal tery glazes: 
P)) 
SX x7 W hite Golden Brown 
acme \ Old Ivory Lustre Green 
( y Blue 


No. 512—with “Levolier” Socket 
Our Especially Designed Pottery Handle 











No. 205—Boudoir Lamp 


FRANKLIN], 


No. 505—Ceiling Bracket 


(A CORPO 


LANDSDALE.J 
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LIGHTING FIXTURES 


FOR DULL PERIODS 


They are: 














Ornamental Sanitary 
Decorative Moisture Proof 
Washable Shock Proof 
“ees Bites W eatherproof 


No. 505 as a ceiling unit, in any color men- 
tioned above, and a pair of our Wall 
Brackets make an unsurpassable bathroom 
fitment. 








They agree in design and can be selected to 
match in the pottery finishes. 


Write for New Catalog and Price List. 





. 
No. 510—With Insulated, Polished, Nickel Plated 
Pull Chain 




















* No, 520—Complete with Silk Shade 


OTTERY 


RATION) 


‘EPENNSYLVANIA 





No. 580—Keyless 
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Your R&M Fan Franchise is 
valuable—we know it and you 
know it too. But did you ever 
stop to consider why it is of 
such a tremendous financial 
worth year after year? 


These three things have a 
bearing on its jobber value. 


1. The basic design of R&M 


Fans. 


























2. The careful workmanship 
and quality materials. 


3. The successful efforts we 
make to give you 100% 
selling cooperation 
through national con- 
sumer and dealer adver- 
tising and through our 
own salesmen. 
















Have you sufficient stocks 
R&M Fans to take care of thei 
hot weather rush? Check yqg'°'s: 
stocks and put in your rush siprodu 


your | 






















ment orders now to insure (materi 
delivery. s oug 

Don’t overlook our jobber }@Mmany . 
in the form of dealer helps WHR deale 


BR sy 


New York 30 Chu 














Phil a Iphia 1418 Walnut 
St. Louis 1552 Chemical ame '825 
Cleveland. 1239 W. Thi cisco 
Cincinnati. 9 E. Third 





(he Robbi\ 


Main Of P 
"al 
SPRINGFIELD 
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The R&M Fan Franchise for 
1925 is of greater value than 
ever before for these reasons. 
























The line for this season shows 
no radical changes in design— 
just a few refinements here and 
there. 






It is more complete than ever 
before with the development of 
the new 10-inch induction type 
oscillating fan. There’s now a 
fan for every need and every 
purse. 


Every R&M Fan has our guar- 
antee—we protect you. 









A most intensive advertising 
and merchandising campaign is 
under full sail and will send 
buyers to your dealers who will 
come to you for R&M Fans. 


rcks 
he § your dealers sell R&M Fans 


k yametors. This year’s effort has 

















h sifMM@productive of some unusually 
e qmmaterial which all of your 
s ought to have. Tell us 


many of each kind to send to 


dealers. 






er ie 
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S 


atstarecinieeleadacgaceta 74 Pearl St. 
1825 to 1829 Transportation Bldg. 
wecScceceseiaiail 701 Rialto Bldg. 
+827 Ellicott Sq. Bldg. 
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FTER all, a jobbers’ convention is no place to talk 
business. We all get together and meet each other, 
and swap stories, and smoke, and nobody tries to 

sell anybody anything. 


Yet there’s a whole lot of information passed around, 
may be by just such informal chats as these: 


Suppose some one of our jobber friends says “Well, you 
Dayton chaps have been going strong on radic, haven't 
you? That’s a good set, that Day-Fan.” 


And then wesay “Well, it’s sorter to be expected that we’d 
go into radio. All you men wanted us to, after you’d been 
selling Dayton Fans since the old water driven ceiling 
model back in 1889, and Dayton motors since the war. We 
ought to know a bit about building electrical apparatus.” 


“T’ve watched you” says another one of our friends. 
. y ° 
“That’s a big plant you’ve got there in Dayton.” 


THE DAYTON FAN 
DAYTON 


Hot Springs, Va. HA June 1 to 5, 1925 
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ot to talk Business. 


















‘‘Well, we say “we’re doing seven times the business we 
were four years ago, thanks largely to you men who pass 
on the product you believe in.” 


“Why don’t you call your whole line Day-Fan?” says 
another jobber. “Day-Fan Fans, Day-Fan Motors, Day-Fan 
Radio. It’s easier to remember, don’t you think?” 


Well, may be we will. What do you think? If we did, would you 
remember that all Day-Fan Products— Fans, Motors, and Radio— 
mean the same old reliable Dayton Fan and Motor Company? Some- 
time when you get a chance drop us a line on it. 


Yes, a jobbers’ convention is no place to talk business. There are 
no pictures in this advertisement. You know the looks of Day-Fan 
Fans, Day-Fan Motors, and the Day-Fan Radio. You know how one 
moves the air, another moves the load, and the third moves your feet 
to the music of the band. 


Why talk business? Let’s just say “much obliged to the electric 
supply jobbers for knowing good products—and here’s hoping the 
Day-Fan line keeps on deserving your confidence.” 


& MOTOR COMPANY 
OHIO 
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-and profit news 
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Radio Corporation of America 
Chicago New York San Francisco 
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Showing the attractive blue and 
crange display carton furnished free 
with each 10 plugs. 
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cheats products, correctly @ 

merchandised have made HEMCO 

great favorites among the jobbing trade. 
Hemceo’s policy is to keep Hemco products 

moving from your shelves to the dealer and 

then to the consumer. 


Advertising is creating consumer accept- 
ance; Hemco missionary men are selling the 


dealers, and teaching them to take full advan- 


tage of the display containers and other dealer 
helps. 


And every order is turned over to a jobber— 
This company never sells direct. 


This method of marketing has made Hemco 
products merchandising successes. 


George Richards & Co. 


557 West Monroe Street 
CHICAGO, ILL. 


Hot Springs. Va. KAA June 1 to 5, 1925 
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) Announcement for June ® 


“R. M.” Switches 





We are shortly to put on the market an enlargement of our “R. M.”’ 
Switch Line, including— 


| 600 Volt Switch (30 Amp. fusible and no fuse). 


(The 250V Switch has been ready for some months). 


~~ 


Motor Starting Switch with Time Limit Protective 
Cutouts. 


3. Two-Position Motor Starting Switch, which short- 
circuits fuses when starting motor. 


aN 
All quick make, quick break, operating on double-break principle. 
; aN 
Very low in price—Very rugged in design—Very small in size. 
LY 


This line meets a great demand for switches that will take up less 
room than those of the ordinary design. 


For use on motor driven machines and on heavy lighting circuits. 
QO 
Note: —Our No. 2221 Tumbler Type Motor - Starting Switch for 
Fractional H. P. Motors. List $1.82. (In 4-inch Box). 
YL 
Illustrations on opposite page give list prices and sizes of boxes. 
LD 


Literature will be mailed about June |. 


The Trumbull Electric Mfg. Co. 


Plainville, Conn. 


NEW YORK CHICAGO SAN FRANCISCO 
114 Liberty Street 2001 W. Pershing Road 595 Mission Street 
BOSTON PHILADELPHIA ATLANTA 
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(T) Announcement for June (T) 


The “R. M.” Safety Switch 


Rotor Movement— Small Size 


A new line of no fuse, fusible 250, 440, 550V Switches, 
including 2 types of Motor Starting Switches. 


The most economical high-grade 
type on the market today. 
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No. 2221, 
Special Tumbler 
Motor Starting 

Switch For 





The “R. M.” Switch The “R. M.” Switch The “R. M.” Switch Fractional H. P. 
No. 92221, 2 Pole No. 92321, 3 Pole No. 46221, No Fuse Motors. 
Box 8’x54"x4y4” Box 8”x6%4”"x44” Box 8”x6%4"x42” Box 254"x4”x1}}” 

List $5.50 List $7.00 List $4.80 List $1.82 
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The “R. M.” Switch The “R. M.”’ Motor The ‘“‘R. a es ang Switch 
Ty ~ ° ~ . 2 rr: . . oO. 

No. 92361, 3 Pole Starting Switch with Time Limit ‘Tico cudipatts Tiiaie when 

440-550V Fusible Protective Cutouts 





fuses are short circuited (2) “running,” 


ween No. 93361, 3 Pole ; a Sata 

Box 133%4"x7%"x5% pag pegs. when fuses are in circuit. 
: Box 1334"x756"x56 Box 87’x5%4"x4¥4” 
ss List—2 P. $9.50 List—2 P. $7.50 
List—3 P. 12.00 List—3 P. 10.00 List—3 P. 9.00 





ALL DISCOUNTS-—-SCHEDULE C 
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This Yate FvasHuicnut No. 2502 is 
sold in units of 15 Flashlights and 
30 Mono-Cell Batteries, packed in 
a handsomely lithographed display 
cabinet, as illustrated above. 
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Dollar LAG 


A Flashlight 
that sells itself! 


Shipped in a beautiful lithographed cabinet—a silent 
salesman on the dealers counter. It will break all 
records for sales turnover. 


Train your dealers to sell flashlights —YaLe FLasn- 
LIGHTs—and more especially, this one at $1.00. Teach 
them this important lesson: a flashlight customer con- 
stantly returns for renewal batteries and lamps giving 
continual opportunities to personally present the merits 
of other merchandise. This means more business for you! 


Here is a flashlight, at $1.00 that gives a substantial 
profit to your dealers and an exceptional value to their 
customers. Here is a flashlight that every wide- 
awake dealer will quickly sell. 


Every dealer will want a Yace display cabinet on 
his counter. The only question is who will sell it to 
him, Will it be you—or the other fellow ? 


Manufactured by 


YALE ELECTRIC CORPORATION 


Chicago Brooklyn, N.Y. San Francisco 


Hot Springs, Va. EFJA June 1 to 5, 1925 








To Retail 
at $100 


This full-fledged, rugged 
YALE-FLASHLIGHT consisting 
of a handsome 6% inch triple 
nickeled case, Edison Mazda 
Lamp, and two Yale Mono-Cell 
Batteries—retail price $1.00, 
complete. Composed of seven 
parts—all interchangeable and 
absolutely fool-proof. No con- 
tact switch to go wrong. Nocon- 
tact strips to corrode or break. 
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Rubber Covered 
' Wires and Cables 


Paranite Wires and Cables have 
always been distributed through the 
Electrical Supply Jobber and it is our 
intention to continue this policy in 
the future. 


Paranite is “more than code re- 
quires”. It has always been better 
than necessary—quality always fore- 
most. 


Honest products backed by an 
honest jobber policy—that’s Paranite. 


Hot Springs, Va. KA June 1 to 5, 1925 
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SALES SERVICE 


and 
Sales Helps 


FOR 


DEALER AND CONTRACTOR 


This Service has been prepared for the use 
of your Dealer and Contractor Dealer Trade. 


In it we analyze the various elements involv- 
ing the: sale of All Things Electrical for the 
Home, including Lighting Fixtures and includ- 
ing the following subjects: 


Why the Dealer should Advertise. 

How to interest the Consumer in his Merchandise. 
How to Display his Merchandise. 

How to sell Obsolete Parts and Fixtures. 

How to sell his Services, as an Electrician. 

How to sell All Things Electrical for the Home. 
How to sell with a Profit. 

Why he should buy Lighting Fixtures and All 
Things Electrical under a 100.% Jobbers Policy. 


This is a Medium that will establish ‘““Team Work” 
between Wahle Distributors and Wahle Dealers. 


POPP er Ss 


Albert Wahle Company 


(INCORPORATED) 


224 Fifth Ave.. NEW YORK 
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The 


Catalogues 
of the 


Leaders 











The electrical supply cat- 
alogues pictured here and 
on the two following 
pages are the first edi- 
tions of the new series 
made on the Donnelley 
Unit Selection Plan. 









































YOU ARE IN THE C@p 
THE LEADE 


When Your Catalogues Arde 
The Lakeside Pres 


HE Donnelley Catalogue Compiling 
Service is maintained for jobbers who 
believe in building for permanence by selling 


goods of quality, and who know the value of 


being represented by catalogues that are in 
keeping with the standing of their houses 


and their agencies. Ss 


ce a 


Central Elect 
Compang 


Younded 881 
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OR such jobbers The Lakeside Press affords the best 
there is in supply catalogues; the one highly special- 
ized organization in the United States of practical supply 
men, compilers, checkers, and indexers; undivided re- 
sponsibility for compiling, printing, and binding in one 
organization, with the highest financial standing; and The 
Lakeside Press standard of quality. 


We seek to serve you on this basis. 


Che Lakeside Press 
BLEY & SONS COMPANY 


3@0UTH COURT + CHICAGO, ILLINOIS 


























BS gear LAKES SUPPLY CO. 
I cuicaco.lt § 
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ELECTRICAL SUPPLIES MILL SUPPLIES 


TZ 





PLUMBING SUPPLIES AUTOMOTIVE SUPPLIES 


All Built on the Donnelley Unit Selection Plan 


What It Takes 
to Make Good Catalogue Service 


HERE is no easy way to render good catalogue service. The reorganizations and retirements 


among supply catalogue compilers in the last 20 years are significant. 


The building of satis- 


factory supply catalogues involves the successful handling of infinite details. It requires: 


1. A thorough knowledge of supplies and of the 
conditions in the jobbing trade. The Donnelley 
supply men were actively in the supply business with 
jobbers before coming to us. They know the business 
from the jobber’s standpoint, and become your own cat- 
alogue department while they are building your book. 


2. Extensive experience in supply catalogue com- 
piling. The Donnelley organization has built more 
than 1000 editions of catalogues for jobbers of supplies, 
and has today by far the largest output in the United 
States. 


3. A highly specialized organization. This enables 
each member of the department to render a service that 
would not be possible if he had to be a “‘jack of all trades.” 


4. Very extensive facilities for typesetting, print- 
ing and binding. ‘The Lakeside Press has the largest 
catalogue printing and binding facilities in the United 
States. 


5. A high standard of quality throughout. During 
the last 60 years Tor LAKEsIDE Press standard of qual- 
ity has become known wherever fine books or catalogues 
are used. 


6. Large financial resources, to be able to make the 
investment required, and to insure the completion of con- 
tracts. A Donnelley customer has no worry concerning 
the financial responsibility of his compilers. 


7. The complete handling of work in one organ- 
ization. At THe LAKESIDE PREss everything from the 
selection of the goods to the printing, binding and ship- 
ping of the catalogues is done under one management 
with undivided responsibility. 


8. Careful, interested personal service, and a 
known reputation for fair dealing. The great ma- 
jority of the Donnelley supply catalogues year after 
year are made for jobbers who already know from their 
own experience what Donnelley service means. 


This combination of advantages is obtainable only from the Jobbers’ Catalogue Department oj 


Che Lakeside Press 


R. R. DONNELLEY & 


SONS CO. 


CHICAGO - ILLINOIS 


IT IS BETTER TO SECURE THE BEST CATALOGUE SERVICE THAN TO WISH YOU HAD 























Sock it to the 
Retailer 


He likes it —— if it’s a Beaver Socket 


‘No retailer ever muffed a sale with 
‘Beaver Double Duty or Triple Duty Sockets 


Six points that point the way 25 Every time someone turns on the 

to sales: current to toast bread, percolate 

— coffee or to use the iron or vacuum 

(1) Brass contact member soldered ge (9 cleaner, they feel the need for a 
in place holds shell against pulling , >. ¥ c Beaver Triple Duty Socket. 


out or turning. Beaver Triple Duty Socket 
Vv riple y et per- 
(2) Heavy brass lamp contact mem- mits the use of two lamps and one 


ber pulled tight by screw through li “ ; 
mail plug holds both shells against pee? 8 See CaS aa 
pulling out. the illustrations tell the story. 
(3) Shells interlock and are soldered This same center portion, or han- 
together preventing rotation or pull- dle, contains the third outlet especi- 
ing out. ally designed for the cap of the 
(4) Screw head securely soldered standard attachment plug. 
to brass cap. 
(5) Handsome, sturdy molded 
casing. 
(6) Nickelplated 
shells heavier 


than usually 
used. 


Beaver Triple Duty Sockets are 
packed in attractive blue, white and 
black illustrated cartons and come 
to you with a goodly supply of 
window hangers. 


50c 


Taps is a signal for lights out 
—But Beaver Xtra Taps are 


ign for lights on. 
a Sign for lig: on CAT NoLAt 50¢ 


CARTON FOR B4 AND BS 
BRANCH OFFICES: 
Factory: Newark, N.J. *Chicago, Ill. *Los Angeles,Cal. *Denver,Col. *San Francisco, Cal. *Cleveland, O. 
625 No. Third St. 208 No. Wells Se. 1354 So. Hill Sc. 26 Iowa Bidg. 1066 Mission St. 1531 West 25th St. 


BEAVER 


BEAVER MACHINE AND TOOL CO., Inc. NEWARK, N. J. 
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TORK COMPANY .: 8 West 40th Street - 
TORK CLOCKS - TORK TIMERS - TORK LIGHTS - WIRE-NUTS 








TIME-CONTROLS 


For electrical service 


TORK CLOCKS and TORK TIMERS 
have made it unnecessary for 
people to wait upon their 
best servant —electricity. 


New York 


et “nrings, Va. KAA June 1 to 5, 1925 





Jor 


STORE WINDOWS 
ELECTRIC SIGNS 
POSTER BOARDS 
TRAFFIC SIGNALS 
STREET LIGHTS 
RAILWAY STATIONS 
PUBLIC CLOCKS 
CHURCH BULLETINS 
APARTMENT HALLS 
SIGNAL CIRCUITS 
PROTECTIVE LIGHTS 
ALARM SYSTEMS 
MELTING POTS 
FLOOD LIGHTING 
HEATING SYSTEMS 
REFRIGERATING 
WATER PURIFYING 
AIR WASHING 
POULTRY HOUSES 
ELECTRIC RANGES 
WATER HEATERS 
ELECTRIC OVENS 
KITCHEN SERVICE 
LAUNDRY CIRCUITS 
HOTEL LIGHTING 
INDUSTRIAL PROCESSES 
ELECTRO-THERAPEUTICS 
VIOLET RAY MACHINES 
ELECTRIC STERILIZERS 
HAIR WAVE MACHINES 
BATTERY CHARGING 
RADIO TIMING 


= 
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SERIES— 10 


TORK LIGHTS -. S 


are all bakelite—moulded 
in six lovely solid colors 
safe + untarnishable - beautiful 


One light—either up or down 
with push button control. 


Another socket—always “on—a 
really convenient outlet gracefully 
concealed. 


Think what this means in terms of lighting, decoration, 
enduring beauty, safety and daily or emergency service 


TORK COMPANY : 8 West 40th Street - New York 
TORK CLOCKS - TORK TIMERS - TORK LIGHTS - WIRE-NUTS 


e 


Hot Springs, Va. HA June 1 to 5, 1925 























MOULDED 
COLORS 


Ebony 
Old Mahogany 
Fine Bronze 
Pottery Green 
Ambergold 
Flame Orange 
Introductory Pack- 


age contains I pair 
of each color. 





S = 
Th ED / 


( 


$8. 


Ready to install 
on any outlet. 


Fits an Elexit 
wall plug. 


Has bakelite hold- 


er for glass shades. 


“So 
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ej Banverrue) le): 
series in the 
Saturday Evening 
Post 
7,000,000 
will see it / 


Hot Springs, Va. EA June 1 to 5, 1925 
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If a man understands that qual- 
ity is worth a little higher price— 
you will find it easier to land the 
job—and at a fair price, too. This 
Wiring System campaign in the 
Saturday Evening Post is doing 
three things: It is making people 
realize the need of quality wiring 
for lifetime service. It is driving 
home the fact that a G-E Wiring 
System is the name for quality. 
And it is making builders see 
the bigger sales value of a house 
that has a G-E Wiring System 
throughout. Specify G-E. And 
get the bid on quality. 





land the job 

















Here are points of 
quality in G-E 
convenience outlets: 





The body is one inch deep, 
permitting its use in shallow 
boxes in thin partitions, yet 
allowing ample wiring room. 


It has long binding screws, so 
that wires can be loopedeasily. 


It has strength. The parts are 
of heavy gauge metal and high 
grade compound. 


Wide mounting ears resting 
on the plaster automatically 
align the outlet to take the 
flush plate. 











WIRING hens’ 


~for lifetime SCVUICE 


MERCHANDISE DIVISION 


| GENERAL ELECTRIC 


GENERAL ELECTRIC COMPANY 





MERCHANDISE DIVISLON 


BRIDGEPORT, CONNECTICUT 





Hot Springs, Va. KAA June 1 to 5, 1925 
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CON DUITS 


“LOOMFLEX” 
“XDUCT” 
“ELECTRODUCT” 


| Products that are RIGHT, from 
raw material to finished conduit; 
in each step of manufacture the 
end in view is perfect quality. 


; A sample will show— it is mailed 
on request. Along with QUALITY 
PRODUCT is a PRICE in line 
with competitive conditions and a 
SERVICE that is second to none. 


| We distribute our conduits 100% 
through Electrical Jobbers; our 
CO-OPERATION with jobbers 
includes complete protection as 
against any other class of trade. 


BRANCH OFFICES 
CHICAGO 
ATLANTA NEW YORK PITTSBURGH 
BOSTON PORTLAND LOS ANGELES 


American Circular] 


90 WEST STREET 





































Hot Springs, Va. Ef: A, June 1 to 5, 1925 
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RIGID STEEL ona 
FRAXIBLE NON-METAL 


QUALITY PRODUCTS 


rilLoom Company 


§ NEW YORK CITY 














Hot Springs, Va. EAA June 1 to 5, 1925 | 
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Get This Collyer Rack 


---it will make sales 





A ten spool COLLYER rack will be given 
to you FREE OF CHARGE with a. 


reasonable size order of assorted cords. 


COLLYER INSULATED WIRE COMPANY 


PAWTUCKET, RHODE ISLAND 


Manufacturers of all kinds of insulated wires and cables 














Hot Springs, Va. EAA June 1 to 5, 1925 
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Rhode IslandRed 


— th e wire thats different 





















HOSE well-worn words “wire is just wire’’ can never be 


applied to RHODE ISLAND RED for here is a wire that is 
different—definitely and distinctly different. 


This different kind of wire should appeal to the electragist 
because he is a different kind of contractor —- a man who does 
only the best work and uses the best materials, particularly the 
kind that create for him a profitable individuality. 

RHODE ISLAND REDp’S attractive red color makes it dif- 
ferent— it appeals to both contractor and owner and acts as a tell- 
ing trade mark for the man who does the work. 


We Make Red, White and Black in all sizes. 
Ask for a Sample 


Providence Insulated Wire Co. 


“Twenty Years of Experience” 


) Providence Rhode Island 


DE hay ie SK aT 








Hot Springs, Va. KAA June 1 to 5, 1925 
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American lasulator Corporation 
Products 














AMERICAN INSULATOR CORPORATION 


NEW FREEDOM, PA. DANBURY, CONN. 


COLD MOLDING PLANT 





BAHELITE PLANT 







Hot Springs, Va. KA June 1 to 5, 1925 
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16 
open Te 


— or $75.00 De Luxe 


SUMMON 


Write 
for 
Catalog 
and 
Discounts 


Factors 
for 


Fall Radio 


MAGNUS “B” ELIMINATOR 
Sales 


$25.00 


E MMU 


SUMMINUIUVUUUHOUUU UNL LL 
Scll MLN 


Magnutrol His : ee Console 








$150.00 


' 
Wt cn 


NENG USS nae feemees-Vy(en | vem @e):1 >) 


787-789 138 ST. NEW YORK.N.Y. 








Hot Springs, Va. EAA June 1 to 5, 1925 
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A New Type Motor Starting Switch 
250 Volt Double Throw 

\\ 
Catalogue No. 3033 . 
Shown in Running Position N : 
Inside Dimensions 714” Wide x 9” High x 4” Deep \ 
NET PRICES TO CONTRACTOR AND DEALERS \ 
. F. O. B. DISTRIBUTORS WAREHOUSE NV 
ee No. Of No. In In Std. [In Less Than NN 
Cat. No. Code Word Amperes Paden Std. Pkg. Pkg. Std. Pkg. N 
3032 | LANK 30 2 | 10 6.25 Ea. 6.75 Ea. \N 
3033 | LEAP 30 3 10 6.75 Ea. 7.25 Ea. \ 
DECIDED ADVANTAGES OF OUR NEW MOTOR STARTER \ 
1—Only six (6) connections to make on 3-Pole Starter—3 to line and 3 to load. \ 
2—If necessary, switch can be thrown from starting position to neutral position with- N 
out going into running position. NV 
3—Space required for mounting is reduced to a minimum. N 
4—Ample wiring space permits of rapid installation. \\ 
5—Adequate knockouts at top, bottom and left side of cabinet. NN 
6—Baked enamel finish with drawn cabinet cover gives excellent appearance. N 
Order a standard package from your nearest electrical jobber. \ 
Write for a copy of our April 6, 1925 Price Bulletin which gives complete information \ 
on our Meter Entrance and Industrial Type switches. N 
Wadsworth Safety Switches | 


Covington, Kentucky 


DISTRICT REPRESENTATIVES 
CHICAGO DETROIT CLEVELAND PITTSBURG KANSAS CITY NEW YORK 









Hot Springs, Va. HA June 1 to 5, 1925 
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/ 


Selling Central Conduit is easy sailing for 
the jobber’s salesman. The reason for this 
profitable state of affairs is the electrical con- 
tractors’ thorough acquaintance with the 
qualifications of ““Central Black’’ and “‘Central 


“Central Black”’ nC. 
(Enameled ) White” Conduit. 


Contractors know the elastic enamel of 
“Central Black’’ is baked on by a process 
which prevents it cracking or flaking under 
the most severe conditions of installation and 
service that entail bending and twisting. 


The men on the job give preference to 

“Central White’’—an electro-galvanized con- 

duit—for installations in concrete or exposed 

construction where the conduit is to be 

painted. The zinc coating of ‘Central 

White” is uniform and continuous; its ex- 

“Central White” terior smooth and all threads are clean. There 
(Galvanized) are no pin holes in this conduit. 


Tell your salesmen to inform their trade 
that you can supply them with Central Con- 
duit. 








Hot Springs, Va. EAA June 1 to 5, 1925 
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| REPRESENTATIVES 


New York City 
V. F. Gates 
Boston 
S. B. Condit, Jr. Co. 



















Philadelphia 
Wm. A. Leiser & Co. 


Chicago 
M. B. Austin & Co. 


Cleveland 
D. C. Griffiths Co. 
Columbus 
Coffin-Perry Co. 
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Atlanta 
H. C. Biglin 


ate 


Denver 
B. K. Sweeney Electrical Co. 


Los Angeles 
San Francisco 
Seattle 
Ewing-Lewis Co. 
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Smith Hirschman & Grylls, Architects ant 
TWELVE CARLOADS “LORICATED” CONDUIT 








CSARLAND MANUFACTURING Co. 


Pittsburgh Pennsylvania 














Hot Springs, Va. XGA June 1 to 5, 1925 
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QUALITY 


Since 1899 the byword of the W. N. Matthews Corporation has been QUALITY. Buy- 
ers of our equipment have recognized this. No matter whether it is a Fuswitch or a 


Lamp Guard, when made by W. N. Matthews Corporation it is the best of its kind. 

































MATTHEWS SLACK PULLER 
Takes the place of block and tackle for pulling guys, changing 
insulators, etc. 











MATTHEWS Type O K 
FUSWIT 
Rating 100 Amperes, 7500 Volts 





MATTHEWS Type H Q 
FUSWITCH 
Rating 200 Amperes, 7500 Volts 





Matthews Holdfast Lamp Guard 











MATTHEWS DIS- 
co NNECTING * SWITCH 
Rating 100 Amperes, 7500 Volts 























N° 1200 N°1000 N°600 N°S5ER N°75E-R N°GSOR N°GIZR 








Matthews Scrulix Anchors, Specifications of Anchors and Tools 

















: Size of Weight 
Matthews Scrulix Eyenut Saves Trade Diameter Galvanized Ibs. Length Cross Arm 
ye Bolts Nos. of Anchor Rods per 100 Overall ee a 

612-R 6 in. % in. round 750 6 ft. Unless Specified 
658-R 6 in. % in. round 1050 6 ft. Prue SO‘ Extca | 
758-R 7 in. % in. round 1200 6 ft. ————— 
858-R 8 in. % in. round 1500 6 ft. 
567 Wrench 2900 5 ft. 4 in. 
865 Ratchet Handle 1500 37 in. 
300 Auger (3 in.) 1650 5 ft. 11 in. 
375 Auger (3% in.) 1750 5 ft. 11 in. 
800 8 in. 1% in. square 3700 6 ft. 
1000 10 in. 1% in. square 5700 6 ft. 
1200 12 in. 1yY in. square 7900 6 ft. 








No. 567 must be used with 612-R, 658-R, 758-R and 858-R. No. 865 
is used with No. 567 where a ratchet handle is needed. No. 300 
Auger is used in hard ground before installing 612-R, 658-R and 





Matthews Cable Clamps For /758-R. No. 375 is used in hard ground before installing 858-R, 800, MATTHEWS Open Type 
Dead Ending and Corners 1000 and 1200. Longer rods and wrench tubes can be furnished on FUSW ITCH 
3/0 to 1,000,000 C. M. Cable special order at additional ‘charge. Rating 100 aaa, 15000 Volts 











W.N. MATTHEWS CORPORATION 
3712 FOREST PARK BLVD., ST. LOUIS, MO. 


BETTER DESIGN—BETTER SERVICE—BETTER RESULTS 
SINCE 1899 














Hot Springs, Va. EJA June 1 to 5, 1925 
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yr TYPEA V. V. TYPE 1 VV. ¥. T¥Fe 2 
POSITION Combines A rapid Fittings Combine, ¥ iad Fittings ayer a 
REVERSIBLE 


























Fittings 
Instead 
of 8 





V. V. TYPE LFB = \ Av , Oi ' 


Combines LF and LB — 


REVERSIBLE 


Two in one 

V. V. Fittings fill two or more requirements. One Tyne L, for instance can be reversed 
to serve either left or right hand use. ; 

This V. V. Reversibility and wide adaptability means: Less stock, less investment, greater 
turn-over, better service, increasing demand, repeat orders, satisfied customers, new 
customers. ; 
Jobbers Salesmen have something different, something better to sell in the V. V. line— 
meaning greater business for the Jobber who stocks it. 





V.V. TYPE L 


Combines LL & LR Fittings 
Two in one 


V. V. FITTINGS 
COMPANY 


Philadelphia—7 11 Cherry St. 
Chicago—710 W. Jackson Blvd. 
New York—50 Church St. 


GS 

















Send for Complete Catalog 


YY TAY] FT 
“Wel REVERSIBLE 
Za EHE EXE 


Hot Springs, Va. A June 1 to 5, 1925 
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Yes indeed — : 
its Nationally Advertised! 


JEFFERSON 


TUBE REJUVENATOR 


a remarkable “headliner” to 
gain the dealer’s interest. 


The successful public speaker opens with an 
interesting story to win his audience. The 
successful jobber’s salesman similarly gets off 
to a favorable start by showing the dealer 
something new, live and interesting. 


Here’s just such an article—a remarkable 
“headliner” for you. It’s the Jefferson Tube 
Rejuvenator—keeps radio tubes at full effi- 
ciency. Monthly use in the home greatly im- 
proves radio reception and lengthens tube life. 


National advertising in all the publications 
shown above emphasizes the need of Jefferson 
Tube Rejuvenator for better summer recep- 
tion. Here’s an extraordinary avenue of sum- 
mer radio profits for every dealer! 


Tell your dealers about the Jefferson Tube 
Rejuvenator. They've seen it advertised. 
Make a summer sales record in radio! 


Jefferson Clectric Manufacturing Co. 
501 S. Green St., Chicago, Ill. 


Makers of Jefferson Radio, Bell Ringing and Toy 
Transformers; Jefferson {park Coils for Auto- 
mobi'e, Stationary and Marine Engines; Jeffer- 
son Oil Burner Ignition Coils and Transformers. 








Hot Springs, Va. 
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JEFFERSON 


REJUVENATOp 











$10 in Canada 


Attached to any a.c. electric light 
socket, the Jefferson Tube Re- 
juvenator “brings back” weak 
tubes in just 10 minutes. Takes 
large or small tubes—201-A, 
301-A, UV-199, C-299. Operates 
on alternating current only. 


June 1 to 5, 1925. 
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ELVET CONDENSERS 
RNIER AND DIALS 








Made oy the NATIONAL COMPANY, INC, 


sive Manufa of the genuine and justly famo 


NATIONAL 
Browning-Drake TRANSFORMER 


Write for Bulletin 105 J. S. 
NATIONAL COMPANY, INC., 110 Brookline St., Cambridge, Mass. 





~ ——— aid 7 Aad 
Hot Springs, Va. ¢ fT. A. June 1 to 5, 1925 











THE JOBBER’SfJJSALESMAN 














Type 247-W 








; Type 310—Dial and Indicator 





Popularly 
Accepted by 
Set Builders as 
Standards of 
Electrical and 
Mechanical 
Efficiency 





‘i | GENERAL RADIO PARTS 


Popularly 


} 


[ GENERAL RADIO @? 
| 
} 


‘SQ Af | 
} | 
S47 | 
| e/ | 
- i 
\ Cambridge. Mass 
\ U.S.A 4 
\ 


of Profit 


TYPE 247-1 Cop 500 MEF. 
ge ENSER 
OND 
VARIABLE AIR C 


PRICE $5.00 





Jobbers—the tendency of radio deal- 
ers today is to concentrate upon fewer 
lines of merchandise. They are elim- 
inating many of their conflicting items 
and carrying only those sets and parts 
which assure them of an active turn- 
over with liberal profits. This is the 
surest indication that the industry is 
getting settled and established upon a 
more sound commercial basis. 





As for parts—dealers are universally 
concentrating upon the General Radio 
line. Naturally—the popularity of 
General Radio parts means a steady de- 
mand which gives the dealer his turn- 
over and profits. All this means good 
business for the jobber. If you are not 
getting your share of the parts business, 
write for the latest General Radio Cata- 
log 920F with price sheets. Get be- 
hind the line with the red boxes and the 
General Radio label. 


GENERAL RADIO CO. 


CAMBRIDGE, MASS., 
U.S. A. 











Hot Springs, Va. EFA June 1 to 5, 1925 


































Priced to Give 
Jobbers and 

Dealers a Good 
Turnover with 


Type 301—Rheostat 
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NEW, IMPROVED 


FITZ-M-ALL OUTLET BOX HANGER 


Fitz-M-ALL 


OUTLET BOX HANGER 








Any style box can be used. Does 
not interfere with conduit pipes, cable 
or wire; made in two sections for easy 
installation on all work. Can be used 
between studdings for side _ outlet 
boxes, as the two sections may be 
made into an adjustable bar which 
extends from studding to studding. 
The clip fastens the box and at the 
same time clamps the bars together. 


We've improved the Fitz-M-All Outlet Box 
Hanger. The change we've made will do away 
with all clips and will permit the bar to bolt to 
any make box. The lower part of the hanger 
has been slotted—it permits the bolts to go 
through it and connect direct to the box. 


The New Fitz-M-All Outlet Box Hanger has 
been designed by a practical electrician, who has 
studied the requirements for years. This simple 
device can be used with equal results on old or 
new work with either conduit, loom or 
armoured cable. Can be positioned up or down 
for deep or shallow boxes, in or out to the exact 
position desired. 


Can be used between studding. Packed 50 to 
the carton—List Price 10c complete—send for 
sample. Liberal discounts to the trade. 


KRRUSE 


SWITCH BOX SUPPORTING STRIP 


A package product in 1614” length that over 


400 jobbers re-order regularly. 


Soft metal, easily snipped. Lath ends enter 
holder easily without whittling. Short pieces 


can be used without waste. Saves hours of time, 
both yours and your contractor's. 


Samples on request. 


CLIP ’EM OFF, NAIL 
"EM UP—IT’S DONE 


MID-WEST METAL PRODUCTS CO. 


MUNCIE 


INDIANA 


Hot Springs, Va. ESTA June 1 to 5, 1925 
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4 inch x 5% inch Box with 
Adjustable Cover. 


No. 441 Floor Outlet with 
No. 459 Cover Plate. 





Wiring 


Devices 
give the 


Perfect 





(No, 441). 


| ree. Cy ees 








External view of No. 477 Outlet, 
showing neat, compact 
appearance. 








Sectional View of No. 442 


External view of No. 401 Out- 
let with No. 466 Nozzle. 


“Steel City” 





Sectional view of No. 477 
Outlet showing Hubbell 


Installation en pes Bane yo 


Steel Strap. 


PITTSBURGH, 
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Floor Outlet. New Equitable Building, New York City; D. H. Burnham & Co., 
r 


chitects; Thompson-Starrett Co., General Contractors. 


The new Equitable Building is one 
of the world’s finest office buildings 
as well as an architectural achieve- 
ment. No less noteworthy is its 
electrical installation; its quality, 
completeness and permanence are 
“marks of merit.” 

“Steel City” Outlet Boxes and 
Covers, Star Bushings, Lock Nuts, 
etc., were used throughout. In hun- 
dreds of other famous buildings— 
where only the best equipment is 
considered—“Steel City” has played 
a prominent part in the wiring work. 
Contractors know “Steel City” Wir- 
ing Devices give the “Perfect Installa- 
tion.” Therefore, jobbers are experienc- 
ing little trouble in selling them. If you 
are not a “Steel City” distributor, write 
us for proposition. 


Chectriet 





PA. 














Hot Springs, Va. KA June 1 to 5, 1925 
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A new floor fitting 


for banks and offices 


LOOR distribution systems, however elaborate 

they may be, are inadequate without the proper 

equipment above the floor. Because of present 
day conditions in banks and offices, floor connections 
conveniently located have become almost indispens- 
able. 

The R&S line of electrical fittings has been aug- 
mented by the “Number 2696,” which, together with 
the well-known R&S bushed stand-pipe, provides an 
ideal combination for high and low tension applica- 
tions—light and telephone or similar requirements. 

“Number 2696” is a duplex 


receptacle—plug in either end 
for desk lamp, Dictaphone, add- 
ing machine, etc. 

“Number 1922” is a_ single 
outlet for low tension purposes, 
such as telephone, push-button 
or annunciator. 

“Number 2619” is a_ brass 
flange, which, in addition to 


There is an R & S fitting for every demand 


Russell & Stoll Company 


53 Rose Street, New York 


BUFFALO CHICAGO BIRMINGHAM BOSTON DETROIT CLEVELAND 
LOS ANGELES PHILADELPHIA PORTLAND SAN FRANCISCO 




















lending neatness, securely holds 
floor coverings in place; it also 
affords a locking aetion on the 
threaded extension. 


These ruggedly constructed 
fittings are applicable to all types 
of floor distribution systems and 
insure satisfactory electric ser- 
vice. 
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COMBINATION AS 








<< 1921 


1922 —— 


2619 


COMBINATION AS 


ILLUSTRATED ILLUSTRATED 
CATALOG No. 3000 CATALOG No. 2630 
. ‘ Height, 6 inches over-all 
Height, 6 inches over-all. Designed especially fo 


Furnished 
part. 
receptacle 


parallel blade plugs. Stand- 
ard finish, brush brass. 


Heavy 


housing. Brass extension 4 
standard 


inch, 


Lock flange of heavy brass. 


complete 
Moulded composition 


for tandem or 


brass receptacle 


telephone or annunciator 
work. 
Moulded composition bush 
i brass extension, 
standard pipe siz¢ 
heavy brass_ lock 
flange. Standard finish, 
brush brass. 
No. 1942 has 3% inch stand 
ard pipe size extension and 
calls for corresponding 
flange No. 4 


or in 


pipe size. 


Convenience Plus 


Accessibility 








Means close 
industry in the solution of common or unusual ele< 
trical problems. Our experience and facilities are sut 
ject to your command. 


R & S Service 


cooperation with the entire electrica 
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HAT Cutler-Hammer has con- 

tributed to the electric wiring 
device field can well be appreciated 
by referring to the products illus- 
trated—every one developed and 
placed on the market initially by 
Cutler-Hammer. 


Besides these the C-H line in- 
cludes many others—and to still 
better serve—more will be an- 
nounced shortly. 


cAnnouncement of 
New Products 
to be made in July 


Shortly after the first of July, an im- 
portant announcement will be made con- 
cerning new C-H products, forerunners 
of a series which will complete the 
Cutler-Hammer line. of wiring devices. 








THE CUTLER-HAMMER MFG. CO. 
Works: MILWAUKEE and NEW YORK 


New York Philadelphia Boston Buffalo 
Chicago Clevelan Detroit New Haven 


Pittsburgh Cincinnati St. Louis Wilkes-Barre, Pa. 
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Heater Value on the market. 














A HOT i, 


That Will Boost Those 


Commission Checks 


The Waage 3-Heat and 
the Waage Redio Iron— 
a combination that gets 
the enthusiasm of every 
dealer, that enables him to 
cover his field with the 
least investment. 

The Waage 3-Heat is 
the fastest-selling iron on 
the market. It is the only 
iron with 3 distinct heats; 


HOT — for flat work; 





Waave 3-Heat (63A). Weight, 6% Ibs. 
Watts, 170-490-660. List, $6.75. 


MEDIUM—for ordinary work; LOW—for delicate work. 
It is the iron for those who want nothing but the best, yet 
sells at a price no higher than that of an ordinary iron. 





Redio Iron (161). One Heat. List, $4.00 
Weight, 6 Ibs. 


The Waage Redio Sin- 


gle Heat Iron is a high 


quality iron—specially de- 
signed to enable dealers to 
meet competition and to 
satisfy those customers 
who are “‘price’’ shoppers. 


Push this combination 
and you'll be surprised at 
the way the orders come 
in. It’s just what dealers 


want. And don’t forget the rest of the Waage line, everyone a 


big money-maker. 


Follow the Waage Way—you'll find those 


commission checks getting bigger every month. 


Our new “<i just out! Gladly sent on request. 













t Orders Now 


The Waage Sun- 
Heat. Attractive 
appearance; stur- 


efficient perform- 
ance. | 
and biggest value 










heater on the mar- 
. Height 164”. 
¥Y"” Bowl. Solid 
Copper. 

List Price $6.00 


For Fall Business 


Immediate Delivery—September Dating 


construction; 
Lowest price 


any quality 








6 Reade St.. New York 
1410 Patterson St., Dallas, Tex. 


WAAGE ELECTRIC CO. 












, Guard and 
*t. We.ght, 6 Ibs. 
$4.50 















<n 











Redio Iron (161). One Heat, with Sep. Stand. 
List, $4.00 
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5100 W. Ravenswood Ave., Chicago 
1622 W. 16th St., Los Angeles, Cal 


WAAGE WINNERS 101-7 














Connect-All Cord Set. Fits 
= all makes of none. 








Yo. 6A an 
Detachable she in 




















Heating E'ement 
For most all single- 
$1.40 










































| Triple - oy a 
(H-P.3). 























Waage 3-Heat (63A). 
6% lbs. Watts, 170-490-6 
List, $6.7 
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He KNOWS He “Sits 


On Top O’ the World” 


: E’S a jobber’s salesman. And he’s glad to tell you he is. But that isn’t all. His 

house is jobbing the LIBERTY line too. It wasn’t jobbing the LIBERTY line 
when he joined the organization, but his house is filling LIBERTY orders now like it has 
never filled Hot Plate and Toaster orders before. This is the same jobber’s salesman who 
showed his dealers how bigger profits are being made with this good popular priced line 
that not only results in bigger volume but which also brings more people into the store 
who buy other merchandise. And then on top of this he knows that back of the LIBb- 
ERTY line is an organization that backs him up with the right kind of cooperation to cut 
down sales resistance, create a bigger, better demand and—to use the proverbial expression 
—let him know that he “Sits on top O’ the World.” 


He is a jobber’s salesman. 
He is the future merchandising man in the electrical appliance field. We give him and 
his organization our convention greetings! 


The Liberty Gauge & Instrument Co. 


6612 Euclid Avenue - - CLEVELAND, OHIO 
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HUBBELL Sockets 


























we) 


Hubbell Sockets on Test 





(a %n te Pa tn @ 





. UBBELL Sockets are 
. Need Lag! qualified by test to mea- 
‘ SS sure up to the demands for 
! smooth action and continuous 
4 service. 

4 Materials and workmanship are 
! thoroughly tested on: machines 
: designed to maintain the stand- 
y ards expected of Hubbell 
r Sockets. 

% All Hubbell Pull 

¢ Sockets sre seer In the illustration, sockets are 
r Acorn. Cuickiy “ee shown undergoing actual fac- 
4 detached. No_ special tory tests before shipment. 
. ese Every socket also receives an 
: electrical test. 

4 Hubbell quality is an estab- 
: lished standard. 

T . 

1 HARVEY HUBBELL: 


ELECTRICAL WIRING DEVICES 
BRIDGEPORT CONN. U.S.A. 
NEW YORK.N.Y. CHICAGO, ILb. 





' 2569-U 
“Reg. U.S. Pat. Off.” 
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The Cleaner with the Sel f-Starter 





ood Cleaner to 


We will be glad to 
tell you why 
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The American Safety Entrance 






























Construction:— 


Line connections in bottom of cabinet. 











Meter connection in top of cabinet. 


. Load connection on right side of 
mnt cabinet. 








oe 4. No crossed wires. 


Positive marking of wiring by using 
all copper parts and screws on hot side 
and brass parts and screws on neutral 
side. 











6. Ample provision for all line and load 
wires to enter and leave cabinet. 








7. All insulating bases and handle made 
of indestructible molded insulation. 








“An American Product’: 8. 8—%” Loom knockouts. 
) 8—l,,” Conduit knockouts. 
prin: 5—%4,” Conduit knockouts. 
de Ss 3—1” Conduit knockouts. 
\ 1—114” Conduit knockout. 


2—Trough Twistouts. 
Removable shutter in top for meter. 


9. Dimensions: 
Length 10”. 
Width 10”. 
Depth 314”. 


Finish: Dull black rubberized. 


Weight: Each Net 9 Ibs. Standard 
package of five packed 50 lbs. 




















Packed: 5 in fibre carton. 
























peru 


= Remember— 
— No Porcelain Used 


Non-Breakable Construction 














Le ysmcanaaae sicdeamalie ee 
THE AMERICAN ELECTRIC SWITCH CO. 


Manufacturers of Electric Switches 
GENERAL OFFICES AND WORKS AT MINERVA, OHIO 
DISTRIC£ OFFICES IN PRINCIPAL CITIES 
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9-Cup Percolator 
List Price, $6.00 


How About It? 


Are you going after medium priced appli- 
ance business? If not, you are letting a 
big volume of sales and profits slip away 
that should be yours. 

No. 250 


Swivel Curler 


List. Price, $3.50 With Security Appliances a big end of 


this business can be yours. The Secur- 
ity line does not conflict with other lines. 
Its price is low and its quality is right, 
backed by eight years of experience and 
absolute financial responsibility. 

No. 40 


Security Stove 


De a An immediate 100% increase in the size 


of our factory tells its own story of the 
growing popularity of Security Appli- 
ances with the jobber, the dealer and the 
consumer. 


With the Security Line you don’t have 
RB ny A to shop around for this, that and the 
a other thing, for it is complete from be- 


z ginning to end. 
f , 2 
Last but not least, we have an absolute 


iron clad jobber policy that protects you 
0. 167 


No. 
Immersion Heater 100%. 
List Price, $2.00 


a oe 


No. 151 
Fit-All Plug 
List Price, $0.40 


Better write today for full details 


Security Electric Mfg. Co. 


2635 Canton St. :: Chicago, Il. 
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No. 215 
3-Heat Pad 
List Price, $7.50 


Toaster and Grill 
List Price, $5.00 


No. 25 
Radio Soldering iron 
List Price, $2.00 


No. 190 
Straight Toaster 
List Price, $3.50 


No. 35 
Fit-All Element 
List Price, $1.25 


No. 180 
Dise Stove 
List Price, $6.00 
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“AMERICAN BRAND® 


HAS NO EQUAL 





A WEATHERPROOF WiRE AND CABLES 


“AMERICAN 


Has been accepted for over 25 
years by the largest users in the 
United States after being tested by 
the most prominent Engineers in 
the Electrical Industry. 





It does not crack 

It does not peel 

It will not drip 
under the most trying weather 
conditions. 


“A-1 BRAND” MAGNET WIRE 


ENAMEL - COTTON .- SILK 


The quality that we have set for our product is recognized by the Motor and Igni- 
tion Manufacturers as being the standard that the Industry has needed for many 


years, to meet their rigid requirements. 


BRAND” 


WEATHERPROOF 


It weighs less per thousand feet 
Costs less per pound, and will 
Last longer on the line than any 


other wire on the market. 


All of these factors have been 
considered our most important 
features in building our business 
and products. 





“BRENNER BRAND” COPPER WIRE and CABLE 


We specialize on High Tension Cables, Telephone and Telegraph Wire, and Line Wire, to meet any 
standard specification, all of which is rolled, drawn, and stranded in our own plants, equipped with the 
most modern machinery, controlled and supervised by men of many years experience in their respective 
lines. Large stocks are carried for the convenience of our clients, 
throughout the United States, in all large cities. 


and our products are distributed 


Our Mills are located in Chicago, the center of the industrial world, and on transcontinental lines 
which enable us to serve our customers to the best advantage. 























PRODUCTS 





“‘American Brand” 


Weatherproof Copper Wire and 
Cable 


Weatherproof Iron Wire 
Slow Burning (Und) White Cop- 
per Wire and Cable 


Slow Burning Weatherproof Cop- 
per Wire and Cable (Black) 


“A-1 Brand” 


Magnet Wire 
Enamel-Cotton-Silk 


“Brenner Brand” 
Bare Copper Wire and Cables 


Antenna Wire 


Solid and Strand 


Guy Wire 
Single and Double Galvanized 


Hot Rolled Copper Rods 


AMERICAN INSULATED WIRE & CABLE CO. 





CHICAGO, ILLINOIS 
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Square Handle Tumbler 
GIVES you a 


Style Feature *« Works Feature 


STYLE in the popular Square 
Handle; Style in the particular de- 
sign of the H @H Square Handle. 


It’s shaped so the plate will always 
fit trimly, even when the switch is 
not mounted “‘just so.” Workman- 
like neatness, without slowing up 
the work. 


Indicating handle; white lettering 
for ON and OFF. And not the 
least thing of value in the lettering 
is the H@H mark—for what that 
indicates in a wiring job. 





BACK of the H@H Square Hand- 
le—the balanced movement of ‘‘8601 
Tumbler,” smoothest and quietest 
of lever-actions. 


Most durable mechanically, most 
positive electrically of any “works” 
in a shallow tumbler. Puts the 
user in touch with Quality he can 


feel. 


Costs your customer no more ‘than 
switches with no feature but handle. 
Competitive price, with something 
extra to take his job out of the price 
class! 


These are features that GO with your customers: —‘‘Looks” 


and “‘Works”— you find them easy to demonstrate. If you 
haven’t full-line catalogue data on 8601 SQUARE, drop 


us a line today. 


THE Hart & HEGEMAN MFG.Co. 
HARTFORD, CONN. 
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A Commercial Unit for 
Every Purpose 


The salesmen of Jefferson Commercial Units have a decided advantage 
over salesmen of other commercial units. The Jefferson Line is complete— 
plain and decorated in sizes from 4x8” to 8’x18” covering all sizes of 
lamps and types from kitchen units to the units for largest commercial 
installations. 


The three commercial units illustrated at the left are indicative of Jeffer- 
son shapes and designs. The jobbers who sell Jefferson Commercial units 
can satisfy every customer regardless of the extent of his installation. 


Let us show you the way to real commercial unit profits. 


A Real Jobbers’ Line of Lamps 
of Jefferson Quality 


In the Jefferson Line of table lamps, boudoirs and torchieres we offer 
the finest jobber line ever offered at the price. The illustrated 16” table 
lamps are two of our five styles and will outsell any other lamps on the 
market at the price. 

Of equal profit significance are the 6 boudoirs and 2 torchieres at the 
bottom of the page. These are in a quality and price class by themselves. 
They assure every jobber handling them a good profit and they will not 


under any condition be sold direct to dealers. 


Show the Jefferson Line and you'll sell it. Our jobber proposition is un- 
usually attractive. Get in your orders now for samples to show your trade. 


THE JEFFERSON GLASS COMPANY 
FOLLANSBEE WEST VIRGINIA 





la 


IMSS 








The Jefferson Quality Line of Boudoirs and Torchieres for the Jobber’s Trade 
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The New Blandin Duplex shown here 
is made of solid mahogany, 7”x26”. 
Takes either 7x18, 7x21 or 7x24 panel. 
Grooved for 3/16” panel. Panel may 
be mounted either vertical or slanting. 
Ample room for dry batteries. Hand- 
somely finished. 








This beautiful console is made in solid 
mahogany. It has room for “A” storage 
battery, “B” & “C” batteries and battery 
charger. This is positively one of the 
finest radio cabinets on the market and 
will add greatly to your prestige as a 
radio jobber. 


A Jobber Policy—100%! 


All Inquiries Referred to Jobbers 


The Blandin Phonograph Company has been build- 
ing fine cabinets since 1880—we are one of the pioneers 
in this industry. 


Step by step we have developed from coach building, 
to cabinets, to phonographs and in 1921 to radio cabi- 
nets. Each step has marked an advance in the cabi- 
net maker’s art. We have kept abreast with the rapid 
development of radio. 


Of great importance is our jobber policy which has 
always been a part of our selling plan in the past. To- 
day it is our merchandising plan. We believe the job- 
ber is the logical distribution channel. It has been 
proven to us through our own wide experience. 


Blandin Radio Cabinets are high grade cabinets— 
ones that will always increase sales for you in your 
radio department. Let us show you how we can coop- 
erate with you—write for jobber proposition. 


BLANDIN PHONOGRAPH COMPANY, inc. 
RACINE WISCONSIN 
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Leads equipped 
with spade clips. 





The bronze 
tipped solen- 
oid plunger 
which strikes 
the gong is 
prac tically 
wear proof. 












The entire 


erating parts 
exposed. 













































































]* Signal Engineering & Mfg. Co.’s bells the jobber and jobber’s 


man is offered a profitable line of electrical equipment that knows no 
A “Signal” bell can be provided for 
every need. Schools, industrial plants, hospitals, buildings of all kinds, rail- 
roads, street signal systems, code calling systems and fire alarms are just a 


season nor limit to sales possibilities. 


few of the many ever present markets for “Signal” bells. 


Every element of quality, durability and appearance is embodied in “Signal” 
bells, which, together with their popular price, make them very saleable 
items. Tests equivalent to ten years of actual service failed to wear out any 
They are made in 4, 6, 8, 10 and 12-inch sizes—to suit 


part of the bell. 
every purpose—indoors and out. 


A policy to sell “Signal” bells strictly through jobbing channels and to pro- 


tect the jobber in every respect should certainly elicit your interest. 


request for details will put you under no obligation whatever. 


this page and write your request on the margin if you want. 


Write for discount sheets and literature. 


UNIVERSAL OUTLET 
BOX FOR BELLS 


Used for mounting (flush or 
non-flush) all bells regardless 
of size or type—with the ex- 
ception of waterproof types. 
Half inch knockouts on all four 
sides. Installation convenient 
and simple. Subsequent changes 
easily made. A great conveni- 
ence, especially in buildings 
where flush mounting is desired, 
allowing completion of all wir- 
ing regardless of size or type of 
bells to be mounted later. 





SIGNAL 


ENGINEERING & MFG. CO. 


529 CANAL STREET 
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WEATHERPROOF 
BELLS 


Cast bell metal gong 
(polished). Thoroughly 
protected from rain, snow 
and ice with cast metal 
hood. Cast metal uni- 
versal housing suitable 
for wall mounting. 
Moulded terminal block 
with brass inserts. 
Drilled top and bottom 
for % and % inch con- 
duit as specified. Hood, 
black enamel (baked) 
finish. 


NEW YORK, N. Y. 









Just tear out 
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The Unit of 
Day Brightness 


[he plain Denzar, in 
oth ceiling and pend- 
int types, has long been 
popular for school, store 
and office lighting; but 
n many locations some- 
thing more ornate in 
the way of lighting 
equipment is required. 
You can now get all the 
splendid lighting quali- 
ties of the Denzar, plus 
a decorative appear- 
ance, by using Denzar 
in one of its ornamental 
forms. 
































DENZAR No. 1600 





Romanesque design. An ad- 
mirable unit for church in- 
stallations. 

















tions. 





Ornamental 
DENZAR No. 1500 
A classic design of great beauty. The 
cast band of Grecian pattern is stud- 
ded with sockets for ball lamps. A 
fine unit for banks, public libraries, 
school auditoriums and similar loca- 


Beardslee Chandelier Mfg. Co. 


218 South Jefferson Street 


















Ornamental 


DENZARS 





The development of a number of orna- 
mental types of the Denzar has opened 
up a big new field for this popular 
lighting unit. Our new catalog (just 
issued) lists Denzars in both plain and 
ornamental types and should be part of 
the sales ammunition of every jobber’s 


salesman. Write for a copy today. 


Chicago, Illinois 
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Look for the Duck- 
cr PE 7” 7 
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~YOUR GUARANTEE 
FOR THE BEST LOOM 





ij ARN 
AL Uy 


WAR 
f | | 
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ESTABLISHED 1903 


The PLANT 


behind the product 
SAYLOR E.LECTRIC & MFG.CO. 


DETROIT, MICH. 





4 








¥ 
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She MARR 





INSULATED WIRE CONNECTOR 


PATENTED 


Best To Use and 
Best To Sell! 


Wiremen who have used THE MARR 
Insulated Wire Connector are enthusias- 
tic in their praise because it saves time 
and eliminates the chance of blackened 
walls, spoiled furnishings, the use of 
friction tape, rubber tape, solder, paste 
and a torch. 


With the MARR you cannot MAR. 
The MARR Connector makes a 20 sec- 
ond job of connecting from 2 to 8 No. 18 
stranded wires or their equivalent. 
Approved by National Board of Under- 
writers. 


For jobbers it is most profitable, because 
wiremen and contractors universally ask 
for the MARR Connector. Be able to 
fill their orders. Send for sample and 
prices. 











Here are the wires and connector ready 
to make connection. 





Wires have been pushed into connector 
and set screw tightened to hold them. 





Ends of wires that have been pushed 
through are clipped off. 





Insulating fibre cap is next placed on 
the connector. 


——D 











The finished job—neat and complete—a 
100% connection. 





THE RATTAN MANUFACTURING Co. 


P. O. BOX 1645-J 
NEW HAVEN General Sales Agents 


CONNECTICUT 


HATHEWAY & COMPANY, Inc. 18 HUDSON STREET, NEW YORK CITY 
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PROPP ELECTRICAL SPECIALTIES 


NATIONALLY 



























ADVERTISED 






To help Sales 


for you 


Propp Christmas 
Tree Sets 


We sell ONLY thru 
Jobbers 


Orders should be placed 
now with us for Xmas 
tree outfits for delivery 
when desired. This will 
assure prompt shipments 
and a stock on hand to 
give your dealer custom- 
This is a reproduction of 
advertisements that ap- 
peared last fall in the 
Saturday Evening Post 
and Good Housekeeping 
to help our jobbers and 
dealers sell Propp Xmas 
tree sets. We expect to 
again do national advertis- 


ers good service. 


ing this coming season. 

















THE PROPP POLICY IS TO HELP OUR JOBBERS MOVE OUR PRODUCTS BY CON- 
TINUOUS DIRECT ADVERTISING TO THE DEALERS THRUOUT THE COUNTRY 


‘¢PROPP’’ Silent Salesmen 

















Every unit PROPP ELECTRIC CORD SETS 
carton of ) yo IN) 
10 and6isa ee \ 





display box 

















Ask your Jobber for complete catalogue showing Propp Products 











ABOVE IS A REPRODUCTION OF ONE OF MANY DIRECT TO DEALER ADVER- 
TISEMENTS FOR THE PURPOSE OF CO-OPERATING WITH JOBBERS 


OUR PROPOSITION MEANS 
BIG DISCOUNTS TO DEALER 
SPLENDID PROFIT TO JOBBER 
ALL OF WHICH MEANS 


EASY REPEAT ORDERS FOR JOBBERS’ SALESMEN 


WRITE FOR COMPLETE CATALOGUE 
M. PROPP CO. 524-528 Broadway NEW YORK CITY 
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The Jobber’s Salesman and the Jobber Himself 











IT’S EASY TO 
TELL THE IL- 
LECAL,BOOT- 
LEG SETS. 
JUST LOOK 
FOR THE TAG 
AS ILLUSTRATED 
ABOVE. 
ANY EXTEN- 
SION TYPE 
OUTFIT THAT 
HAS NOT COT 
THIS TAG ON 
iT IS AN IN- 


FRINGEMENT. 



















Should KNOW This Tag 


yy means money to you—in more ways than 

ne. Do not buy or sell any extension type Christ- 
mas tree outfit unless it carries this tag. With the tag it 
shows that it was made by a properly authorized manu- 
facturer. Without the tag it is an infringement on U. S. 





4 Patent No. 1512888, and infringers are already being 


. “2 prosecuted. 


oo” Handle only extension type outfits with this tag. Protect both 


yourself and your customer. Often this gives you a wonderful talk- 
ing point with some customer who may be considering the pur- 
chase of non-licensed outfits from your competitor. Make your 
customer look for the license tag and you will get many an extra 
order. It will show the customer that you are well posted, look- 
ing out for his interest, and will greatly increase your standing 
with your trade. 


. To Make More Sales, buy The Genuine 
WOODWIN TATCHON XMAS TREE OUTFIT 


Besides being patented, Woodwin is the supreme outfit in the entire mar- 
ket. You can have your choice of socket type or parallel blade type ex- 
tension devices. Cemented sockets, -2 piece plugs. Officially approved 
by the National Board of Fire Underwriters. Clean merchandise, beauti- 
ful in appearance, perfectly made, fully guaranteed, attractively packed 
in 4-color art display boxes. 





Write for Catalog 320 


The Genuine Woodwin 
Tatchon Xmas Tree Outfit 
Legally tagged under Patent No. 1512888 





C. D. Woop ELECTRIC Co. 


965 BROADWAY 














Manufacturers since 1909 


NEW YORK 


MUVVTIIIIIIINIDITIALIDIAT LILI EPLLLLLLL LDA PT TT IIS ESDP PASCUA SIAL IAS T iL titty 
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LYMOUTH 


The live jobber is 
always looking for 
products which will 

give quantity sales and a 
good margin of profit month 
after month. 









































Plymouth Friction Tapes 
are absolutely guaranteed 
against drying out and to 
exceed in quality the highest 
electrical specifications. 











Since 1896, we have con- 
scientiously adhered to a 
firm policy of selling through 
jobbers only—another rea- 
son why we are leaders in 
the tape industry. 


If you are not a distributor 
of Plymouth Tapes you are 
overlooking an additional 


PR source of profit. 
inch BEstored Wi 4 is. 
\GO/, Ask to see our representa- 


tive—sales offices and stocks 
in all principal cities. 


ey TAPES 


P. R. 
Splicing Compound 





Mertactured iy 
PLYMOUTH ROBBER CO.. Inc. 
CANTON. MASS 
USA r 











PLYMOUTH RUBBER COMPANY, INC. 


CANTON MASSACHUSETTS 


Hot Springs, Va. June 1 to 5, 1925 
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JEWEL, 


ELECTRIC VACUUM CLEANER 


\ SOLD ONLY THROUGH JOBBERS 


The JEWEL is sold under a policy which absolutely protects the Jobber 
and Dealer. It is not merchandised through Direct-to-Consumer Cat- 
alogue Houses either openly or under a private trade mark brand, but 
is sold only through the regular channels of trade to 
the consumer yia the dealer who, in turn, buys his 
JEWELS from his Jobber. 


You, Mr. Jobber Salesman: /t is your duty 
to know that the cleaner you handle is not sold 
through direct-to-consumers mail order houses. 


Back a manufacturer who is protecting 
your interests. 


WAS $55.00 
NOW RETAILS FOR ONLY 


$39.75 


This is a regular $55.00 cleaner— 
reduced to retail for $39.75, not 
merely a cleaner built to meet 
.a price. Both dealer and con- 
sumer realize that it is a 
quality machine when they 
see its $55.00 features 
and learn that it is 
guaranteed for TWO 
YEARS. Made for 
15 years by one of 
the pioneers. 








Outstanding Features 
of this 


Bigger Better Cleaner 


Over-size 1/5 HM. P. motor— 
Air Cooled. 

Non-cramping Pistol Grip. Han- 
dle with convenient push button 
switch. 


Full 14 inch Aluminum nozzle. 





Long Nozzle Points to get into 
Corners. 

Special adjustment on_ rear 
Roller to raise or lower Nozzle 
for different rug nap _ thick- 
nesses. 


Finest aluminum castings. 


Double, detachable, self cleaning 
Brush. 


All plugs and fittings are stand- 
ard and are approved by the 
Underwriters’ Laboratories. 


Guarantee r Two Year 














OE rn 





We guarantee that the JEWEL Elec- ‘ 
tric Vacuum Cleaner is equal to any WRITE, WIRE OR PHONE 


machine on the market, regardless of 
= CLEMENTS MEG. CO. sxsw, 
We guarantee that a trial of the e e - ‘ ns coi i 


logue. Our complete catalogue service 


JEWEL Cleaner will enthuse you on : i t isposal 
its tremendous sales possibilities. Send Se rst Digest, Clee ge Bn of bord ~~ 
for a sample JEWEL NOW—TODAY! PHONE, MONROE 6606 promptly. 
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IT IS SIGNIFICANT 
That There has been No Dumping 
of Radiodynes This Year 


Radiodyne Jobbers and Dealers made money in 1924 
and 1925 because of a policy of manufacturing and 
distribution, 





—that so build advanced ideas into each set that Radiodynes 
did not become obsolete thru faulty design or construction. 


—that did not over produce. 


—that established a live and let live Distributor-Dealer Policy. 


There has been no dumping of Radiodynes This Year. Our New Sales Plan 
of Registered, Appointed Dealers gives Distributors and Dealers Even Better 
Protection. Write for details. 


Make sure you hear our NEW Two Dial Control, Five Tube Radio Frequency 
Sets. Two dial control,—the utmost in simplicity of tuning and advanced 
design again put Radiodyne a Year Ahead. Radiodynes retail at $39.50 to 
$200. Each is worthy of the name Radiodyne. They are outstanding values 
in Radio today. 


WESTERN COIL & ELECTRICAL CO. Racine, Wis. 


i RADIODYNE JOBBERS 
Julius Andrae & Sons Co., Milwaukee, Wis. Nyrad Distributing oo 250 W. 108th St., New York City. 
Julius Andrae & Sons Co., Mason City, Iowa. Pan American Tradin g Co., 4 poses 8. "New York City. (Export) 
Julivs Andrae & Sons Co., Duluth, Minn. R. 8. Proudfit Co., Lincoln, 
Alexander-Seewald Co., Atlanta, Ga. Radio Distributing Co., 102 x Wells St., Chicago, Ill. 
American Hdwe. & Equipment Co., Charlotte, N.C. a Equipment Co., Dallas, Texas. 
M. A. Baker & Son, Elmira, N. Y. . A. Roosevelt Co., La Crosse, Wis. 
Braid Electric Co., Nashville, Tenn. o. D. Shafer Co., Athens, Ohio. 
Clarke Motor Equipment Co., Giemtens, Ohio. Sutcliffe Company, Louisville, Ky. 
Darling Automobile Co., Auburn, Maine. Tel Electric Co., Houston, Texas. 
Downing Electrical Co., Des Moines, Iowa. Telephone Maintenance Co., 2 s wae St., Chicago, Ill. 
Front-Market Motor Supply Co., Harrisburg, Pa. Vonnegut Hdwe. Co., Indianapolis, I 
Hardwicke-Etter Co., Sherman, Texas. Henry L. Walker Co., Detroit, 7 
Mountain Electric Supply Co., Pittsfield, Mass. Western Motor Supply Co., Minneapolis, Minn. 
National E. and A. Supply Co., Peoria, IIl. W-K Supply Co., Albert Lea, M 
Northeastern Radio Co., Inc., Boston, Mass. Western Radio Co., Kansas City, ito. 


AGAIN A YEAR AHEAD 


RAdigduNne 


The Voice of the Nation 
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“This test was made by the writer 
Radio and a big Super- 





tested 
big Super-Zeniths and when this set 
at full volume your horn 
still operated very smoothly, and there 
was no trace of vibration about it. 
“Through my - I have Gun 
sold myself on gee ty 


wes 
same, eet Sh Gye 
ter than any horn selling anywhere.”’ 





*"We have tried the WG-10 MAJES- 
TIC Reproducer and it has met with 
our approval in every respect—Volume, 
Tone and Finish. Of all the speakers 
that I have tested or heard i do not 
know of any, including some that sell 
for $30.00 that are better and the great 
majority are not nearly so good.’’ 


‘In regard to the MAJESTIC Re- 
producer, beg to advise that after a 
thorough test we find that this is one 
of the best horns that the writer has 
ever heard. The tone of both the 
voice and instrumental music are 
brought out wonderfully clearly.’’ 


























“‘We have tested your new Model 
WG-10 Ebony er which lists at 
$12.50 and without hesitation or res- 


to any 
have ever tested which retails for 
$25.00 or less, and this includes dozens 
of speakers. 

“It has tone qualities which cannot 
be excelled. For a horn of artistic 
beauty it is in a class by itself. We 
predict wonderful sales for this speak- 
er and you may expect a lenge order 
at an early date.”’ 











“We tried out the MAJESTIC Re- 


are so highly 
product that we feel we would rather 
push your speaker than any other re- 
gardless of price.’’ 

“The writer has the new WG-10 
MAJESTIC Reproducer in his own 
home, and can safely say this is the 
finest speaker he has ever heard for 
clarity of tone and volume.”’ 











‘Your speaker beyond doubt, in eur 
estimation, is one of the finest on 
the market regardless of price. We 
have nearly ten different makes of other 
speakers at the present time and by 
comparative tests we find that the 
MAJESTIC Reproducer is as good as 
the best. 

“It is needless to say that as soon 
as our stock of other speakers is dimin- 
ished we will beyond doubt replace 

| them with your MAJESTIC.” 











“IT have been using a ————— 
speaker, listing at $55.00, and was 
very agreeably surprised at the per- 
formance of your horn at a list price 
of $12.50. The tone of your horn in 
my opinion is superior to the one I 
had been using. Pyralin seems to 
be an ideal material for a horn as it 
has a tendency to soften the tones.” 











“We do not hesitate to say that the 
MAJESTIC r has 
our qupenkethens in every way. We 
conducted tests and placed this MA- 
JESTIC against several other makes 
and types of horns, and your horn was 
far superior in tone and volume.’”’ 











“‘We have given the GGH MAJESTIC 
Reproducer a thorough trial and have 
found it the best loud speaker on the 
market. It does not have a metallic, 
harsh sound and brings in distant sta- 
tions clearly and without distortion.” 





GRIGSB 


4546 Armitage Avenue 


What Radio Jobbers Say About 





Home Concert 
Model No. WG-10 
Ebony Finish 
Retail Price 


$12.50 






Model WG-20— 
Shell-Mahogany Horn 
Retails for _............. $ 

Model WG-40— 

Japanese Pearl Horn 
Reteme fer .............. $17.50 

Model WG-50— 

Mother of Pearl Horn 
Retails for .............. $20.00 


Here’s what the men who do the selling—and 
make the profits—have to say about this remark- 
able reproducer. And when you read these enthu- 
siastic letters, just remember that we have many 
more—from nearly every state—praising the 


Majestic Reproducer in equally high terms. 


The superiority of the Majestic is due to many 
unusual features, such as the improved G-G-H Con- 
stant Tension Diaphragm, and the genuine DuPont 
Pyralin Vibrationless Projection Horn. 


Description: Height over all, 22 in.; diameter of 
bell 13 in.; complete with 5 ft. cord. Base finished 
in beautiful Crystalline lacquer. Volume adjust- 
ment control. Packed in single cartons. Net 


weight, 2'4, lbs. 





2 GRUNOWV ~ HINDS * CO 
CHICAGO 
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“Your reproducer was tried on two 
different sets and it certainly did ex- 
ceed expectations. I am rather reluc- 
tant about admitting this inasmuch 
as it has shattered my confidence in 
some that are higher priced. 


“I found that on distant stations. 
where ordinarily there was —- 
able distortion, the MAJESTIC r 
duced clearly and with full faithful 


ocal 
igh power be brought 
in to a very high gon without blast- 
ing or chattering. 

















“One of our tests was made in com- 
parison with a high-priced speaker 
listing at $45.00. The unanimous opin- 
ion of an audience of disinterested 
persons was that the MAJESTIC 
had just as much volume as the high - 
er priced instrument and a more mel- 
low tone. This test was made with 


the GGH 
the $45.00 instrument. 
a ae yg ll the concert of the 
Victor artists in progress and 
after a test of aporextmately half an 
hour, the verdict was in favor of 
speaker No. 1 which was the GGH. 
The remainder of the concert was then 
listened to through the GGH speaker.” 














“The new MAJESTIC has wonder- 
ful tone quality and for your informa- 
tion the writer brought in eleven sta- 
tions he had never heard before on 
his set and all were brought in on the 
MAJESTIC without the use of head- 
set. 

“‘We find that once the MAJESTIC 
Reproducer is tuned to a particular 
receiving set it will need no further 
attention .and this point should a 
brought out in your advertising.” 














*‘We are very much pleased with our 
test on the Model WG-10 with the 


much volume that it is like equipping 
the set with an additional of 
radio amplification and also the tone 
qualties of the horn are very agreeable 
and pleasant.’’ 











“The results have been gratifying. 
for we find greater volume and better 
tone which is easily demonstrated to 
our trade by quick hook-up and com- 
parison with other speakers. A greater 
volume of business is sure to result as 
our salesmen were quick to recognize 
this great improvement.”’ 








“I have tried the MAJESTIC out 
against several speakers of different 
styles and types. and I must say I be- 
lieve it is as good—if not better, than 
any other one I have heard regardless 
of price.”’ 








“We wish to advise you that the 
MAJESTIC Reproducer is a very fine 
instrument and we really feel that it 
is worth more than the price that you 
ask for it. Next season we will get 
in the band wagon with you.” 
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This Company now operates on a 
strict jobber policy. We expect to 
gain your confidence and your busi- 
ness by deserving it. 


CASED 
GLASS 


The merit of Cora Commercial 
glassware is known to those who 
know lighting glassware. 


May our salesman call? 


CONSOLIDATED LAMP & GLASS CO. 
CORAOPOLIS, PA. 


Yn. ie aww 
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For thirty-nine years The Johns-Pratt Com- 


pany has served the electrical industry. 


Its products— including enclosed fuses, service 
and underground boxes, service entrance 
switches, molded insulation, and sheet, rope 
and braided packings—play a vital part in the 
protection of life and property in a thousand 
manifestations of service to human needs. 


Now, with our new factory, in full stride of 
production, with improved products, and sales 
policies tuned to the market needs, we enter 
the mid-season of our thirty-ninth year of ser- 
vice better equipped and more determined than 
ever before to make the handling of Johns-Pratt 
products still moreprofitableto our distributors, 
and a still greater service to the public. 


The Johns-Pratt Company 


raape man HARTFORD, CONNECTICUT, U.S. A. 


ry Division of Colt’s Patent Fire Arms Mfg. Company Wy 
+! BOSTON NEw YORK CHICAGO SAN FRANCISCO 


Export Department, 30 Church Street, New York, N. Y., U. S.A. 



































Hot Springs, Va. June 1 to 5, 1925 














THE JOBBER'S(IJSALESMAN 





Important eAnnouncement 








HE JOBBER’S SALESMAN will conduct.a.summer 
sales contest to stimulate business during the months 
of July and August. 


Every electrical manufacturer selling through jobbers 
and every electrical jobber is urgently requested to co-op- 
erate. 


Every jobber’s salesman should be entered in this con- 
test, in order to win one or more prizes selling the products 
which he regularly handles. 


Every manufacturer selling through jobbers should 
take advantage of this business-building campaign. It 
means increased sales for every manufacturer who co-op- 


erates. 


The contest is limited to products listed in a special 
‘Contest Section” to appear in both the July and August 


. issues of this publication. 


Send in your reservation at once. Forms close June 20. 





THE JOBBER’S SALESMAN 


53 WEST JACKSON BOULEVARD 
CHICAGO, ILL. 
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Mr. Jobber: 


We have something 


<+—-— 





ELITE 

ELITE Fall 
Semi-Cabinet Washer Cabinet 
Washer 


Have you seen the 
new De-beige (De-bazh’) 
finish ? 


It is put on and sub- 
jected to the intense heat 
of 2000 degrees. 


Write us for further 





particulars. 
MINIER MANUFACTURING “CO. 2-in-1 Line of 
Minier, Illinois Peg and Disc Type Agitator 
Washers 
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Thank you, Gentlemen, for your help and co- 
operation in making the past year the greatest 


















in Thordarson history. { As much as you’ve ERMIODYNE 
seen Thordarsons advertised, you are going to ULTRADXRE 
see them advertised on even a much more tre- yr pony 
mendous scale the coming season. { Put your e, 
dealers “hep” to this and see that they’re prop- MicHIcAN 
erly stocked with the Thordarsons they’ll need Deresnadyne 
to meet the still greater demand. saneune be 

ADLER” ROYAL 


LEADING SET BUILDERS USE MORE THORDARSONS 
THAN ALL COMPETITIVE MAKES COMBINED 


c PRICES 


Audio Frequency 


2:1, $5; 314-1, $4.00; 
6:1, $4.50 


wore 
Parh> 
HARTMAN 
AUDIOLA 







Power Amplifying 
ne $13 
INTERSTAGE 


Power Amplifying 









m T' el. 
freedom og your tra as the 


it s g° in. 
formity a ey therent 








__.SYB—-PANEL 
ee st) 
ous |; 






—>—. 
9 uaa CTH |) 
a = — 





NOTICE! 

For thirty years, Thordarson has stood behind 
the jobber and protected him, at all times en- pee ll 
rein ty fie the Frage =e og —- — 
a ve appreciate what the ANEL TY 
age have done for us and we shall continue eA . ne re 
to show our appreciation by fair and libers leads and the concealing of wiring—as in factory- 
— sets. Same ratios—same prices—as standard 

ype. 






a] et 
CT sont 









” 


u : 
gacturing- 






dealings with you. 
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Jobbers Sales in 1924 


(Continued from Page 6) 


a way quite favorable to the electrical 
jobber. The latter authority gives as 
the total radio sales of 1924 $350,- 
000,000, which represents cost to the 
consumer. If all the radio equipment 
represented by this figure had passed 
through wholesale channels, and if an 
average dealer profit of 30 per cent 
be assumed, then the wholesalers of 
all kinds would have sold at $245,- 
000,000. On that basis, the electrical 
jobber, with his $116,000,000, sold 
slightly under half of all radio prod- 
ucts in 1924, 

The same authority goes on to say 
that in 1924 there were 2000 radio 
jobbers and distributors. The 700 
electrical jobbers of record repre- 
sents, then, about one-third of the 
total number of wholesalers in the 
business, and yet they are selling 
nearly one-half of all the radio prod- 
ucts sold. 


The above is proof that the elec- 
trical jobber is still the dominant 
factor in the radio business regard- 
less of what may be said of him by 
those who favor sole-radio-jobber, 
music-jobber, direct-to-dealer, direct- 
to-consumer or other channels of dis- 
tribution. 

In practically all lines of electrical 
merchandise, the electrical jobber 
maintains today a position of great 
usefulness and great importance in 
the general scheme cf distribution. 
To sell electrical goods amounting to 
over half a billion dollars in a 12- 
month period is no mean accomplish- 
ment, vast as the electrical industry 
is. In some lines he is preeminent, 
in others he is only holding his own; 
in some few he is perhaps losing 
ground. In this respect his business 
can never be uniform from year to 
year until there is a change in the 
general scheme of things. In many 
cases he is passed by as an unneces- 
sary factor between manufacturer 
and dealer. In some cases where he 
has been passed by, the manufacturer 
has returned to him. Just now he is 
confronted by a very serious condi- 
tion in the central station field from 
whence much of his bread and butter 
of former years has come, and where 
now the syndicating of properties 
and the consequent centralized buy- 
ing direct from the manufacturer is 
a problem. Mr. Jaeger in his article 
on another page of this issue has 
some interesting things to say on this 


point. But here again, the tremen- 
dous advancement of the general use 
of electricity brought about by these 
same syndicates and their operations 
that are reaching out to provide light 
and power in every community of the 
land has again made business for him 
in other directions. 

Taken all in all, therefore, the path 
of the electrical jobber, while beset 
with thorns, is nevertheless 
along fairly straight lines and it may 
safely be said that he will continue to 
function in a manner that year by 
year will add to his prestige. 


some 





How the Jobber Can Sell 
Appliances 
(Continued from Page 12) 


chandise connection 


with the lines you sell, represent your 


suggestions in 


ability to secure their appliance busi- 
ness, 

They, like all merchandisers, want, 
welcome, and solicit sales ideas and 
suggestions—and the more of these 
you have that can be applied to your 
lines, the greater share of their 
appliance business you will secure. 

Your supply business is limited to 
their requirements, which are based 
on extensions, building, etc., and you 
cannot force or stimulate this busi- 
ness; you also have in many ways 
equal competition. 

Your appliance volume can be in- 
creased and greatly stimulated by 
proper solicitation in the merchan- 
dising department and with merchan- 
dising ideas; for the merchandise 
manager wants to buy more mer- 
chandise and has no limits to his pur- 
appliances except his 
ability to move them on to the con- 
sumer. 


chasing of 


Some jobbers complain about the 
small-sized orders they receive nowa- 
days, but do not go after the volume 
buyer for large orders which the cen- 
tral station will place if the jobber’s 
salesman gives the central station 
man a plan to move them. Instead 
of soliciting the appliance business 
only through the purchasing depart- 
ment, trying to get as much of the 
existing appliance business for his 
particular company as possible. he 
should be creating his own market 
with sales ideas and plans through 
the merchandising department. If 
you sell a sales plan to the central 
station company, and the plan moves 


your merchandise, you will auto- 









matically receive a very gratifying 
share of the business. 

Some jobbers make the mistake of 
going after central station business 
with cheap or inferior merchandise. 
This is a mistake, because you must 
realize that the central station is try- 
ing to build public good will, and has 
spent thousands of dollars in adver- 
tising and equipment. Their motto 
is “Uninterrupted Service,” and, to 
accomplish this, they buy the best 
possible plant equipment, good trans- 
formers, pole line materials, wire, 
meters, etc., which they feel will give 
the best service without interruptions, 
and all of this to build public good 
will. 

You can appreciate that as far 
as the housewife or ultimate consumer 
is concerned, all this is wasted if the 
appliance right in her home gives un- 
satisfactory results; for she bases 
her opinion on the lighting company 
and its service on her ability to use 
satisfactorily and receive good results 
from the devices that she employs 
every day in her home. 

It is true that some few merchan- 
dise managers of lighting companies 
do not fully appreciate this fact; but 
their executives do, and it is part of 
your job as a jobber’s salesman for 
a house handling quality merchandise, 
to keep this fact before the merchan- 
dise manager. 

In summing up, the lighting com- 
panies represent a big market for 
household electrical appliances, and 
this will show a marked increase in 
the next few years. The jobbers 
should sell their service and ability 
to economically function for the light- 
ing company in stocking the merchan- 
dise. 

By giving merchandising ideas and 
sales plans to the lighting companies’ 
merchandise managers that will in- 
crease sales and sell a thousand pieces 
instead of a hundred and by demon- 
strating their important part in the 
electrical industry and value to the 
lighting companies, they can change 
the trend in some places (which may 
spread) of the lighting companies 
wanting to buy direct from the manu- 
facturers. 

It is up to the jobber, then, to 
do his share and sell himself and his 
value to the lighting company, and 
thereby help the manufacturers who 
importance 
and are trying to he!p him secure 
more of the central station appliance 
business. 


appreciate the jobber’s 
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Snapping Boiler Door Makes a 
Million for Spencer 
Consider this story of the develop- 
ment of an electrical appliance idea. 
It is 
lumber camp and ends with an elec- 
You will no doubt run 
invention itself in the 
well to know its 


interesting, as it starts in a 
tric flat iron. 
the 

and it is 


across 
future 
historv-—for the history of it is cram- 
stuff that ‘selling 
conversation” 

John A. Spencer, of Revere, Mass., 
for consideration valued at more than 
dollars, sold to the 
Westinghouse company the United 
States patent right to a new type of 
heat control. The device, 
the Spencer thermostat, will be used 
to regulate automatically the temper- 
ature of electrical apparatus and its 


‘ 


med with makes 


a million has 


known as 


first application will be in a new 
automatic flatiron. 

The thermostat consists of a convex 
disk of two dis-similar metals welded 
together. When heated to a certain 
predetermined temperature, this disk 
has the peculiar property of snapping 
from the convex to a concave shape. 
When it cools to a lower temperature 
it again changes its shape, becoming 
convex once more. This action can 
be used to open and close electric cir- 
cuits and provides a new method of 
heat By varying the charac: 
teristics of the disk it can be made to 
desired temperature 


control. 


act within 
range from below zero degrees to 700 


any 


degrees Fahrenheit. 

The story of this invention well il- 
lustrates the old adage, “Opportuni- 
ties lie everywhere if you have but the 
eyes to see them.” In Spencer's case, 
it was being able to apply his obser- 
vations of the action of a steam boiler, 
which he _ tended ago 
Maine lumber camp, that resulted in 


years in a 
his recent invention. 

The boiler was located in a lumber 
mill in the northern part of Maine. 
a boy then aged about 15, 
was employed on the night shift in the 
addition to making 


Spencer, 


mill, and in 


periodical tours of inspection, he had 
to maintain the fire in the boiler. 


The 


task of firing kept him particularly 
busy as, the weather being cold, the 
fuel burned 

constantly 
room to see 


wood refuse used as 
quickly. Therefore, he 
had to run to the 
if the fire needed replenishing. 

The 


in the 


boiler 


peculiarity of this boiler lay 
fact that it had a rounded, 
clean-out door which was constantly 
changing its shape with a loud snap 
or click, At times this door would 
be convex; then it would snap into a 
shape; and then 
would bulge out and become 
action was well known to every 
one in the mill, but no one, except 
Spencer, gave it the slightest serious 
thought. The young watchman, how- 
ever, was interested by the action and 
observation he soon dis- 
covered the When the 
it rounded inwards; and as it 
cool, it reversed its shape 

Being of a 
mind, Spencer 


concave again it 
convex. 


This 


by careful 
cause. door 
was hot, 
became 
outwards. 
mechanical turn of 

rigged up a device by means of which 
a heavy log was leaned against the 
door when it was _ bulged and 
which was dropped on the floor when 
ever the door bulged out; thus he was 
able in other duties until 


and curved 


in, 


to engage 

















New Type Of Thermostat Which It Is 
Said Will Make Electrical Appliances 
Automatic. 





the noise of the falling log warned him 
that the fire was low. 

Several years ago, after he had 
acquired a knowledge of mechanical 
he recalled the action of 


principles, 
the boiler door and was impressed 
with the fact that no one had utilized 
the peculiar action. He therefore 
decided to investigate it in order to 
learn if it had practical value, and 
after a series of experiments worked 
out a formula for a combination of 
metals that best suited his purpose. 
His first practical application of 
the new principle was a toy. He 
stamped out little convex disks which, 
heated in the hand and then 
placed upon a cool surface, would 
suddenly change their shape with a 
click and spring several feet into the 


when 


air. 

Later, a very important use for this 
snap action developed. Electrical 
engineers had long sought for some 
effective means to regulate the tem- 
peratures of an electrically heated 
appliance, such as a flatiron, by turn- 
ing the current on and off automatic 
ally. Certain devices for this pur 
pose have long been available, but 
they are not entirely satisfactory. 
because they operate so slowly that 
an are forms between the contacts, 
and in time will corrode the contacts, 
eventually making them useless. 
When the Spencer disk is used as 
a thermal switch, it clicks on or off 
in less than .00018 second (a speed 
comparable to that of a rifle bullet) 
which is so rapid that no are forms. 
Hence it can be used for heat 
control with entire success. 

Some engineers state that electrical 
heating apparatus will be revolution- 
ized by the use of the Spencer ther- 
mostat. An iron in which it is used, 
for example, will heat up to the most 
efficient temperature and then with a 
sharp click the current will be auto 
maticallly cut off. The iron will then 
start to cool, but before it gets too 
cool for satisfactory use, the current 
again will be clicked on. This pro- 
cess is repeated indefinitely, so that 
the iron is always kept at the proper 
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These Bryant pilot lamps and switch combinations are 
memory nudgers. At home they remind you to turn 
off thecellar light after you have giventhe paint brushes 
a bath. They are equally insistent about the garage, 
barn, attic and porch lights. 


Down town they are businesslike nickel savers for 
vault light circuits, store rooms, photographic dark 
rooms and roof lights and in the factory and shop they 
serve for die vaults, stock rooms, scrap rooms, lava- 
tories and watchmen’s lights. 





In hotels No. 469 is often placed outside each room 
to be used by the chamber maids to indicate where 
they are working when the matron wants them. 


There are dozens of uses for these devices. Each fits 
into a one-gang switch box and often it can be installed 
to replace another flush switch without extra wiring. 


No. 465 Pilot and double-pole push switch 
combination. $3.50-H-10-1. 


No. 495 Pilot and three-point push switch 
combination. $3.50-H-10-1. 


No. 469 Pilot and double-pole rotary lock 
switch combination with key. $4.00-H-10-1. 


For complete information see pages 108 and 178 of 
the Bryant 1924 catalog. If you haven’t a copy we 
want to send you one, so please ask for it. 





Actual Size 






MNT “A Superior Wiring Device for every Electrical Need ’’ 


THE BRYANT ELECTRIC COMPANY 


1421 State Street, Bridgeport, Conn. 
CHICAGO, 844 West Adams St. SAN FRANCISCO, 149 New Montgomery St. 





NEW YORK, 342 Madison Ave. 
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This new voltage tester completely replaces lamps for locating blown fuses, open 
circuits and motors running single phase. It also tells whether current is DC 
or AC, which a lamp will not. 

Plant engineers state that where lamps often fail in detecting open circuits, this 
new tester spots the trouble. Electrical contractors write to praise its compact- 
ness and convenience. 

Every electrical man who sees it, instantly appreciates the advantages of this new 
Square D product. 

Not only is it free from troublesome, costly breakage—more compact, more 
durable—but it is more dependable, more efficient. 

It is not surprising, therefore, that the Voltage Tester, as offered by Square D, 
has leaped into immediate and rapidly growing popularity. 

The growing demand for this improved electrical device means easy and profit- 
able business for jobbers who stock it. We are able to make immediate deliveries. 
Order now. 


SQUARE D COMPANY, DETROIT, U.S. A. 


Factories at: Detroit, Mich., Peru, Ind. 


BRANCH OFFICES: Boston, Buffalo, Chicago, New York, Pittsburgh, St. Louis, Philadelphia, 
Cincinnati, Milwaukee, Atlanta, Cleveland, San Francisco, Los Angeles, Syracuse, Kansas City, 
New Orleans, Baltimore, Columbus, Minneapolis, Indianapolis. 


SQUARE D COMPANY, CANADA, LIMITED, WALKERVILLE, ONTARIO 
BRANCH OFFICES: Toronto, Montreal 


SQUARE D 


MANUFACTURERS OF THE SQUARE D SAFETY SWITCH 








working temperature and cannot get 
dangerously hot. Similarly coffee 
percolators, water heaters, etc., using 
this device, can be boiled dry with- 


| out damage, for as soon as the tem- 


perature begins to rise, the current is 
cut off. It is also planned to use this 
new thermostat on motors, generators, 
and other electrical machines to pre- 
vent overheating. 

* * * 


Over 4,900 Electrical Retailers 
Co-operate 

Among the many outstanding ac- 
complishments recorded by the indus- 
try during the past year must be in- 
cluded one that marks an advance in 
co-operation. It concerns the mass- 
ing of the efforts of over 4,900 re- 
tailers who, by means of window dis- 
plays, put over the idea of “Give 
Something Electrical’ last Christmas. 

It is too early yet to get results of 
business done by virtue of massing 
effort behind this one unit—the So- 
ciety’s Christmas window display— 
but with such an auspicious start even 
greater future results are expected. 

The companies which assisted the 
Society in underwriting the initial 
cost of these units are to be congratu- 
lated for setting such a practical ex- 
ample of co-operation, which resulted 
in placing at the service of thousands 
of retailers the best that could be pro- 
duced at the extremely low cost of 
$1.25 for a 3 by 5 ft., 7-color back- 
ground panel. 

* * * 


Lindley Takes Over Building 

The Lindley Electric Supply Co., 
4928 N. 5th St., Philadelphia, Pa., 
has taken over the entire building in 
which it is located, and will now have 
its entire stock in this building. 
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Above is the solution of the cross-word 
puzzle contributed by F. W. Peck of 
George Richards & Co., and which ap- 
peared in the May issue. . 
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Another ARROW Product 
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The Surface Switch Current Tap and Pilot 


‘This device pre- 


vents accidents | 


and safeguards 
property. It is 
suitable for 
laundries, kitch- 


ens or wherever 
it is important to 

know when the 
currentison. The 
switchcontrolsboth 
the pilot light and 
the current tap. 
When the switch is 
“off” everything is 

dead. The pointer 
handle serves as an 
additional safeguard to 
indicate whether the 
current is open or closed. 
It cannot vibrate loose or 


get lost. 















Partial view showing 
candelabra lamp base 
as furnished on No. 467. 


No. 467 is not 
made by insert- 
ing an adapter 
in the lamp 
base of No. 466. 
It is a perman- 
entlyassembled 
unit necessita- 
ting the use of 
a candelabra 
base lamp as 
pilot light and 
prevents over- 
loading by 
using this as a 







No. 466 and No. 467 current outlet. 


The switch operates in either direction. Ii is made entirely of porcelain— 
is of handsome appearance—the indicating letters are baked in. It is suitable 
for damp places and can be cleaned just as any other kitchen or laundry 
accessory. 








Schedule H 
ae | Dimensi s Hol 
Cat. No. List Price Std. Pkg. | 10 Amperes — 250 Volts a Seestnes » Pkg.Wet. Carton 
466 $1.50 10 With Medium Lamp Base 4x5% 1#x3% 28 1 
467 1.50 10 With Candelabra Lamp Base 4x 5% 1x38 28 1 


May be mounted on 2-gang switch box. Suitable for cleat, concealed or molding work. 


THE ARROW ELECTRIC COMPANY 
HARTFORD, CONNECTICUT 
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Give Your Suggestion for 
Standardizing Radio 
Every one in the radio industry 

realizes that standardization of radio 

parts and sets is necessary to bring 


about a more stabilized condition. 
The Associated Manufacturers of 


Electrical Supplies who have brought 
about the the 
light and power field created a radio 


standards in electric 
section to standardize radio sets and 
parts. 

The radio section so far has made 
considerable progress in radio stand- 
ards, but before going further it is 
considered advisable to get as much 
information as possible from the field 
as to what things most need to be 
standardized. 

Some of the things it has in mind 
that should be standardized at once 
are given in the followings paragraphs 
and without doubt, E. B. Mallory, 
chairman of this section, and A. J. 
Carter, chairman of the parts com- 
mittee, would be glad to receive your 
suggestions. They can both be ad- 
dressed at Mr. Mallory’s office, care 
Westinghouse Electric & Mfg. Co., 
150 Broadway, New York. 

(1) Should rheostats, condensers, 
etc., be of the one-hole mounting type, 
or should they be mounted by means 
of screws? 

(2) Should and condensers 
be so designed that when the dial is 


dials 


turned to the right the numbers on 
the dial increase, or should the num- 
bers increase when the dial is turned 
to the left? It seems to us that inas- 
much as rheostats turn from left to 
right that the other controls should 
turn in the same direction. There are 
many sets and condensers on the mar- 
ket on which the dials turn from 
right to left. It would seem that if 
this could be standardized it would 
be found to be a step in the right 
direction. 

(3) Should all dials and knobs 
have the same size holes, and if so, 
what sizes do you recommend for 
these holes? 

(4) How far should condenser 
shafts project through the panel? 





There seems to be no standard length 
of condenser shaft, which results in 
much annoyance, due to the fact that 
dials do not fit properly. 

(5) The radio section has already 
standardized such items cords, 
cord-tips, plugs, jacks, _rheostat 
shafts, standard color code for wiring 


as 


sets, etc. What other specifications, 
in your opinion, should be standard- 
ized? 











American 


of the 
games held recently in Hawaii were suc- 
cessfully received by wireless at the offices 
of Radio Corporation of America in New 


Action views Navy 


York, May 7. The 5,000-mile gap between 
Honolulu and New York—the longest dis- 
tance ever attempted in the transmission 
of pictures by wireless—was bridged in 20 
minutes without any human manipulation 
at the relay point in San Francisco. The 
experiment is expected to lead to the es- 
tablishing of a connecting link at Hawaii 
for the transmission of photographs from 
Japan and China. The top photo received 
over radio shows United States soldiers at 
mess in Hawaii. Below are the engineers 
who successfully transmitted the photo- 
graphs. Left to right, back row: Alfred 
E. Koling (20 years old), K. M. MacIlwain 
and B. Paily. Front row: D. G. Ward and 
Capt. R. H. Ranger. 





If Broadcasting Stopped All 
Summer. 

The following appears on the front 
page of the “Jasco Amplifier,’ that 
interesting monthly publication of th: 
Julius Andrae & Sons Co., Milwau 
kee. As they say, it contains “food 
for thought.” 

“The Talking Machine Journal had 
a startling announcement in its April 
number: ‘All Broadcasting Will Be 
Stopped on April Ist.’ They went 
on to say that owing to the lack of 
energy on the part of manufacturers, 
jobbers, and dealers in selling radio 
receiving sets during the so-termed 
‘off season,’ all broadcasting stations 
in the country had decided to eliminat: 
broadcasting, feeling that the best 
thing to do in a situation of this kind 
is to make it unanimous on sales 
effort. Of course, this was only an 
April Fool joke. 

“But the statement would be no 
more foolish than the attitude of many 
dealers who have decided to stop 
their activities during the next few 
months because the rush season is 
over. 

“If the broadcasting were to stop 
there would be some excuse for sales 
effort to cease. But broadcasting is 
going ahead—and stronger than ever. 
Not only are there more stations, more 
scattered, but the stations 
which put out the highest grade of 
programs are using an amount of 
power heretofore unheard of. 

“Did you ever listen to a_ local 
station when static is bad? The local 
station is so much stronger than the 
static that there is no interference, 
even during a local thunder storm. 

“Super-power moves the _broad- 
casting station 500 miles nearer. It 
makes the powerful station come in 
as loud or louder than local broad 
casting. 

“Those who own radio sets are stil! 
listening. They listened all through 
last summer and will listen all 
through this summer. Those who hav: 
no sets will want to listen too. And 
they will buy if properly approached 

“Twenty per cent of the dealers in 


widely 
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New Radio Products, Illustrated 











The Radiola portable super-heterodyne 
shown on the left is the model 24. This is 
a leather suitcase model, dresscase size, 
covered with the finest grade of cobra grain 
leather. The circuit is the RCA standard 
six-tube super-heterodyne catacomb oper- 
ated with dry batteries. The tuning con- 
trols are identical with the vernier operated 
controls of the present type of Radiola 
super-heterodynes, with the usual paper 
dial provided for marking in the tuning 
points of broadcast stations. 


The Radiola portable super-heterodyne 
shown on the right is the model 26. This 
set is enclosed in a grained walnut cabinet 
1414 x18x91/4, inches, with home battery box 
finished to match portable set proper. The 
circuit is of the standard super-heterodyne 
catacomb with tuning controls of the gen- 
eral type employed in the Radiola 24. The 
loop is mounted within frame of front door 

























and a part of the front cover. Both sets 
are products of the 
America. 


Radio Corp. 


of 





The Jefferson Electric Mfg. Co., 
Chicago, announces its new radio 
tube rejuvenator. The equipment 
consists of a black enameled metal 
case, approximately 4x4x31/, inches. 





Sockets for 201-A, 301-A, UV-199 
and C-299 types of tubes are 
mounted on top of the case, as are 
also the control switches. ‘This is 
an inexpensive tube rejuvenator for 
home use. 











Here is the France Super-Charger, 
a product of the France Mfg. Co., 
Cleveland, O. This unit will charge 
two, four, six or eight volt radio or 
automobile batteries at five to seven 
amperes, also up to 120 volts of “B” 
batteries in series at varying rates 
as desired. 











rT 
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The new Blandin Duplex is the 
latest product of the Blandin 
Phonograph Co., Racine, Wis. The 
panel may be mounted vertical or 
slanting. Either will fit the cabi- 
net by simply transferring the 
panel slides to opposite ends of 
the cabinet. The cabinet is made 
of Honduras mahogany with a 
lacquer finish. 








The Teletone loud speaker shown 
above is made entirely of wood fin- 
ished in walnut or brown mahog- 
any. It stands 15% inches high. 
The Teletone type RF5 is a five 
tube set with a wave length range 


from 200 to 575 meters. It is a 
tuned radio frequency set, employ- 
ing two stages detector and two 
stages audio amplification. Both 
are products of the Teletone Co. of 
America, New York. 









































THE JOBBER’SfA|SALESMAN 









































sets. 


they call? 





All through the year you'll find the ACE Line 
of Batteries bringing in sales. It is, therefore, 
the logical one for you to handle. 


The newest addition to the ACE Line is a 
“B” Battery put up in a beautiful mahogany 
finished case with a minimum of lettering. It 
is designed to match the finish of radio receiving 


Our representatives will be glad to talk over 
our jobber proposition with you. When may 













Ope Grbon Products G 


LANCASTER, OnIO 





















































“Lynchburg” Glass Insulators 
give long service—They’re better 
insulators—thats why. 


After many years of hard service, 
Lynchburg Glass Insulators on 
low and medium voltage lines 
show absolutely no deterioration. 
Lynchburg quality is a tremen- 
dously important sales factor,—it 
actually sells insulators. 





THESE BETTER GLASS INSULATORS 
MAKE SALES 


Lynchburg Glass Insulators are 
designed, pressed and annealed 
with only quality and service in 
view. This is why you should and 
can sell them in profit making 
quantities. They practically sell 
themselves. 


Samples and descriptive literature 
gladly furnished on request. 


LYNCHBURG GLASS CORPORATION 


Lynchburg, Virginia 
“Supreme Where Quality Counts” 


the country are glad to see the other 
80 per cent stop work, because ii 
gives them a greater chance to secur 
more profits from their own selling 
campaign. If you are one of the 20 
per cent you will probably find fau!: 
with us for giving this secret away 
If you have heretofore belonged to 
the remaining 80 per cent, take a tip 
and change camps. Those who sell 
radio this summer will have littl 
competition, just because 80 per cent 
have quit. They have a free market. 

“Not that summer selling of radio 
is easy—it takes hard work. But when 
the fall comes around, even the sales 
you lost will come to you because of 
the work you put in now.” 


= * 


Operating a Set in Congested 
Areas 

The problem, very often, of pick 
ing a good station from the air and 
tuning in on it without interference 
when a multitude of broadcasters are 
transmitting in the vicinity, is almost 
as great as trying to locate a friend 
and have a quiet chat with him at a 
world series baseball game. Trans 
mitting stations become Towers of 
Babel, and no matter how you seem 
to manipulate your controls, you may 
get at one and the same time a mar- 
velous combination of grand opera and 
jazz, and advice to the housewife. 

The answer to this probelm is selec- 
tivity, and more selectivity, according 
to the research department of the 
Apco Manufacturing Co. Here are a 
few hints they give on how to go 
about increasing the selectivity of a 
set: 

1. If an outside aerial is used, 
keep it as short as possible, consistent 
with the best results. 

2. A condenser should be placed 
in series in the antenna circuit. For 
the average receiver the capacity of 
this condenser should be .002 mf. 

3. If the receiver is powerful 
enough, it should be operated on a 
loop rather than an -outdoor aerial, 
for a loop is directional and therefore 
selective. 

4. Additional tubes and condensers 
should be added to the radio frequency 
circuit. Generally speaking, the mor 
complex the receiver, the more selec- 
tive it is. 

5. With the increase in the power 
of the set, more battery power shoulc 














be added. 
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Sell 
EAGLE 


RECEIVERS FOR 
GOOD BUSINESS 


Help Dealers keep on 
the right side of the 
ledger. 


Copy of 


Eagle Life sent on request. A 
helpful, interesting and amusing 
monthly. 


Get on the mailing list. 





Eagle Radio Company 
17 Boyden Place - Newark, N. J. 


MODERN 


MODERN TRANSFORMERS are 
leaders in their field of usefulness, 
having always enjoyed extreme 
popularity because of their quality 
of tone and powerful amplifica- 
tion, which are unsurpassed. 
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MODERN TRANSFORMERS rep- 
resent the very highest possible 





achievement in quality, design 


and workmanship. 


Sold Through 
Jobbers Exclusively 


The Modern Electric Mfg. Co. 


World’s largest transformer manufacturers, mak- 
ing transformers exclusively for Radice 
purposes. 


Toledo, Ohio 

















TRANSFORMERS | 


Giving a Salesman Free 
Rein 
(Continued from Page 14) 


would be a serious mistake to confuse 
these terms. ‘To compensate men by 
commission is in my opinion an abso- 
lute blunder. It does the man no 
good and sometimes does the house 
a lot of harm. Let me distinguish. 
The cost on an article is $75. The 
resale price is $100. A salesman 
working on a 5% commission makes 
#5 on the sale. Suppose that for 
some reason or other a price of $90 
must be met. This condition happens 
frequently in any industry. On this 
basis the salesman makes $4.50 or 
just 50 cents less than on the first 
example quoted while the house 
makes only $10.50 gross profit instead 
of $20 gross profit. Carry the ex- 
ample still farther and presume a 
price of $80 is met. The salesman 


makes $4 and the house makes a net | 


profit of $1. This last example, 
while slightly unusual, brings out 
quite forcefully the fallacy of this 
method of compensation. Here we 
have a condition in which the sales- 
man makes only $1 less than he 
would if he took the order at the 
established price, while the house 
makes only $1 gross profit out of 
which must come the overhead ex- 
pense as compared to the $20 gross 
profit it would make if the material 
were sold at the established price 
of $100. 

Now let us look at the same ex- 
amples based on the salesman getting 
a share of the gross profit in his 
territory. On an article costing $75, 
with a compensation of 20 per cent 
of the gross profit to the salesman, 
he makes $5, which is the same as in 
the first case. Let us presume again 
he must meet a price of $90. His 
compensation then is $3 instead of 
$4.50. If he. meets a price of $80, 
his share is $1 instead of $4 in the 
prior example. 

One of the natural results of this 
method is the upholding of prices by 
the men. A salesman on commission 
can meet a price without suffering 
much financial loss, but a salesman on 
a profit sharing basis is going to hesi- 
tate a long time, and be certain a 
lower price must be met, before he 
takes the step. 

Another excellent result found 
from the use of this system is the 
fact that the men watch the credit 
condition of their customers closely. 
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Good 
Profits 


Quick 


Turnover 


Vo e/ 
Electric Controlling Apparatus 
492 Clinton Street Milwaukee, Wis. 
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” for Summer Days 


90 in the shade! That’s your cue, Mr. Jobber Salesman, to 
talk Signal Jr. Fans and talk them hard. When fans start 
selling they sell fast. Don’t let your customers get caught 
empty-handed. If you line them up on the 


SI NAL JR 


GNal 


OSCILLATING AND NON-OSCILLATING TYPES 











you'll have them geared to do a real fan business. 


A balm for summer days—that’s what the Signal Jr. is for 
both you and your trade. It doesn’t take a shirt-sleeve 
demonstration to sell it. It’s backed by big-space national 
advertising in the Saturday Evening Post. There are dealer 
helps too—attractive circulars and display cards. Best of 
all the Signal Jr. is large enough to produce a real breeze, 
small enough to be easily moved around and popularly priced 
to fit everybody’s pocketbook with a good margin for you, 
and the dealer. 


Know This Big 
Fan Value 


If you haven’t the profit 
facts on the Signal Jr. get 
them from the boss now. 
There’s still time to make 
some good sales. Talk it up 
and take your profits! 


SIGNAL ELECTRIC 
MANUFACTURING CO. 


Dept. 8F, Menominee, Mich. 


Branch Offices: 
Boston St. Louis Minneapolis 
New York Chicago Toronto 
Philadelphia San Francisco Winnipeg 
Pittsburgh Los Angeles Montreal 
Havana, Cuba 





Fan illustrated at the left is the Duco Green oscil- 
lating type which retails for $9.75. Non-oscillat- 
ing type finished in standard black retails for 
$7.00. Prices are slightly higher west of Denver 
and in Canada. 

















If a customer fails, if his account 
goes bad, it is their loss as well as 
ours. Their effort gces down with 
him for naturally they cannot shar 
in a gross profit which has_ been 
wiped out. 

I cannot lay too much stress in this 
ideal method of compensation and as | 
said before when this is the basis of 
handling the men the other problems 
of a sales manager appear negligible 
—they work themselves out. 

We have no expense accounts. The 
20 per cent share in the profits covers 
that. If the men find that they have 
to entertain, it is up to them to do it 
at their own expense. Their territory 
is their business. 

On automobile operation, if it is 
found that a man needs a car to 
cover his territory. the company will 
loan him the money to buy it and 
allow him a_ fixed amount a year 
running expenses on it. We do, 
however, reserve the right to deter- 
mine whether or not a territory de- 
mands that the man covering it have 
a car. Of course if our men want ~ 
cars anyway that is up to them. 

We do not trouble our men with 
requests for sales reports. Of course 
if something arises of an unusual na- 
ture we should be informed. As I 
said before, our men are trained to 
think and trained to use their own 
judgment. We do not find it neces- 
sary to clutter up their mail with re- 
quests for routine reports of any 
kind. 

We hold sales conferences once a 
year at which time we have all our 
salesmen in. In the city territories 
we arrange a meeting of the sales- 
men once or twice a month, in fact 
whenever it is found necessary. 

With the exception of training and 
allowing the men to think for them- 
selves and the subject of compensa- 
tion, I have covered rather briefly the 
balance of the problems of a sales 
manager, for I firmly and sincerely 
believe that if, as stated above, the 
men are taught to function. for them- 
selves in all situations and if the basis 
of compensation is as outlined above 
the success of the men and conse- 
quently the house is definitely as- 
sured. 


Novelty Changes Quarters 
The Novelty Electric Co., Philadel- 


phia, Pa., is now located at 10th and 
Cherry streets, Philadelphia, Pa. This 
company was previously located at 50 
N. 7th street. 
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French Lick 
Springs Hotel 





and your next convention— 


At this accessibly located, world famous resort in southern Indiana’s Cumberland foothills, you 
can hold your next convention with the advance assurance that it will be the most successful 
one your organization has ever had. Yet, you are not asked to decide upon French Lick Springs 
without due consideration nor without point for point comparison with other locations. In- 
vestigation of the advantages afforded here will make you wonder why French Lick Springs as 
a convention place had escaped your attention heretofore. 


You Transact Business More Quickly 


Every participant in a French Lick Springs convention 
eats and sleeps and attends the official sessions under 
the same roof. There is no scattering around of dele- 
gates at various hotels. The one magnificent modern 
French Lick Springs hotel building comprises not only 
everything needed for the personal requirements of every 
convention visitor, but also a spacious, well lighted and 
ventilated special convention auditorium, in the newly 
completed large wing, with seating accommodations for 
1,500. And, adjoining the main convention room there 
is a smaller hall seating 200, besides committee rooms, 
rest rooms and other facilities. 


This means that everybody attends and participates 
in all the sessions and that each day’s convention busi- 
ness is concluded speedily and efficiently—a welcome 
change from the annoying delays and absences that so 
often interfere with convention programs. 


More Time Available for Amusement 


Delegates may have to go far afield for diversion and 
amusement at other convention sites, but here, right on 
the hotel property, are two of America’s best known 
18-hole golf courses; one, the comparatively easy, older 
course, practically at the hotel doorstep; and the other, 


that celebrated championship Upper Course where 
Walter Hagen won last year’s professional title, just a 
short motor bus ride away. Special tournaments, open 
only to convention participants, can be arranged. 


Here are two well-kept tennis courts—and miles of 
attractive woodland trails for tramping or horse-back 
riding, while one of the best stables of thoroughbred 
saddle horses in America is maintained on the hotel 
grounds, 


The bath department comprises, besides every ap- 
proved therapeutic bath treatment, an inviting swim- 
ming pool; and there is also a separate bath depart- 
ment, with pool, for ladies. 


Write Now for Complete Information 


Regardless of how soon or how far in the future your 
convention will be held, you will find it of advantage 
to know exactly what kind of service French Lick 
Springs Hotel offers you. Do yourself and your organi- 
zation the justice of writing us now, giving us as much 
information as possible about the time of your conven- 
tion and the number to be accommodated. Rooms and 
meals are included in the rate you pay here which means 
that expenses can be determined, almost to the dollar, 
in advance. 


ADDRESS CONVENTION SECRETARY 


FRENCH LICK SPRINGS HOTEL CO., French Lick, Indiana 


“The Home of Pluto Water” 
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Radio Popular in Summer 
(Continued from Page 9) 


ceiving sets so as to enjoy the 
many good things which the radio 
broadcasters are going to put on the 
air during the coming summer months. 

Great progress has been made in 
reducing static interference. Radio 
engineers have tackled the problem in 
a big way, with very definite results. 
At the transmitting end, more and 
more power is being used, so as to 
produce a high signal strength in the 
average At the receiving 
end, the of the 
operated receiver especially the super- 
heterodyne has done much to over- 
come static. Even the design of loud 
speakers has been going away from 
horns and tending towards 
horns less prominently pitched 
qualities, so as to favor musical re- 
rather than extraneous 


receiver. 


perfection loop- 


“tinny” 
of 


production 
noises. 

But after all is said and done, the 
main factor in summer-time radio is 
the public itself. Does the public 
want summer-time radio? That, ulti- 
mately, is the deciding issue. 

And the answer is overwhelmingly 
affirmative. The radio public is com- 
ing to appreciate the possibilities of 
radio entertainment in summer. Radio 
is by no means a strictly indoor di- 
version. While the receiver may be 
confined to some definite part of the 
home during the winter months, as 
soon as warm weather comes around 
the radio set, or at least the loud 
speaker, may be moved about to fit in 
with the altered conditions of living. 
The radio music follows the family 
outdoors to the porch or the lawn, and 
radio takes on a new significance 
among such novel surroundings. It 
sounds refreshingly new. 

The portable receiver extends still 
further the scope of radio entertain- 
ment. This summer we shall have 
radio in the camp and as an essential 
part of the motor camper’s equip- 
More than one camp will have 
its radio going in the evening, listen- 
ing to talks from the far-off city, en- 
joying the musical numbers amid the 


ment. 


primitive surroundings, and, just be- 
fore “turning in,” enjoying a few 
dances to the strains of a metropolitan 
jazz orchestra. The business man 
who will not or must not fail to keep 
in touch with the work-a-day world; 
will find a more serious use for his 
portable set. Even though he may be 


in the far-off north woods, miles and 
hours away from the nearest signs 
of civilization, he will know how the 
stock market fares and what is going 
on in the world at large. Motor boats 
and house boats are going to make 
good use of portable radio receivers, 
too, amid surroundings that are highly 
conducive to the best radio and musi- 
eal results. 

So radio broadcasting, in its fourth 
year of existence, is becoming an all- 
year-round form of entertainment. 
Technical progress has made it pos- 
sible. Radio broadcasters have made 
it indispensable. And the great radio 
public has made it an accomplished 
fact. 





Hints for Your Customers 
(Continued from Page 25) 


114 hours for one cent and a 32-in. 
fan 14 hour for one cent. 





Washing and Ironing Real 
Money 


ONEY is an _ attention-getter 

any time, and the spectacle of 
seeing a large quantity of paper 
money washed, ironed and hung up 
to dry attracted so many people to 
the window of a dealer in Des 
Moines, Ia., that the police had to 
keep the crowds moving. It was all 
a part of an electrical display which 
you can describe to your: electrical 
dealers. The Des Moines Electric 
Co, borrowed a large amount of pa- 
per money of all denominations of 
a local bank. They put a sign in 
their window, “This money was fur- 
nished through the courtesy of the 
Bankers Trust Company Bank.” A 
demonstrator was in charge and used 
different plainly lettered signs to ex- 
plain the process to the crowd. The 
paper money was washed, put through 
the wringer, ironed with an electric 
ironer and hung up to dry on a little 
clothes line stretched across the 
window. A large mirror was _ at- 
tached te the back of the washer so 
every process of the washing ma- 
chine could be seen by the people 
watching. One of the posters 
brought out the fact that a washer 
could not possibly hurt the most del- 
icate of fabrics if it did not injure 
the frail bills. 


June is a good month to push 
sales. The housewife is 


more anxious to work in the garden, 


washer 





or go off for a day’s motoring tl in 
bend over an old-fashioned wash 
board unnumbered hours on wash 
day. 


Mystery Window 

OR the dealers that are looking 

for semething novel for wind w 
displays, here is an idea used by a 
dealer in Worcester, Mass. Crows 
stopped before his “Mystery win- 
dow” because they were curious {to 
know how it all worked and sone 
came inside his store to ask. Ile 
placed a large revolving mirror upon 
a number of closely arranged paint 
cans. An electric magnet was put 
below the mirror and was attached to 
a hidden electric light socket. The 
current for this magnet was broken 
at times by a circuit breaking plug. 
On top of the mirror were feathers, 
matches, imitation cigars containing 
metal at the bottom. When the electric 
current was turned on the magnetic 
energy penctrated through the heavy 
plate glass mirror and raised the 
objects on end. When the current 
was broken the articles would topple 
over. 


A New Blotter Idea 

LOTTERS are always good ad- 

vertising, but a dealer in Illi- 
nois varies the usual size of his blot- 
ter to a little handy check-book size. 
His customers liked to tuck this 
inside their check-books and __ they 
were reminded of all the electrical 
things that could be bought at his 
shop. Many of them came back for 
another blotter when theirs was mis- 
laid. Tell the dealer to use a stiff 
blotter, as it is more durable and 
takes the ink better than a soft one. 





Morison Increases Facilities 

The Morison Electrical Supply 
Co., 15 E. 40th street, New York, has 
taken over another floor of the build- 
ing in which it is located. It has 
installed radio and electrical displays 
together with an efficient stock ar 


rangement. 
* & # 


Hayes Installs Fixture Room 

Charles E. Hayes Co., Springfield, 
Mass., has installed an addition! 
fixture room in which is contained 
195 outlets as follows: 50 ceiling f\' 
fixtures; 20 ceiling for lanterns; ~> 
bracket outlets, and 50 base dup! x 
receptacles. 
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Who uses the 








The EMF 


Electrical Year 


Book Contains 


Over 3,100 practical defi- 


nitions of electrical prod- 
ucts. 


Over 51,000 listings of 


manufacturers under the 
products they make. 


Over 7,700 company 


entries. 


Over 6,800 electrical 


trade names. 


A Geographic Section 


for locating nearest source 
of supply of any electrical 
product. 


All’ alphabetically ar- 


eo easy to use as 


telephone directory. 


Condensed catalog ex- 


hibits of prominent manu- 
facturers. 











EMF oe BOOK 



























































and how they use it 


D. A. Higgins, Purchasing Agent, 
Stanley & Patterson, Inc., New York. 


“T find the EMF ELECTRI- 
CAL YEAR BOOK indispen- 
sable to me in a buying way. 
With the number of questions 
that arise during the day, it 
would be practically impossible 
for me to get along without it. I 
can recormmend it for any one do- 
ing any electrical purchasing.” — 
D. A. Higgins. 


The one word used most by 
jobbers in describing EMF is “in- 


dispensable.” Many times every 
day- there is occasion to locate 
products, or their manufacturers, 
and because any trade informa- 
tion desired can be instantly 
found in the EMF, it isn’t strange 
that it has become an indispen- 
sable adjunct to the jobber. 


Depend upon the EMF. Keep 
it handy on your desk. It will 
save you countless hours of 
search and give you just the in- 
formation you are seeking. 


If you have a copy of the EMF use it; 
if not, get in touch with us. 


ELECTRICAL TRADE PusuisHinc Co. 
Also Publishers of The Jobbers Salesman 


53 WEST JACKSON BLVD. CHICAGO 





Whatever you want ro know-if its electrical-look in the EMF 
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AMERICANS SHOULD PRODUCE THEIR OWN RUBBER . K6&inalent. 


KARE 








Cut of com- 
pletely taped 
joint in main [| 
feeder from 
transformers 
to switchboard 


Tested To Insure 
Lasting Insulation 


In every test—adhesion, tensile strength, dielectric and 
ageing — Firestone Friction Tape surpasses the exacting 
requirements of the government and leading electric equip- 
ment manufacturers. 


Firestone 












This Tape—heavily rubberized with a special adhesive, 
sulphur-free compound—takes hold instantly and provides 
lasting insulation and protection. 


Friction Tape users want this long service and quick 
easy handling at all temperatures. It means a better job 
—for less money. 


Electrical dealers everywhere are enjoying steadily grow- 
ing sales of this profitable item. For discounts and speci- 
fications address the Home Office at Akron or the nearest 
Firestone Branch. 


Firestone 


FRICTION TAPE 
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Pierce Covers South 

J. E. Pierce, manager of Chicago 
sales, Inland Glass Co., Chicago, has 
just completed an _ extensive trip 
through the south and _ southwest. 
calling on jobbers and the lighting 
trade. Mr. Pierce, whose travels in- 
cluded the principal cities in Florida, 
Louisian, Tennessee, Texas and Okla- 
homa, reports that business condi- 

















tions in the south are very encourag- 
ing, with a decided tendency towards 
increasing sales. In Chicago, the sales 
of illuminating glassware are also in- 
creasing, the first four months of 
1925 showing an increase of about 25 
per cent over the same period last 


year. 
* * * 


Liberty Transformer Moves 
The Liberty Transformer Co,, Inc., 
Chicago, has moved from 555 North 
Parkside avenue to 123 North Sanga- 
‘amon street, where much larger 
quarters are available. 





Beezley Elected Director 

C. F. Beezley, Jr., manager of the 
Jobbers’ Catalog Department of R. R. 
Donnelly & Sons Co., Chicago, was 
elected a director of the company at 
its meeting on May 5. Mr. Beezley, 
who is well known in the electrical 
jobbing field, has been in charge of 
the Donnelly catalog department 
since its inception about 20 years ago 
and is responsible for many of the 
improvements that have been made in 
catalog building, not only for elec- 
trical jobbers but for mill supply, 
hardware and automotive jobbers as 
well. 

* * * 
Find Chicago Fuse on Murray 
Street 

The Chicago Fuse Mfg. Co. an- 
nounced the removal of its New York 
office and warehouse, on April 15, to 
71 Murray street, (telephones, 
Walker 9524 and 9525). 

In these more spacious quarters they 
are better equipped than ever to give 
customers the best attention and ser- 
vice on ‘“Union” renewable fuses 
“Gem” non-indicating fuses, “Union” 
indicating fuses, “Union” stamped and 
open link fuses, “Gem” mica-top plug 
fuses, “Gem” radio fuses, “Union” 
cutout boxes, “Gem” sectional switch 


boxes, “Union” outlet boxes and 
“Union” set-up boxes. 
* * * 
Curtis Lighting Moves 


St. Louis Office 

Curtis Lighting, Inc., announces a 
change in location of its St. Louis 
office. This branch office, which is in 
charge of P. D. Cornelisen, resident 
engineer, was formerly located in the 
Title Guaranty building. The office 
was moved on May 1 to 312 Buder 
building, seventh and Market streets. 


Jaeger Heads Sales Managers 
Association 


A. H. Jaeger, sales manager, Ap- 
pliance Division, Edison Electric 
Appliance Co., Chicago, has been 
elected president of the Chicago Sales 
Managers Association. 





Arthur Miller Appointed 
General Manager 

The Miller Co., Meriden, Conn., 
announces the appointment of Arthur 
Miller as manager of its Ivanhoe Di- 
vision in Cleveland, O. 

Mr. Miller has been in the lighting 
industry since 1907. For several 
years prior to April 1, 1922, he was 





Arthur Miller. 


city salesman for Ivanhoe in New 


York City. On April 1, 1923, he was 
made district sales manager of the 
eastern section of the United States. 
On August 1, 1924, he was made act- 
ing manager of the Ivanhoe Division. 
And now he has been made general 
manager. 

He has a summer home on Long 
Island and is making his home at the 
Wade Park Manor in Cleveland, O. 
He likes very much to hunt and fish, 
but cares little for golf. He is a bear 
for work, talks of ‘‘the old days” with 
pleasant recollections, and has far- 


reaching plans for the future. 
* * * 


Tubular at 50 Not 30 Church 

The new New York office of the 
Tubular Woven Fabric Co., is located 
at 50 Church street, instead of 30 
Church street as stated in the May 
issue. 
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Brandes Moves Factory and 
Offices 

C. Brandes, Inc., has 
New York factory to its new plant in 
Newark, N. J. The executive offices 
of the company are now located at the 
factories at 200 Mt. Pleasant avenue, 
Newark, N. J. 

For the present the office of M. C. 
Rypinski, vice-president, and the sales 
and advertising departments will be 
located at 237 Lafayette street, New 


York. 


moved its 


* * * 


“Outlock”’ and “Sterling” Now 
One 

The business of The Outlook Co. of 
Cleveland, O., has been combined with 
that of The Sterling Mfg. Co. and 
hereafter will be conducted under 
Sterling management. 

There will be no change in the gen- 
eral sales policies, and the products 
will retain their respective trade 
names, “Outlook” and ‘“‘Steriing.”’ 
Sales and executive offices have already 
been consolidated and the manufac- 
turing will concentrated at the 
Sterling plant as soon as it can be 
done without interfering with deliv- 


be 


eries. 

All inquiries, orders and _ other 
“Outlook” communications should be 
addressed to the Sterling Mfg. Co., 
2831 Prospect avenue, Cleveland, O. 
* # * 

Punched Card Feature at 
Dealer Exhibit 

One of the most interesting retail 
dealer meetings ever held by the 
Westinghouse Electric & Mfg. Co., 
and the Westinghouse Lamp Co., took 





place at the Pennsylvania Hotel, New 
York, on April 14. As part of the 
meeting, an elaborate display was ar- 
At the entrance of 
the exhibit rooms a complete retail 
store was erected, so that the dealers 
went through this store in order to 


ranged. to one 


reach the main exhibit. As a feature 
of the meeting, the Westinghouse 
Lamp Co., trimmed 10 windows, 
building the displays around the ad- 
vertising material of both companies. 

A novel scheme was introduced to 
insure the dealers inspecting all of 
the As _ the 
the exhibit, he was given a card with 
numbers on it representing each ex- 
hibit in the room. 


exhibits. dealer entered 


Then as he visited 
each exhibit his card was punched by 
the man in charge. After making the 
inspection, he dropped the punched 


card in the box. 


He Made Small Transformers 
a Big Business 


To start with one of the greatest 
industries of modern times, and still 
be young in 1925, is an ambition few 
men realize, but John A. Bennan is 
one of them. Back in 1900 the elec- 
trical industrial field was uncompli- 
cated by the diversifications that have 


multiplied since. One man _ could 
readily acquaint himself with the 
whole field of manufacture of elec- 


trical equipment. But Bennan decided 
that he would not try to straddle two 
or more horses that might lead: farther 
and farther apart. It was not then 
the “age of specialization’, but he 
was ahead of the times in that he con- 
centrated his efforts and energy on 
He 
figured that it would take all one 
man’s time to know all about small 


He 


one unit—the small transformer. 


transformers. was determined to 


be that man. 

Today, it is evident that he chose 
well. As president of the Jefferson 
Electric Manufacturing Co., of Chi- 
cago, said to be the largest manufac- 





turer of small transformers, he con 
mands the respect of the industry « 
the Jeader in his particular field. 
The small transformer, compar: 

tively insignificant in 1900, wh« 
Bennan entered the industrial field i: 
Chicago, is an extremely valuable unit 
in the control of current for domesti 
and manufacturing use today. Peopl. 
who have wondered how he could find 
enough available business in smal! 
transformers to grow and expand, do 


not consider the tremendous market 
for this class of material. Bel] 
ringing transformers, toy trans 
formers, radio. transformers, trans 


formers used in connection with oil 
burning furnace apparatus and many 
types of special tranformers bulk 
into a tremendous business that fully 
justifies the existence of companies 
like the Jefferson. 

Mr. Bennan is not a man of many 


words. With a youthfully active 


mind, for he is only 47, well-trained 
in the details of his business, he 
grasps the subject in hand, and with 
a few words literally leaves nothing 
(Turn to Page 156) 


left to be said. 
























































































































John A. Bennan, President, Jefferson Electric Mfg. Co. 
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E. Achenbach 
Aird 

R. Allen 

W. Ament 
H. Anderson 
J. Andrae 
H. Baldwin 

. L. Bateman 
Baylis 

L. Beh 

. Bergman 
W. Berney 
P. Bowman 
S. Breidenbach 
D. Brown 
A. Browne 
G. Burns 

P. Casey 

I. Church 
R. Clifford 
H. Cline 

J. Coath 

. Cohen 

W. Cole 

M. Colwill 
H. Cory 

J. Cossman 
G. Craig 

. Cy Croll 

’. B. Croney 
E. Crowson 
W. Culbertson 
J. Cull, Jr. 
F, Cummings 
L. Dale 

E. Darrow 

. Deinzer 
Dowding 

. J. Eagan 

. A. Eigelbach 


CAMP NELA 
SS ea 


Mernvo>>D 





EXMIC VHP TTENZOTONZO-OZ“PRPZMOPETCS 























Here are the 119 jobbers’ salesmen who qualified in the On-to-Nela. 
to Nela Park and a week at Nela Camp this summer. How many of these do you know? 


E. N. Ferguson 
J. R. Fitzpatrick 
F. C, Fletcher 
S. Front 

F. S. Glauber 

B. Golden 

W. H. Green 

L. Hagan 

L. H. Hahn 

P. B. Hansen 

C. E. Harding 
G. L. Hayes 

A. W. Hearne 
R. Heider 

T. F. Hendrick 
T. S. Hirt 

C. F. Howes 

W. H. Hutchinson 
J. E. Hutton 

H. Inman 

F. C. Irrgang 
W. E. Jones 

C. J. Kehr 

W. A. Kieb 

W. M. Kline 

F. W. Koch 

M. Kurland 

B. J. Lenihan 

P. L. Lessard 

J. G. Loomer 

N. W. Lovegrove 
O. F. Luttringer 
E. A. McGraw 
H. E. Marquardt 
F. W. Martin 

J. C. Maxon 

S. W. Mesick 

O. G. Morgan 
V. H. Morgenstern 
F. L. Mullock 


A GENERAL ELECTRIC PRODUCT 


F\ 


NATIONAL @ 
AZDA LAMPS 


ON-TO-NELA 


Each will get a trip 


R. Newberry 

. W. Nice 

’. T. O'Donnell 

. Oudersluys 

. E. Pfischner 

. B. Phillips 

. S. Powell 

. D. Roadcap 
J. Ross 

*. S. Ruland 

. C. Runge 

. F. Ryan 

W. E. Saylor 
W. F. Schiefelbein 

C. O. Schmutz 
A. G. Schwab 
M. H. Schwartzberg 

B. R. Squires 

M. C. Taradash 

N. E. Thompson 
A. B. Thomson 
E. W. Timm 

H. W. Tompkins 

C. E. Toye 

E. Van Gilluwe 
E. Vath 

G. A. Volz 

H. Waarvick 

H. B. Wackstein 

E. F. Walker 

R. A. Wallace 
W. H. Webster 

V. W. Werr 

J. F. Whelan 

F. A. Wiebe 

G. E. Wiley 

F. B. Wille 

D. Wood 

F. W. Wooton 


OZARPsON 
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New Electrical Products, Illustrated 








The American unit type 
safety entrance, shown on 
the left, is a product of the 
American Electric Switch 
Co., Minerva, O. This switch, 
which is of excellent appear- 
ance, has an insulated base, 
made of unbreakable molded 
insulation, allows renewal of 
circuit fuses with 100% 
safety, has a spring catch to 
hold main cover in closed 
position and has positive act- 
ing catch to hold fuse door 
closed. Other features of 
design are: card _ holder; 
front operated; lock-off de- 
vice on line switch; posi- 
tive indicating; meter test 
clips and_ disconnecting 
switch, and no concentric or 
combination knockouts. 








“Circle F” canopy switches are 
designed for use with shallow spun 
or cast switches. They can be 
furnished with short stem (1850) 
for stamped canopies, or the long 
stem (1851) for cast canopies. They 
are fitted with six inches of number 
18 B&S stranded rubber covered fix- 
ture wire, extended from sides. 





“Circle F” shallow type switches 
are regularly tested and inspected 
under Underwriters factory inspec- 
tion service. This insures a uniform 
product that must open the circuit 
under full load, 6,000 makes and 
breaks. This is equivalent to six 
years of ordinary service. “Circle 
F” products are manufactured by 
Circle F Mfg. Co., Trenton, N. J. 








Here is the Yale $1.00 flashlight. 
It is composed of only seven parts 


—all interchangeable. It has a 
triple nickel plated finish, has no 
contact switch and no contact strip. 
The bulb assembly will fit either 
end. The Yale mono-cell can be in- 
serted in either end. For a flash 
contact the end-cap is pressed. For 
a steady beam the end-cap is turned. 
This flashlight is made by the Yale 
Electric Corp., Brooklyn, N. Y. 








The new model 5 Ohio Tuec 
cleaner is equipped with a self- 
starter. When the handle is lowered 
to operating position the motor 
starts, and when the handle is 
raised it stops. The cleaner is 
equipped with a brush which is not 
motor’ driven. The complete unit 
weighs only 11% pounds. It is 
manufactured by the United Elec- 
tric Co., Canton, O. 








A new counter display carton con- 
taining one ounce rolls of Slipknot 
friction tape may now be secured 
from the Plymouth Rubber Co., 
Canton, O. This display carton 
should increase the jobber’s business 
on tape considerably with the 
dealers. 
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Wagner Fans appeal to the 


3 strongest buying motives: 
WV AGNER FANS were designed especially to appeal to the three 


strongest buying motives—comfort, convenience and reason- 
able price. 


Wagner Fans will win the buyer on every count! There are thirty- 
eight selling features. They have safety oscillator stop—allow change 
of fixed air path without shifting fan base—will not leak oil or drop 
grease—multi-speed control—will not creep or scratch furniture— 
quiet in operation—move a large volume of air—economical of elec- 
tricity, and so on through a long list of advantages. Something real 
to talk about! 


Built by an organization with more than thirty years of small-motor 
experience, having a reputation for quality products and fair dealing. 
Youcan stock Wagner Fans with confidence in the goods and the maker. 


Write for the new Wagner 38-Feature Fan Catalog—tells how Wagner 
Fans meet every user’s need—gives full data on every type and size— 
shows how the buyer can make his fan an all year convenience. 


Send for copy now. 


Wagner Fans - 


with 38 selling features ‘de 
yng 











. non-oscillating 









38 selling points make it easy 
for salesmen to interest cus- 
tomers and close sales. 





= Oscillation can be regulated 
to modify ae of air path, 
or stopped as desired. 


Light construc- 
tion makes fan 
easy to move. A 





LIST PRICES 
9-inch, high-speed 
non-oscillating $10.00 A.C. only 
9-inch, high-speed 
oscillating $15.00 A.C. only 


12-inch, high-speed 
$23.00 A.C. or D.C. 
12-inch, high-speed 


oscillating $30.00 A.C. or D.C. 












12-inch, low-speed 
oscillating 
16-inch, low-speed 
oscillating 
16-inch, high-speed 
oscillating 
56-inch, ceiling fan 


$30.00 A.C. or D.C. 
$35.00 A.C. orD.C. 


$35.00 A.C. or D.C. 
$52.00°A.C_or D.C. 











4 
Above prices cover fans for 7 
110-volt 60 cycles or 110-volt 7 
direct current only. Ss 
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Reticence usually con- 
fidence. It does in John A. Bennan. 
Such confidence is fully justified when 
it is known that his judgment in 
questions of principle, policy and 


practice in the manufacturing busi- 


mspires 


based on experience and 


practical knowledge that few men can 


ness is 


equal. 
eo ee 


From Raw Copper to Wire the 
“American” Way 

The American Insulated Wire & 
Cable Co. of Chicago was founded 
25 years ago by its present president, 
Nathan T. Brenner, to manufacture 
weatherproof wire. With his fore- 
sightedness and good business judg- 
ment he realized the broad field and 
the magnitude of the electrical indus- 
try, which at that time was practi- 
cally in its infancy. His first policy 
was to build a product that could not 
be excelled. With this in mind, as 
the industry grew this now nationally 
known company has kept abreast with 
the growth, until today it has the 
largest tonnage producing weather- 
proof plant in the west. 

The standard that was set for its 
product has been maintained over this 


going to make it, and the manufac- 
turing methods employed in_ the 
plants. 

The insulating plant consists of 
three braiding departments (one of 
which is used exclusively as a school 
for its operatives) to insure the 
proper braiding applications. 

The cotton is received at this plant 
in yarn form, in various sizes, re- 
wound by a new process and braided 
to cover the wire evenly. It is then 
saturated with a mineral compound to 
preserve every stitch of cotton, and 
the entire surface is covered with a 
high test melting point wax to pro- 
tect the braid and preservative, which 
after being polished gives the wire 
an appearance of a hard smooth uni- 
form finish. In these operations 
alone 72 hours are consumed (this is 
called the curing process) and assures 
the users of “American brand” a wire 
that will withstand bending and heat- 
ing without the covering breaking, 
cracking, peeling or melting. 

Furthermore, its weight per 1,000 
ft. for the respective sizes is less 
than other wires on the market. 

The plant is of the latest design 
and produces approximately 70,000 to 
80,000 lbs. per eight hour shift. 





own hot rolled copper rod mill in C}, - 


cago. Previous to this it was cor 


pelled to depend on eastern mills f+ 


its supply, which not only was , 
handicap for the progress of this 
growing concern, but very costly, «s 
it was compelled to pay an exorbita:: 
charge for this operation, and in add 
tion, a high freight rate. 

The rod mill is now working to ful! 
capacity, producing approximate], 
50,000,000 Ibs. of copper rods per 


year, in sizes ¥ in., % in, and +, in., 


and being the only commercial mil! 
producing rods in the middle west, 
and with the increased growth of the 
electrical industry in its immediate 
territory, the production will probably 
be increased to its maximum ca 
pacity of 110,000,000 Ibs. per year. 
In addition to this mill, which is the 
last word in rod mill, the Brenner 
Mervis Company, which is a_sub- 
sidiary of the American Insulated 
Wire & Cable Co., has installed a wire 
and stranding department to produce 
60 tons of wire and cable per day. 

It may be interesting to the readers 
of this article to know that this com- 
pany designed and built a high-speed 
stranding machine 135 ft. long which 











Main Plant Of the American Insulated Wire and Cable Co. 
The Magnet Wire Department. 


period, and has been approved by 
some of the most critical engineers 
of testing societies in the country. It 
has met some of the most exacting 
tests, not only in chemical and 
physical laboratories, but actual test 
on the line over a period of 20 years, 
and after this length of time it has 
been adjudged as being in good con- 
dition and still retaining many years 
of life in use, so that the actual life 
of “American Brand” weatherproof 
cannot actually be determined. These 
features of quality may be credited 
to the construction and ingredients 











The large tonnage of copper con- 
sumed by this company necessitated 
its installing its draw- 
ing equipment five ago, at 
which time it equipped itself with 
wire 


own wire 


years 


copper drawing machinery 
and stranding equipment. This de- 
partment was built up to a tonnage of 
approximately 80 tons per 10 hour 
day, with additional stranding equip- 
ment added from time to time. 

The copper wire tonnage grew. and 
the large tonnage of copper rods re- 
quired, from which the wire is drawn, 
necessitated this company building its 


In The Lower Left-hand Corner Is Shown 
In The Upper Right-Hand Corner Is The Rod and Wire Mill. 


will strand into high tension cables 
up to 90,000 ft. per day, and is the 
only machine of its kind known. It 
has also installed an electric furnace 
to anneal copper wire, which is the 
last word for this purpose. 

The copper ingot, as it is commonly 
called (or wire bar) is 56 in, long, 4 
in. deep and 4 in, wide, weighing 210 
to 225 lbs. and is rolled and drawn 
through the various operations, down 
as fine as the human hair and measur- 
ing thousands of feet per pound. 

To keep abreast with the rapid 
strides of the industry, a magnet wire 
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department was installed, making 
plain enameled and_ cotton-covered 
wire and this product has been ac. 
cepted by some of the largest and most 
critical users in the country, who 
have accepted it as the finest insula- 
tion of its kind in the field, which 
only bears out the policy of this com- 
pany to make high-grade merchan- 
dise. 

The various steps or operations are 
all controlled by a high type organ- 
ization, trained and schooled by men 
who have given their respective type 
products their life study and who 
have practically built up this organ- 
ization. 

The composite cut shows the three 
operating plants, which are located in 
Chicago on transcontinental lines and 
deep waterways. 


Lamp Works Make Many 
ges 


The National Lamp Works of Gen- 
eral Electric Co. has announced a 
number of changes in names and ad- 
dresses of the sales divisions effective 
May 1. The changes are as follows: 

The name of the Federal Miniature 
Lamp Division of New York City has 
been changed to Federal Lamp Di- 
vision, National Lamp Works of Gen- 
eral Electrie Co. 

The offices of the Federal Lamp Di- 
vision have been moved from 342 
Madison avenue to 441 Lexington ave- 
nut. In addition to the offices, there 
are sales rooms containing lamp dis 
plays and lighting demonstrations. 

The Shelby Lamp Division of the 
National Lamp Works, Jackson build- 
ing, Buffalo, N. Y., 
change in name to Empire Lamp Di- 
vision, National Lamp Works of Gen- 
eral Electrie Co. 

The offices of the Bryan-Marsh 
Division, National Lamp Works of 
General Electric Co., Grand Central 
Terminal building, New York, have 
been changed to 250 Park avenue. 

The name of the Bryan-Marsh Di- 
vision, National Lamp Works of Gen- 
eral Electric Co., 623 S. Wabash 
avenue, Chicago, has been changed to 
Midland Lamp Division, National 
I.amp Works of General Electric Co. 

The name of the Bryan-Marsh Di- 
vision, National Lamp Works of Gen- 
eral Electric Co., located at 642 
Beaubien street, Detroit, Mich., has 
been changed to Michigan Lamp Di- 
\ision, National Lamp Works of Gen- 
eral Electric Co. 


announces a 








Three more reasons why Curtis Electri- 
cal Supply Co., Boston, Mass., is getting 
its share of business, left to right: E. J. 
Piccott, salesman; E. Benedict, salesman, 
and E. Parker, Pierce lamp specialist. 





McGraw Awards for Electrical 
Men 


To individual initiative 
and creative thinking among electrical 
men, James H. McGraw of the 
McGraw-Hill Co., estab- 
lished four annual awards, three to 


be competed for by the men of the 


encourage 


Inc., has 


manufacturing, jobbing and contrac- 
tor-dealer branches of the electrical 
industry, respectively, and the fourth 
to be open, in addition, to the men of 
the central] station industry. 

The awards will be 
the first three instances to that man 


presented in 


in each field who is judged to have 
made the mest important personal 
contribution to improvement or prog- 
ress in the advancement of either the 
processes or practices or policies of 
manufacturing, jobbing, contracting 
or merchandising. A fourth award 
will be given to that electrical man 
in any of the four branches of the 
industry who has contributed the most 
and useful idea for pro- 
moting co-operation between any two 
or more branches of the electrical in- 
dustry. 


valuable 


Each award will take the form of a 
bronzé medal and a purse of one hun- 
dred dollars in gold. The Society for 
Electrical Development has been re- 
quested to act as sponsor for these 
awards, and appoint a committee of 
awards which will prepare an appro- 
priate medal and conduct the contests. 
Full particulars may be had from the 
Society, 522 Fifth avenue, New York. 

With particular reference to the 
jobbers, each year on the occasion of 
the meeting of the Electrical Supply 
Jobbers Association, a medal and a 
purse of one hundred dollars, will be 
awarded to that employe or official 
of any electrical supply jobbing 
house of the United States or Canada, 
who during the year 1924 made the 





most constructive contribution to the 
commercial development of the elec- 
trical jobbing industry, through the 
suggestion of an idea that has been 
successfully applied in the promotion 
of the market or the improvement of 
The and the 
purse will be awarded by the prize 
jury to that man whose submitted 


jobber service. medal 


statement, endorsed by an executive 
of his organization, appeals to the 
judges as offering the greatest . value 
to the jobbing industry. 
* * * 
New Officers of Westinghouse 
Lamp Co. 

At a meeting of the Board of Di- 
rectors of the Westinghouse Lamp 
Co., held at its headquarters at 150 
Broadway, New York, the following 
officers were elected: E. M. Herr, 
president of the Westinghouse Elec- 
tric & Manufacturing Co., was re- 
elected president of the Westinghouse 
Lamp Co.; Walter Cary was elected 
first vice-president; T. G. Whaling 





A. E. Allen. 
T. G. Whaling. 


Walter Cary. 


was elected a vice-president; L. A. 
Osborne and C. A. 
elected as vice-presidents, and James 
C. Bennet and T. J. [ling were re- 
elected secretary and treasurer, res- 
Mr. Cary, who was elected 


Terry were re- 


pectively. 
first vice-president, was formerly a 
vice-president, and Mr. Whaling, who 
was elected a vice-president, was for- 
merly general manager. 

To succeed Mr. Whaling, Arthur 
E. Allen, formerly manager of the 
New York district sales office of the 
Westinghouse Electric & Manufactur- 
ing Co., has been appointed general 
manager of the lamp company. 

* & * 


Dubilier Moves Plant 

The Dubilier Condenser and Radio 
Corp., New York, announces that it 
has moved from the old plant at 44 
W. 4th street to its newly erected 
plant at 4377 Bronx boulevard. It 
is a new, modern structure. The ad- 
ditional space, over the old plant. is 
some 20,000 sq. ft. 

























































THE JOBBER’S{A)/SALESMAN 








ort 








2 Get in line with Ettco 
Products. The contractors 
and wiremen who know 
this line thoroughly 
would use no other. Ex- 

plain the merits of Ettco _ - 

= Products to the rest of 
= your trade. 
= 
= 
= 

S 

= 

= 














f’ éttco Quality, Service and 

‘4 Square Deal have built up a 
nationwide distribution that 
make Ettco products easy to 
buy wherever you are. 














Eastern Tube & Tool Co., Inc. 
Brooklyn, 











The Jobber’s Salesman is the only newspaper 
of the jobbing branch of the industry. 


It is the only clearing house for ideas and sales 
suggestions of those engaged in the jobbing 
branch of the industry. 


It is the only publication that is devoted exclu- 
sively to the business in which you are en- 


gaged. 


Why not take advantage of this helpful, interest- 
ing service? A dollar a year brings it. Subscribe 
now. 

















Radio Corporation Promotes 
Brunet and Parker 


Meade Brunet— former district 
sales manager of the Radio Corpora- 
tion of America, in Chicago, has bern 
appointed assistant general sales man- 
ager in charge of merchandising, wi'h 
headquarters in New York. 








Meade Brunet. P. G. Parker. 


On May 15, P. G. Parker became 
the district sales manager in Chicago, 
with offices at 10 South La Salle 
street. The Chicago territory over 
which Mr. Parker has _ supervision 
consists of 24 states. 











If any Philadelphia electrical man were 
asked to name the five most popular fe! 
lows in his city, “Bob” Cunningham would 
surely be among them. Bob inherits tha' 
“smile that won’t come off” from the stage 
for it is said that at one time he was actu 
ally a real actor. Apparently, however, lic 
improves with age, for when Bob shows 
up it’s a sign to start laughing and ii 
Bob can’t produce a laugh business mus! 
be pretty bum or else someone has quote: 
another extra 10 on the porcelain discount 
But take it from Philadelphia, Bob ca: 
produce the sales as well as comedy fo: 
he is the leading salesman of the Crave: 
Electric Sales Co, well known manufac- 
turers agent at 30 Bank street. 
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$ Norman McKinney Sales Man- 
ager of Signal Engineering 

‘ Norman McKinney, for the past 

five years with the Autocall Co., of 

shelby, Ohio, has accepted the posi- 

tion of sales manager of the Signal 











Norman McKinney. 





Engineering & Manufacturing Co., 
533 Canal street, New York, manu- 
facturers of signalling equipment. 
Mr. McKinney succeeds A. W. Hall 
who is now representing the company 
in northern New Jersey. 


The Signal Engineering & Manu- | 
facturing Co. has just adopted the | 


policy of selling its line of single 
stroke and vibrating bells through the 
jobber and is preparing plans for co- 
operating with the jobber in every 
respect. First, the company is con- 
tracting for extensive space in the 
leading electrical trade journals and 
will also conduct an intensive direct 
mail campaign among contractors and 
architects. 


As an added help to the jobber and 


jobbers’ salesmen the company plans | 


to expand its sales force in erder to 


do more missionary work and have | 


someone on the job all the time to 
work with jobbers’ salesmen. There 
are still some territories in which 
good men are needed. 


i — ae 


Autovent Signs Stamp the 
Jobber 


ff Autovent two-color, lithographed 
signs 18 by 24 in. will hereafter 
stamp any jobbers, who request the 
same and display it, as representatives 
of the Autovent Fan & Blower Co., 
Chicago. The sign shows their com- 
plete line of ventilating equipment. 





















SUN—RAY 


MODEL 75 LEADS AGAIN! 


A few recent installations— 


D. H. Holmes Co., New Orleans, La. 
Chamberlin, Johnson, Duboise Co., Atlanta, Ga. 
Father & Son Shoe Stores, All Stores 

H. Straus Sons Co., Louisville, Ky. 

H. P. Wasson Co., Indianapolis, Ind. 

Richman Bros. Clo. Co. All Stores 


Many goed reasons why they and hundreds of other 
stores use SUN-RAY exclusively in their windows! 















Write for complete information 


LWA 
J o.2 pn Morag 











Dealers Say 







“Emerson Junior 


Can’t Be 
Beat” 


Emerson Junior is increasingly popular with your dealers—Emerson 
Quality all thru—with the famous Emerson Y4-inch hollow hardened 
steel shaft—rigid cast frame—highly polished black enamel finish—can 
be used as a wall fan—sliding lever switch in base. Lists with cord and 


plug for $11.00. 


ATES 
ALN 


_gwiththe [pyear guarantee 


Boost your June fan sales with 
this popular-priced fan and the 
complete line of Emersons. 


Immediate Shipments. 
The Emerson 


Electric Mfg. Co. 


2018 Washington Ave., 
St. Louis, Mo. 
50 Church St., New York City 


Emerson 
Junior 
-i- Fan 


or 
110 V., 60 Cy. 
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Try This 


on your next 


Customer 


Show him a Bull Dog assembled 
Split Knob. Ask him to compare 
it with any other split knob he has 
in stock. 


Point out the longer cement coated 
nail on the Bull Dog. Show him 
the genuine leather washer; the 
metal assembling washer; the pro- 
jection on the top piece and the 
recess in the bottom piece, that 
makes the top piece stronger 


| the 


Herwig Issues Catalog 
The Herwig Co., Chicago, 
manufacturers of ornamental, 
metal, out-door lighting fixtures has 
just issued its 32-page catalog num- 
ber 25. This catalog is extremely at- 
tractive and illustrates in splendid 
style the types of fixtures manufac- 
tured. 


Ill., 


cast- 


* 


Walter L. Eckhardt Has Inter- 
esting Career 

Walter L. Eckhardt, president of 
Music 
phia, Pa., has had a most interesting 
business career. Twenty-five years 
ago when phonographs were consid- 
ered a sort of toy, Mr. Eckhardt saw 


* *% 


| the possibilities in the line, and for 




















The porcelain in Bull Dog Knobs, 
month after month is uniform. It 
is a stronger, non-porous material. 


The wire ways are so designed so 
as to grip the wire firmly but not 
tear its covering. 


Bull Dag 


Split Knobs 


Assembled 
Always remember that it is our aim to 


render the jobber, the jobber’s salesman 
and his trade the utmost in the way of co- 
operation and service. 


ILLINOIS 


Electric Porcelain Co. 
MACOMB, ILLINOIS 











| Radio Corp. 





Walter L. Eckhardt. 


25 years he devoted his energies to 


| raising the talking machine to the po- 
sition of dignity which he visualized 
for it. 


His most conspicuous work was 


Master Corp., Philadel- | 











Here’s 


Why You Can Sell 
POWERLETS 


Powerlets of 
the Switchbox Se- 
ries are made in 
deep and shallow, 
in single and two 
gang. They are 
made for mount- 
ing all makes of 
push button 
switch and rec- 
tangular base re- 





ceptacles. Twelve 
different types for 
% and %-inch 
conduit. 





The conduit 
hubs are an inte- 
gral part of the 
body, so. that 
rigidity and align- 
ment are assured. 
Large wire cham- 
bers for insulating 
and tapping wire 
joints. A com- 
plete line of steel 
covers is alsu 
made for Power- 
lets. 


You'll find all 
the selling points 
of this well-known 
line in our handy 
pocket size cata- 
log. Write for it. 
Jobbers’ Sales- 
men! Ask your 
sales manager to 
take on Powerlets. 


Type SE 


hallow 








' 4071 
Cover 


MULTI ELECTRICAL MANUFACTURING CO. 


1848 W. 14th St. CHICAGO, ILL. 
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Steelduct 


Steelduct electro galvanized conduit 
has an exceptionally clean and smooth 
surface both inside and out. It is noted 
for its lasting qualities. 
is dis- 


Steelduct enameled conduit 


| tinguished by its tough black enamel. 


| duit 


Both types of Steelduct rigid steel con- 
appeal to particular architects, 
contractors and engineers, Every length 
of enameled conduit is fitted with a 


| thread protector of an improved type. 


with the Columbia Phonograph Co., | 


branches and 4,000 dealers. In 1916 
he joined the Pathe Shop in Philadel- 
phia, Pa., as general sales manager, 
and by 1920 the sales had increased 
from a _ business of $1,200,000 
1917 to $10,000,000. 


In 


in 


formed the General 
On an investment of 


1922 he 


| $40,000, which jumped to $200,000 





| for which he personally established 40 | 


Jobbers and their salesmen will find 
Steelduct easy to sell. Get in touch with 
us regarding our jobber’s proposition. 


The Steelduct Company 


YOUNGSTOWN OHIO 


onot RWRITERS 
ABORATORIES 


INSPECTED 
CONDUIT 
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Keep Going! 


LIMINATING difficulties 

is the main job of Pitts- 
burgh Standard. This pat- 
tented Thread Protected 
Enameled Conduit eliminates 
running dies over pipe ends 
and reversing couplings. 


P. S. reaches the job ready 
to install. Eliminates sales 
difficulties for you. Costs no 
more than ordinary enameled 
conduit. Start sales with™ 
P. S.—it will keep them going! 


Enameled Metals Co. 


PITTSBURGH, PA. 














J 
t 
| 
Tt 4 
Absolutely 
: O. K. when it left our store.” 
Can you definitely tell your 
customers this? Not unless 
4 your tubes are permanently 
; marked. You can _ prevent 
75% of your replacements. 
An Etch-O-Tube Outfit will 
do this quickly and cheaply. 
) 


Write to 


Union Electric Company 
Pittsburgh, Pa. 





| 
| 














| around the 


tacting 
| radio and hardware 


the second year. 
jumped to $3,700,000. 

The company, now known as the 
Music Master Corp., has developed 
Music Master radio re- 
producer what is said to be one of the 
largest radio merchandising institu- 
tions in the world. 

* * * 


Frank Kysela Starts His Own 
Business 

The trade at large and the friends 

of Frank Kysela of Kansas City. Mo., 

will be interested in learning that he 

has severed his connections with the 





Frank Kysela. 


National Carbon Co. to go into busi- 
ness for himself. 

Frank has been associated with the 
National Carbon Co. almost a quarter 
of a century, for 20 years as sales- 
man and during the last three years 
as Kansas City district manager. 

He plans to handle a few good 
as manufacturers’ agent con- 
automotive, 
distributors 
Oklahoma 


lines 
with electrical, 

in 
and 


Nebraska, 


Texas. 


Kansas, 


* * 


|W. B. Fulghum with Crosley 


Radio 


Tne sales volume | 











BLUEBELL 


Door Bell 


Transformer 





Salesmen— 
Here are § points to remember when sell- 
ing Killark transformers: 

1. Guaranteed by the manufacturer. 


2. Fully approved by the Under- 
writers. 


3. Small enough to fit in any box. 


4. Wiring diagram with every 
transformer. 


5. May be returned to the factory 
for free repair or replacement 
if not satisfactory. 


KILLARK ELECTRIC MFG. CO. 


3040-48 Easton Avenue, ST. LOUIS, MO. 











- oS 


Tis Detroit —The 





Book:COadillac 


Walter B. Fulghum has been ap- | 


Crosley Radio Corp., Cincinnati O. 
He was associated with the Victor 
Talking Machine Co., Camden, N. J., 
for many years. 


| pointed general sales manager of the | 


WASHINGTON BLVD. AT MICHIGAN AVE. 
1200 Rooms with Bath 


$4 and up 


475 rooms at 
minimum rate and $5.00 


THE BOOK-CADILLAC HOTEL CO. 
ROY CARRUTHERS, President 













































SELL ‘EM AISLELITES 


You can sell complete installa- 
tions of Aislelites to motion picture 


theatres and auditoriums in your 
territory. Every architect and elec- | 


trical contractor in your territory 
will buy and specify Aislelites. 


Aislelites light the aisles of mo-| 


tion picture theatres with a dif- 
fused light. They eliminate over- 








head and side light and make going | 


in and out of theatres 
and safe. 


You can sell ’em if you talk ’em. 


quick 



















F. E. Wright, district manager of Hub- | 

_ bard & Co., looking much happier than the | 
bear which he killed in a recent hunting 
trip. The bear seems to have lost interest | 





Now in Production 





Trenton Electric & Conduit 







For Immediate Delivery 


Co., Inc. 
TRENTON, NEW JERSEY 











PORCELAIN CO. 





GENERAL 



























in things in general. 
Chicago Branch for Eagle 
Radio 


The Eagle Radio Co., manufac- | 
turer of neutrodyne radio receivers | 
in Newark, N. J., has opened a branch 
sales and service department at 2447 | 
South Michigan avenue, Chicago, 
under the direction and management 
of D. A. Betts. Harry Melroy, who 
has been with the company for over 
a year and is thoroughly trained in 
the construction and maintenance of 


receivers, will handle the service work. 
* * * 


| Manufacturers of 

'— Standard Knobs, Tubes and 
Cleats, High Tension Pin 
Type Insulators, Strain Insu- 
lators, Bushings, Electrical 
Fittings, Fuse Blocks, Switches, 
V.T. Sockets, Radio Specialties. 


Get full selling data. 





EXHIBITORS SUPPLY 
COMPANY 


825 S. Wabash Ave., Chicago, Ht. 











Every Business 


of consequence ought to have proper card 
REPRESENTATION. 
WIGGINS 

Peerless Patent Book FormCards 

are used by many of America’s 

largest card userse—superiority 

of engraving and the 


convenience of the book 
form style ex- 
















| hy. 

|| New Chicago Quarters for peen afr 

Robbins & Myers || them one tw 

Chicago district sales offices of the || ttre “user 

Robbins & Myers Co. have been moved || tha” general 
excellence, 


to rooms 1825-29 ‘Transportation | 
building, 608 S. Dearborn street. The 
warehouse remains at the old location, 
| which is door 7, 515 W. Roosevelt 
road, 


The John B. Wiggins Company 
Established 1857 


Rg Lay -qaeaae Die Embossers 
abash Ave. 
105 Peoples Gas Bldg. CHICAGO 











* * * 


Circle F Acquires Machen 

Circle F Manufacturing Co. of 
Trenton, N. J., has acquired the 
business of Machen Electric Manu- 
facturing Co., of Philadelphia, Pa., 
moving the latter's Mant to Trenton, 
N. J. , 

Through this combination, Circle 
I’ Manufacturing Co. add to their 
already extensive line of wiring sup- 
plies, a line of flush switches of both 
the push button and toggle type, this 
giving them a complete line of elec- 
trical wiring supplies. 





OTEL CLEVELAND is the first 
hotel you see on your way from 
any railroad terminal in Cleveland. 
Its location on the Public Square 
is unsurpassed for its convenience 
to every means of transportation. 


It occuples more ground than 
any other hotel in the City and has 
the further advantage of being 
entirely modern in its construction 
and equipment. 


1000 Rooms—1000 Baths 


Hotel Cleveland 


PUBLIC SQUARE - CLEVELAND 
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ACME PIPE STRAPS 


Complete Factory Stock 
SPOT SHIPMENTS 
Standard with all Jobbers 


JOBBERS ONLY 


ACME PIPE STRAP CO. 


DETROIT, MICH. 


CEDAR POLES 


Northern 
White Cedar 


Western 
Red Cedar 


Plain or 
Butt Treated 


T. M. Partridge 
Lumber Company 




















| reason will get instant attention. 





j yurns 
The Perfect Reproducer 


Hear it and be Convinced. 
Tone loud and pleasing. 
Handsome material and 
distinctive design. 
Black flare 
Shell flare 
Attractive Trade 
Discounts 
Manufacturers 





COMPANY 
State & 64th Sts. Chicago,JU.S.A. 











Latest Trade Literature 


Hubbard & Co., Pittsburgh, Pa.— | 


Its new catalog No. 24 is the most at- 


! 


| 


tractive and complete issued by the | 


company. It cantains 200 pages and 
is provided with a cover that is a work 
of art of a quality not often encoun- 
tered in trade literature and for that 
A 
complete listing of Hubbard pole line 
hardware and Peirce 
specialties is included. 
Allen-Bradley Co., Milwaukee, Wis. 
—An unusual form of catalog called 
the “Radio Sales Manual” which con- 


construction | 


tains, besides adequate descriptions | 


of products, special features of in- 
terest to the dealer, such as “Question 
Box,” 
counts, etc. 

Westinghouse Lamp Co., 150 
Broadway, New York.—“The House 
That Jack Rebuilt,’ an interesting 
booklet in story form dealing with 
residence lighting and intended for 
consumer distribution. 

Russel & Stoll, 53 Rose street. New 
York.—A three-coler folder describ- 
ing a new addition (No. 2696) to 
their line of fittings, in the form of 
a floor outlet for offices. It is six 


inches high over all and is provided | 


with a moulded composition recep- 
tacle for tandem or parallel blade 
plugs. 


* 


Gus Berthold Organizes 
Company 
The Gus Berthold Elec., Co., 555 
W. Monroe street, Chicago, has been 
organized to manufacture 
boards, panelboards and steel cabi- 
G. W. Berthold who was for- 


* * 


nets. 


merly with Electric Apparatus Co., | 


127 S. Green street, Chicago is presi- 
dent and designing engineer, and has 


' had over 17 years of experience in the 


field. 





YAGER’S 


Soldering 


Salts Paste 


They will stand all the pushing 
you can do. They sell because 
they do good work and are 
priced reasonably. 
ALEX. R.BENSONCO.,Inc. 
Hudson, N. Y. 


For list of distributors see McRae’s 
1924 Blue Book. 
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discussions on turnover, dis- | 


switch | 








Type 
AC 
= Tube 





$6 List 
Transformer 


for use with 


A C Radio Tubes 


Dongan Electric Manufacturing Co., 
2993 Franklin Street, Detroit, Mich. 


Transformers of Merit for 15 Years. 











DEC.3,1901 


TRUNNION NUT 
TOGGLE BOLT 


HOOD SCREWS ON 






Wrigley Toggle Bolts 


“Wrigley 
For Quality” 


Made of heavier 
gauge steel. 


Can be put through 
smaller holes than 
the ordinary toggle 
bolt. 


First toggle bolt 
made. 


THE THOMAS WRIGLEY Co. 
504 Sherman St., Chicago, III. 














PHILLIPS WIRE COMPANY 
PAWTUCKET, R. I. 











NORTHERN WHITE 
WESTERN RED 
GUARANTEED GRADES 
24Hour: Service. 


BUTT TREATING 
ANY SPECIFICATION 
Let Us Show You How 
To CashInOn BELL Poles 


SEND FOR BOOKL 


T CONTAINING 


£ 
VALUABLE 
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And NOW—Boost Your Sales 





sizes. 


fans. 


Stems — Ceiling 


ceiling). 
are 6 ft. 


COLUMN TYPE GYROFANS 
For Alternating Current 


Cycles , 
Fan or Fre- Weight 
Diam. quency Volts Watts Boxed 
15 in. 60 100to120 180 160 Ibs. 
For Direct Current : 
Fan Weight 
Diam. Volts Watts Boxed 
15 in. 100 to 120 130 160 Ibs. 
15 in. 200 to 250 130 160 Ibs. 


SPECIFICATIONS 


Body Finish—Standard Black 
Enamel only, in all types and 


Fan-Guards—Fitted to all Gyro- 


Fan-Blades — Standard 15 
diameter, brass finish only. 


are 3 ft. 9 inches long, (for 12 ft. 
Column Gyrofan Stems 
9 inches high. 
lengths at proportionate prices. 


with GYROFANS 


“Refreshing as 
a Spring Breeze’’ 











inch 


Gyrofan Stems 


Other 


CEILING GYROFANS 
For Alternating Current 


Cycles 
Fan or Fre- Weight 
Diam. quency Volts Watts Boxed 
15 in. 60 100to 120 180 90 Ibs. 
For Direct Current 
Fan Weight 
Diam. Volts Watts Boxed 
15 in. 100 to 120 130 90 Ibs. 
15 in. 200 to 250 130 90 Ibs. 


REASONS WHY ?— HERE ARE A FEW 


1 For more than 20 years, dealers have 
appreciated the sturdy construction and 
‘*honest-to-goodness” lasting service of 
Gyrofans which assure profitable repeat 
orders and an absence of “servicing 
troubles.” 


2 Gyrofans are “different.” They are 
more practical than ordinary fans, be- 
cause they produce a CONSTANTLY 
VARYING BREEZE like Nature’s 


own, That’s why they’re easy to sell. 


3 Gyrofans generally mean a profitable 
little installation job for the dealer as 
well as the actual fan profit. That’s 
why Gyrofans are in demand. 


4 We endeavor to keep a big stock ready 
for immediate shipment, so that you can 
get PROMPT DELIVERY on all you 
can sell, 


5 Standard types on quantity-production 
basis assure you RIGHT SERVICE 
and RIGHT PRICE. 


Make It a GYROFAN Season— 


Get Ready for 


the Rush NOW 


AB PRODUCTS DIVISION 


THE NATIONAL SCREW & MFG. COMPANY 
2440 EAST 75TH STREET 


CLEVELAND, O. 
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Tie up 


Pep up your flashlight 
with —RELOAD it now 


7 SUMMER ... busy times in the 
this outdoors, fishing, boating, motor- 
ing, vacationing. Be ready to 
“Use your flashlight!” 
“R | d 99 Get out your flashlight now and 
e Oa pep it up with fresh, strong Ever- 
eady Batteries. Take an extra 
m set of Unit Cells with you on your 
cam Al n vacation. The cost is small and 
p the service is big. Reload now 
and be “all set.” There’s an 


Eveready dealer nearby. 


Manufactured and guaranteed by 
NATIONAL CARBON COMPANY, Inc. 
New York San Francisco 

Canadian National Carbon Co., Limited, Toronto, Ontario 


7 | 
‘ 
j 


FLASH LIGHTS 
& BATTERIES 


they last longer 





THE advertisement reproduced See that your dealers tie in 
herewith appears, in a much _ with this campaign to sell Ever- 
larger size, in a big list of news- eady Unit Cells. See that they 
papers whose circulation covers dress their windows to make this 
the country. advertising pay them. 

NATIONAL CARBON COMPANY, INc., New York—S: ‘rancisco 
Atlanta Chicago Dallas Kansas City 


Canadian National Carbon Co., Limited, Toronto, Ontario 


EVEREADY 
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1100 SCHOOL JOBS NOW PENDING 


“Red Spot” Jiffy 
Holder is easiest to 
manipulate and holds 
glass firmly. It is 
the best holder of 
the “safety” or 
“screwless” type. 


“Red Spot’’ Stand- 
ard Hanger with 
stem construction 
is the fixture to 
sell for school 
lighting. 


‘Red Spot” quality, price and finish appeal to school boards 
and school architects. That makes them easy to sell. The 
time the wireman saves in wiring ‘Red Spots,’’ in installing 
them, and in balancing the glassware after they’re up, gives 
more than the usual margin of profit on ‘Red Spot”’ jobs. 


Our new bulletin on School Lighting will help jobbers and 
contractors get the business. Write for it. Free. 





THE F. W. WAKEFIELD BRASS CO. 


Vermilion, Ohio 


RED & SPOT 


Pacific Coast Representative: Geo. A. Gray Company, San Francisco and Los Angeles 








